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APPLETON INTERCHANGEABLE 
UNILET BODY FEATURE 
a Abe PAK 


S = 
wee” 


Standardized Unilet Body Permits 58 Second 
Interchange of 60 Wait to 500 Watt Fixtures .. . 
Saves Time, Prevents Shutdowns! No other explosion 





Note how identical diameters A" at top of 
Dome Unit Assembly permit mounting of all 
fixtures regardless of wattage. 


58 SECOND RELAMPING 


When the call comes for re- 
lamping, AA-51 Series 
STAND-BY Units are ready at 
an instant’s notice. Carrying 
handles can be attached in 
advance 


Maintenance man needs only 
a screw driver to exchange 
units. From the time of 
climbing the ladder to ex- 
changing fixture and des- 
cending ladder, only 58 sec- 
onds are required 


C : | 


S@ 
©, 
\ 
V . * 
\ >|) Burned out lamps and clean 


~ ing fixture are safely at 
tended to at the work bench, 
while production schedules 
are maintained. 


' . 





proof fixture on the market today zs so ea 
Proof Fixtures . 
such tremendous user-advantages ! 
The 
ments for Class 1, Groups C and D Hazardous Locations. 


t 
y fo Sell, so wort! 


io stock as the Appleton AA-51 Seties Vented Explosion- 
. . because no other explosion-proof fixture offers 


Las 


mects all Underwriters’ Laboratories require- 


AA-51 


Series 


Make sure your stocks on the AA-51 Series are complete 
use missing easy, profitable sales. 


Get full details today! Write for Bulletin! 


‘‘FLAME-TIGHT’’ CONTACT CHAMBER 
Because of Appleton’s exclusive ''5-Thread Safety Chamber 
any AA-51 Series Unit can be serviced with complete safety 
even if current is inadvertently left on! 


‘*FULL-CIRCLE’’ VENTING 


The notched globe ring and the porous metal interior dissi- 


pate heat evenly and safely and keep fixture temperature 


cool enough to prevent igniting explosive gases 


‘“STAND-BY’’ SYSTEM SAVES MONEY 

For every ten AA-51 Units in operation Appleton recom- 
mends one unit as a stand-by ready for relamping or 
wattage conversion in 58 seconds. 


SOLD THROUGH ELECTRICAL WHOLESALERS 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue « Chicago 13, Illinois 


Also Manufacturers of: 


Sau gs 


“ST” Series 
Connectors 


e Industria! 
Lights 


Maileable Iron Outlet Boxes 


Unilet Fittings 
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...Carry their own 


‘STOP WATCH 


You get extra protection against overloads and “shorts” with 


ECON Dual-Element Cartridge Fuses. 


Because on a sustained overload, heat from the fusible links 
is conducted into the Econ-alloy time-lag element. If the 
overload is continued beyond the safe and predetermined 
time, the heat causes the Econ-alloy to become liquid and 


release from the fusible links, thereby opening the circuit. 


On a short circuit, the fusible links open the circuit immedi- 


ately before dangerous pressures can be developed. 


ECON Dual-Element Cartridge Fuses are available in knife 
and ferrule types; 0 to 600 amperes; 250 and 600 Volts. 
Underwriters’ Laboratories, Inc. Approved. Carried in stock 
by leading Electrical Wholesalers. Write for New ECON 
Catalog S-60 or for literature on other type fuses in which 


you are interested. 


* * * 


ELECTRICAL WHOLESALERS— 


There is an important time-element for you, too; be among the first 
to carry in stock a full selection of ECON Dual-Element Cartridge 
Fuses and you will get a good share of the increased business these 


fuses are developing. 


leuses tor every Purpose] 


ECONOMY FUSE & MANUFACTURING CO. 


2717 GREENVIEW AVE. ° CHICAGO 14, ILLINOIS 

















LETTERS TO THE EDITOR 





The Right Way 


Dear Sir: 

. . . Unquestionably, Cliff Gabel 
(“That Irreplaceable Salesman,” EW 
—Feb. '54, p. 35) was an institution 
and will always remain irreplaceable 
to The Johnson Electric Supply Co. 
I truly believe Ed Mohr’s frank policy 
of “just being himself” was the only 
and best way to confront a very dif- 
ficult replacement job and really 
helped him to achieve the success that 
he did attain. 

Bluffing on occasion in this New 
York City territory might be helpful, 
dependent, however, on the customer 
relationship. But in Ed Mohr’s case, 
he pursued the true and right course. 

CHARLES H. SCHNAKENBERG 
SALES REPRESENTATIVE 
WESTINGHOUSE ELECTRIC SUPPLY CO 
LONG ISLAND CITY, N.Y. 


Dear Sir: 

' Under the circumstances, I 
think The Johnson Electric Supply 
Co. did the wisest thing by transfer- 
ring Mohr to fill the shoes of Gabel. 
Even if they had “bought” a man, he 
would have had to cultivate Gabel’s 
customers, which takes time, unless 
he were acquainted with the same 
territory. Mohr had gotten a good 
background of inside experience and 
a knowledge of products while he was 
on the counter. He was also in per- 
sonal contact with customers and 
became familiar with their require- 
ments. 

I think Mohr approached the job 
correctly by being himself because 
most customers like and appreciate a 
salesman’s honesty and sincerity. Bluff- 
ing would have only gotten him in 
trouble and he would have lost cus- 
tomer confidence. 

However, a good inside man will 
not necessarily make a good salesman. 
A man needs a lot more than just 
knowledge of products and inside op- 
erations to fill the shoes of a success- 
ful salesman. 

The proof of the correctness of the 





EW welcomes expressions of op- 
inion from readers. Address all 
correspondence to: The Editor 
Electrical Wholesaling, 330 W. 
42nd St., New York 36, N. Y. 











company’s decision to replace Gabel 
with Mohr was the fact that he proved 
successful. The best method was ad- 
hered to and they were quite fortunate 
in that it worked out that way. 

C. WM. W. HERZOG 
TRISTATE ELECTRICAL SUPPLY 
COo., INC. 
BALTIMORE, MD. 


Gets His Vote 
Dear Sir: 

... The article (He's Spreading the 
Word on Adequate Wiring,” EW— 
Feb. ‘54, p. 40) is loaded with com- 
mon sense. The impact is terrific 
because Ray Jeffirs deals in facts that 
can very well be applied to any area 
in this country. 

When we realize that most of the 
installations—residential, commercial 
or industrial—installed as long as two 
years ago are inadequate today, it 
certainly makes it imperative that we 
pause and take inventory of our in- 
dustry. . . . How can we continue to 
grow industry-wise if we permit the 
continuance of these limitations. 

I think Ray is to be commended on 
the fact that he did not permit lack 
of material to sidetrack his effort in 
making a serious bid for attention to 
this roadblock “inadequate wiring,” 
and my vote goes to him with a whole- 
hearted effort in furthering the ade- 
quate wiring program. 

This article should be a must on 
the agenda of every sales organization 
in our industry with an effort by each 
to pass it on to the consumer. 

FRANK C. SPARGUR 
SALES MANAGER 
GLASCO ELECTRIC CO. 
ST. LOUIS, MO. 


Takes Time and Study 
Dear Sir: 

... The article (“How a Salesman 
Is Made,” EW—Jan. '54, p. 57) shows 
an individual has to work to improve 
himself to get ahead in an organiza- 
tion. This article also proves that a 
salesman cannot be made overnight 
but time and study must take place. 
This one point we sometimes have a 
hard time convincing our men that 
they are not ready for the next step 
up the ladder. 

T. C. TREADWAY, JR. 
TREADWAY ELECTRIC CO., INC. 
LITTLE ROCK, ARK. 
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ELECTRICAL 
CONSTRUCTION 
AND MAINTENANCE 


> eLecTRICAL URGE 


QUALIFIED 
CONTRACTOR 


whose combined circulation 


reaches many of your 
important customers 
ADS LIKE THESE e 
RECT MAIL 

opuUCcT SAMPLING 


very month 


_.. plus Dl 


...- plus PR 


i to them 
explain and point out 


T & B product features. 


REMINDS THEM, TOO, that ie B 

ducts are available - y 

. our authorized 
1312 


pro 
from you - - 
distributor. 


as est 


General Sales Monoger 


The THOMAS & BETTS CO. 


Incorporated 
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really liquid-tight with 
NEW T&B Connectors for 
\liquid-tight flexible metal conduit 


=, 
= Seal out all moisture, oil, and corrosive fluids with 
this easy-to-install, self-grounding connector ...a 
connector specially designed by T& B for Types UA 
and EF (J.I.C. Standard) liquid-tight flexible metal 
conduit. 


Just push conduit into connector body and take 

up on gland nut until blue plastic ring appears. No 

P agit cena vn need to disassemble connector. No twisting of con- 
forms perfec seal with plastic con- duit. Same wrench fits both body and gland. 

‘eee Integral tapered body wedge positively grounds 

+ eae te metal conduit armor. Plastic-to-plastic seal between 

gripping ring and conduit jacket makes tight leak- 

proof connection. Straight connectors, 45° and 90° 


elbows available for conduit from %%” to 2”. 


r 
1 
i 
1 
1 
I 
i 
! 


Send for sample and engineering data today. 


' A CINCH TO INSTALL — 


Loosen gland; push conduit Tighten gland until blue 
into fitting. ling ring appears. 


LULL | A MATT LL] 
INTEGRAL TAPERED BODY WEDGE 
© Positive ground for metal conduit 4 77, 

ormor. 

Fits all thicknesses and convolu- 

tions in standard liquid-tight fiex- 

ible metal condvit. 

Grounding member integral with s\akd 

body. 


LOOK FOR THIS SIGN — (2.5 IT’S THE MARK OF AN AUTHORIZED T & B DISTRIBUTOR 
The complete line of T & B fittings for conductors and raceways is sold only by 
recognized electrical wholesalers. It's our way of assuring you the service and savings 
of a friendly local source. Call him for all your electrical needs. 7328 


THE THOMAS & BETTS CO. 


INCORPORATED 


20 Butler Street * Elizabeth 1, New Jersey 
Thomas & Betts Ltd., Montreal, P. Q., Canada 


MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 
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memo 


TO OUR DISTRIBUTORS 


Square D Distributor change of pace 
in our 1954 promotion program. ppp (Plan uct 
promotion) is being stressed, poth nationally and locally: 
significantly: our Distributors are taking 2 very important 
part in this wales-stimulating activity: 


The procedure by which planned product promotions are 


activated at local level 15 # simple but effective one. 
Each Distributor designates a “Mr. promotion" within his 
organization: We give each "Mr. promotion" the complete 
details of each national PPP, well in adavence---and furnish 
complete promotion ki enable you 40 add local 
impact to the national a¢ ‘ tice also 


provides ample time for stocking: 


Excellent customer catalogs,» j +ising, 
direct mail, displays and novelties are a few promotional 
tools furnished in the past. Now "planned product promotion” 
coordinates all these in the latest steP toward @ closer 
king relationship between Square Dp and its Distributors: 
There will undoubtedly be other steps. . -vecaus® such 
coordination makes es for everybody concerned. 


M. P.- Kartalia 
Manager, Merchandise Sales 


See you m 
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MANUFACTURERS OF ELECTRICAL WIRING PRODUCTS 
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Chicage 12, Vlinoia 





NEW_ PRODUCTS 





ty # 


Weatherproof Wire 
Rome Cable Corp., Rome, N. Y. 


Fiberglas outer braid of the weatherproof wire is 
inherently resistant to moisture, heat, chemical action 


Volt-Ammeter 


General Electric Co., meter and instrument 
dept., Schenectady 5, N. Y. 


Hook-on volt-ammeter is believed to be the first 


and abrasion. A special wholesaler’s 500-ft. coil pack- 
age comes in sizes no. 14 through 4 awg. The glass 
fibers do not serve as “channels” which conduct 
moisture beneath the surface as organic fibers some- 
times do. Tests show the weatherproof wire, with a 
glass outer braid, picks up as much as 50 per cent 
less moisture than cottonknit wire of the same type. 
Manufacturer notes the glass yarns have a tensile 
strength several times higher than comparable or- 
ganic fibers and retain that strength indefinitely. This 
makes the braid a durable support for asphalt coat- 
ings and gives an advantage in locations where chem- 
ical vapors are present. Being highly resistant to 
deterioration, the outer glass braid is claimed to 
eliminate the unsightly festooning which may occur 
on such wire. The application of the glass braid to 
the weatherproof wire is the result of research con- 
ducted by the Rome Cable Corp., and the Owens- 
Corning Fiberglas Corp. 


with automatic scale changing. According to company 
engineers, the automatic scale changing feature 
eliminates the possibility of reading the wrong scale 
The pocket-size device has a current range of 
5/20/80/350 amperes. The five ampere range per- 
mits load checks on fractional horsepower as well 
as low energy control circuits. The instrument also 
measures a.c. voltage in three ranges (150/300/750) 
without auxiliary equipment, provides accuracy up to 
three per cent of full scale, and withstands a voltage 
breakdown test of 4,000-volts a.c. The volt-ammeter 
will clamp around any conductor up to two inches 
in diameter. Its contoured trigger closes and opens the 
insulated hook-on assembly. Desired range and scale 
is obtained by turning the unit's switch knob. Cur- 
rent scales are in black, voltage scale in red. Unit 
is shock-resistant with screw in voltage leads. Weight 
16 inches. 


1o 
A 


114 lbs; measures 944 by 3% 6 by 


Lampholders 


area, reducing deformation of the wire 


Measuring Tape 


and making a low-resistance connec- 
tion. Comes with or without spacer 
bars for connecting copper-to-alumi- 
num, or steel or aluminum to steel 
cables. 


The Lufkin Rule Co., Saginaw, 
Mich. 
Non-metallic woven measuring tape is 
for power, utility and general work 


Magni Flood Inc., 38 North Sec- 
ond Ave., Mt. Vernon, N. Y. 
Outdoor sealed beam lampholders and 
accessories have glossy aluminum 
coated finish. Featured is a new utility 
medium base lampholder for sealed 
beam Par 38 lamps, finished in “aluma- 
lite.” 


around high tension circuits. It is 

Light Fixtures claimed to have great dimensional 
The Edwin F. Guth Co., 2615 
Washington Ave., St. Louis 3, Mo. 
Tap Connector Entire effect of light fixtures is to 
Ideal Industries, Inc., Sycamore, flatter merchandise, complexions and 
Ill. clothing of both customers and sales 


stability even after being repeatedly 
soaked and dried. Markings are pro- 
tected by coatings of specially com- 
pounded plastic that is resistant to 
abrasion, cracking, mildew, moisture 
and temperature changes. First end of 


Greater holding pressure—up to 142 
times that of other types says the 
manufacturer—of the tap connector, is 
provided by a hex set screw which can 
be tightened by a wrench. An extra 
large pad and stirrup distribute the 
pressure over the entire connection 
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personnel. Fixtures are for either re- 
cessed or surfaced type installation and 
combine the use of regular type “C” 
incandescent lamps and louver diffu- 
ser. Being a 24-inch square unit, the 
product lends itself to various single 
or pattern lighting layouts. 


tape—point of greatest wear—is re- 
inforced with plastic. Last preceding 
foot number is repeated in red at each 
inch (or tenth of foot). The tape is 
indicated wherever a non-conductor is 


needed. 





DUTCH BRAND 
COLOR TAPE 


8 coLors 


Red e Yellow ¢ Green © Blue 
Gold « Silver « Black © White 


ra WIDTHS 


1/2 e 3/4 e- 4 


Wherever color can help you in manufacturing operations, the 
great new line of DUTCH BRAND Vinyl COLOR TAPES will 
prove useful to you. For the first time you can do just about 
every industrial taping job, and do it in color. 


They have a high resistance to the average destructive elements 
such as grease, oil, acids and corrosive chemicals. Use it for 
such jobs as indexing of parts, tools, materials being tested, 
stock shipments, etc. It is ideal for all holding, reinforcing, 
splicing, perfect for neat work on color wiring in electronic 
assemblies. UL listed. Check the remarkable characteristics of 
DUTCH BRAND Vinyl COLOR TAPE. 


CHARACTERISTICS 


Adhesive Value—28 oz. per inch width (according to ASTM D1I000) 
Tensile Strength —15 Ibs. per inch width 

Dielectric Strength—1 000 volts per mil of thickness 
Thickness—0.006 


Moisture Vapor Transmission Rate—tess than 3 


BY THE MAKERS OF 
THE DUTCH BRAND FOURSOME... 
DUTCH BRAND PLASTIC TAPE « FRICTION TAPE 
RUBBER TAPE @© “DB” WIRE CONNECTORS 


electrical insulating color coding electric wiring 


Ly 0 The Tape 
y, 4 with a 
c4 o Thousand 

Uses 


tool handles 














charts and graphs 


decorating color indexing 


Johns-Manville 


DUTCH BRAN 
a oe D Se Pee A 


VAN CLEEF BROS... 
T8000 WOODLAWN AVENUE 


inc. Divistown 
CHICAGO 19 fb 
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Hospital Switches 


The Appleton Electric Co., Chi- 
cago 13, Ill. 


Explosion-proof sealed switch series 
are for hospital operating rooms. Be- 
cause of an adjustable cover feature, 
the series is particularly suited to mod- 
ernization programs. Adjusts from % ¢ 
in. to 1134 in. maximum. Self-level- 
ing adjustment also compensates for 
variations up to 5 degrees of wall level 
Specified for Class I, Groups C and D 
hazardous locations. Single-gang and 
two-gang units are available for single- 
pole and double-pole installations, 
across 15-amp., 125-volt, and 10-amp., 
250-volt a.c. circuits 


Color Tapes 


Van Cleef div., Johns-Manville, 
Chicago 19, Ill. 
Vinyl plastic tapes come in eight 
colors (red, yellow, blue, green, gold, 
silver, black and white). Aside for 
many uses in colored wire electronic 
assemblies, tapes can be used in index- 
ing, coding, packing, industrial dec- 
orating. They have a high resistance 
to oil, grease, and corrosive 
chemicals. Four widths: ¥@ in., 1 in., 
i; in. and 1 in. 


ac ids 


2 


Switches 

Leviton Manufacturing 
Brooklyn, N. Y. 
T-rated 
heavily 


Co., 


switches are enclosed in a 


sectioned phenolic housing 
Construction has been designed to 
meet strenuous load conditions for 
commercial, residential and industrial 
applications. Available in single pole, 
double pole and 3-way switches with 


ivory or brown toggles. 


Weatherproof Boxes 


Killark Electric 
Louis, Mo. 


Mfg. Co., St. 


Alumalloy assemblies 


come with switches and receptacles. 


weatherproof 


Fitting measures 4% in. 
2% in. deep. 


long, 212 
in. wide, 2 
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Tracer 
The Jackson Electrical 
ment Co., Dayton 2, Ohio 


Instru- 


One man instead of two can trace elec- 
trical lines and cable circuits with the 
tracer meter. Electrician slips a tagged 
jumper to each circuit at the remote 
end of the line, then he touches the 
wires at the other end with the probe. 
is touched the meter 
number. Nine 
If there are 


As each circuit 
indicates the correct 
wires can be identified. 
more lines or circuits, they can be iden- 
tified and marked in groups of nine. A 
neon indicator may be used to test if 
there is any doubt about a line being 
hot. A hot circuit will illuminate the 
neon light; should there be a ground 
or short in a wire, the meter needle 
will not move 


Light Fixture 

Crouse-Hinds Co., 7th North St., 
Syracuse, N. Y. 
Explosion proof lighting fixture with 
prismatic Holophane reflector is claim 
ed to allow industrial or lab techni 
cians to perform highly detailed tasks 
at hazardous locations. Fixture com 
pares favorably in lighting character 
istics with ordinary non-explosion 
proof lighting fixtures. When equip 
ped with an 5,900 
lumens, 300-watt lamp, it delivers a 


72.3 per cent 


inside frosted 
total light efficiency of 
Only a small portion of light is trans 
mitted upward through the glass re 
flector 


Glass Plug Fuse 

Eagle Electric Mfg. Co., 
Long Island City 1, N. Y. 
Through the magnifying center of the 
glass plug fuse can be seen the word 
“O.K.” When there is an overload or 
short, part of the “O.K.” vanishes. It 
positively indicates a blown fuse when 
the entire word disappears. Fuse is 
constructed to expel the gases caused 
by a blow, bur will not allow flame 


Inc., 


NEW PRODUCTS 





to escape Glass top eliminates shock 
Hexagon centers distinguish 15 amps 
1 make for 


or less, and colored aiscs 
amperage 


quick identification of 
Available in 10, 
sizes and in sub-standard 3, 6, 8 amp 


sizes. U.L. listed and CSA approved 


15, 20, 25, 30 amp 


Exhaust Fan 


Chelsea Fan & Blower Co., Inc., 
639 South Ave., Plainfield, N. J. 


Light-duty exhaust fan is for offices 
and other commercial places. Unit ts 
four-bladed, has a 2-speed semi-en 
closed motor and comes with guard, 
switch, cord and plug. May be oper 
with an automatic 


ated satisfactorily 


louver. Frame consists of a heavy 
square panel without flanges affording 
flush mounting. U. L. aproved in sizes 
12 in., 16 in. and 20 in 


1000 to 


with certi 


fied air ratings from » 600 


cfm 


Limit Switch 


Minneapolis-Honey well 
tor Co., Freeport, IIL. 


Regula- 


Two-circuit heavy-duty limit switch, 
and a two-circuit basic switch, will be 
The limit 


a control of 


introduced this month 


switch is useful as two 
isolated circuits in applications where 
the switch is subjected to severe shock 
and impact. The basic switch 1s suited 
for reversing circuit applications where 


space is at a premium 


Switches 


The Arrow-Hart & Hegeman 
Electric Co., Hartford, Conn. 


Two lines of switches feature quiet, 
mechanical operation, wire-lock screw 


Models 


a residential use switch and a 


less terminals and small size 
include 
interchangeable switch for specifica 
tion work. Both lines of U.L. approved 
switches reduce wiring time because of 
Wires 
only to be stripped and inserted into 


the wire-lock terminals need 


the terminal holes. (See illustration 





nspiration-Lighting 
aeichive by MOE“ 


Three light hanging lamps. 
Diameter 24”. Two stem 
sections (12" and 24") 


cmecventenment §=§=—- LS f Fixtures with Ease 


«es-where you formerly 





sold | with effort 


The most effective sales tool to come 
along in ages, Inspiration-Lighting by Moe 
M-1071—$12.95* Light makes it easy to sell a number of fixtures 

Informal hanging lamp with in each room where you formerly sold one or 
a charming new look. two. Heavily promoted in national ads, 
Packaged with two stem Inspiration-Lighting has captured the 
ree imagination of Mrs. Homemaker because it 
Diameter 18”. ; shows her how to decorate with light, 
change room moods at will, bring 
out the full beauty of fine 
furnishings. 











*(a combination of general, localized and accent lighting) 











M-1073—$9.95* LOW IN PRICE, 
One-light hanging lamp. 

Accommodates up to 100 

watt bulb. Diameter 16". ek i 
Bottom lens for downward HIGH IN STYLE 
light. Stem sections permit 
mounting from 21” to 39". 











Contemporary Fixture 
igelan MOE 4342 














ho} of so ON LOT) 





M-1075—$7.95* 
For breakfast nook, bedroom 
or hall. Bottom light for These contemporary fixtures 
downward light, reflected are but a sample of the complete 
light from white glass shade. Moe Light line. What’s more, you can 
Length 91%". Diameter 14”. achieve numerous effects by mixing them 
with Moe Light Traditional Accent, Recess 
and Wall Lighting 

















Use this Powerful Selling Tool 

“Your Home and Inspiration-Lighting” is a 52 page book 
lavishly illustrated in full color. Technical data, specifications, 
suggested solutions, pictures of the whole line, beautiful 
room settings...everything to help you sell is included. 
Send for it today. 


=< H MOE LIGHT, Ft. Atkinson, Wisc., Dept. EW454 
== (DIVISION OF THOMAS INDUSTRIES INC.) 


PO” 1 1 am enclosing $1.00 for your new book, “Your Home and 
inspiration-Lighting.” If | am not completely satisfied, | 


r 
| @ 
o- 


\ 
Ps 1 can return it to Moe Light within 10 days and receive a 


full refund 


M-1078—$12.95* OE LIC t 
Wall lamp. Perforated metal M a oom 
shade. Height 12" extends 13°, (Division of Thomas Industries Inc.) 


Fort Atkinson, Wisconsin ADDRESS 
“Prices slightly higher Denver Plants at Fort Atkinson and Sheboygan, 
est. 











Wisconsin; Princeton, Kentucky, 
and Los Angeles, California CITY ZONE __STATE 


ELECTRICAL WHOLESALING—April, 1954 





Service Entrance Mast 
Blackhawk Industries, Dubuque, 
Ja. 
Especially designed for low-roofed 
ranch type buildings, service entrance 
mast assembly may be enclosed in the 
construction or mounted on the ex- 
terior. The mast comes in a 7 ft. length 
of 2 in. galvanized pipe. A single 
package with all fittings 
makes for ready installation. 


necessary 


Dynamometers 

Mission-Western Engineers, Inc., 
132 W. Colorado, Pasadena 1, Calif. 
Two dynamometers are for measuring 
motors of 2 hp. and less. One model 
measures the horsepower output of 
motors of 2 hp. and less; the other 
model tests motors of less than Yo 
hp. Two types of broad-range speed 
measuring equipment are available as 
extra accessories. One provides accur- 
acy to 2 per cent, the other to 9 of 

per cent. Both models are supplied 
with a special d.c. power supply. 


Air Conditioner 


A. O. Smith Corp., Permaglas 
div., Milwaukee 1, Wis. 
Year-round air conditioner is a com- 
bination heating-cooling unit. It is to 
be housed in a modification of 
company’s present warm air furnace 
line. Compact, measuring only 42 in. 
wide by 29 in. deep by 70 in. high. 


the 


Floodlights 
Revere Electric 
Co., Chicago 40, IIL. 
Re-designed narrow beam floodlight 
lines have a one piece aluminum hous- 
ing. Lines include 300-500 watt and 
750-1,000 watt units. Floodlights are 
claimed to be completely weatherproof. 
The wire enters through a squeeze 
bushing. Units have a focusing mech- 
anism and are available with clamp 
or five spring toggle hinged rings with 


Manufacturing 
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clear, stippled, or ribbed lens for maxi 
mum light control. Crossarm, pole top 
Flat base and clamp mountings 


Cable Connectors 

Unimatic Corp., 52 E. Centre St., 
Nutley, N. J. 
The % in. 45 deg. connectors are 
for attaching armored cable to knock- 
out boxes. Made of a special aluminum 
die-cast alloy, each of the two parts 
has a grooved lip which engages the 
edge and inside surface of a standard 
knockout opening. Operating 
on a cam-wedge principle, it is pos- 
sible to install this connector from the 
outside of the box after the wiring 
hook-up is completed. Only tool re- 
quired is a screw driver. U.L. approved. 


’ in. 


Bathroom Heater 
Westinghouse 
Pittsburgh 30, Pa. 


Built-in toggle switch bathroom heater 


Electric Corp., 


is Claimed to provide immediate heat 
Unit has no moving parts. Heating 
elements are guaranteed against burn- 
out for five years. Heat is radiated by 
infra-red rays directly in the room and 
by circulation of warm air throughout 
the room. Mounted flush with 
Rated at 1,250 or 1,500 watts, 
volts, a.c. Stainless steel and chromium- 


wall 
115- 


plated grilles available. Grille dimen- 
sion: 20 in. by 1034 in. Wall opening: 
1734 in. by 814 in. Complete weight 


10 Ibs. 


Window Fan 

Dayton Electric Mfg. Co., Chi- 
cago, Ill. 
Two-speed, 20-in. fan fits in 30 to 39 
inch windows. U.L. approved unit will 
exhaust 3,000 or 1,540 cfm. Motor 
ated 1,500/1,000 rpm. 115 volts 
Fan is 9 inches deep. Chrome guard 
for fan blade. Complete with 12-ft. 
cord and 2-speed switch. 


NEW PRODUCTS 





Limit Switch 


Square D Co., 4041 N. Richards 
St., Milwaukee 12, Wis. 
Machine tool limit switch’s outstand 
is the adjustment of the 


different 


ing feature 


basic device to obtain 11 
contact operating sequences, using only 
a screw driver. A variety of operating 
lever arms can be mounted in any 
angular position. Although only a small 
travel is required to operate the switch, 
a large amount of overtravel (approx- 
imately 80 deg.) is provided in either 
direction. For simplified stocking, basic 
and lever arms are in- 


switch units 


dividually packaged 


Saw-Drill 


Crown Controls Co., 
Bremen, Ohio 


Inc., New 


drill is 
equipped with a high torque motor 
rated 110-120, ac. or d.c. Conversion 
from saw to drill is done by turning 
knob on side of tool and inserting drill 
in chuck. Accommodates any drill up 
to and including 44-inch. Saw blade 


Combination hacksaw and 


measures 1/2 by 4 inches. Unit is sold 


with adapter chuck, six saw blades and 


wrench 


Bench Grinder 

The Black & Decker Mfg. Co., 
Towson 4, Md. 
Six-inch model, 4% hp. bench grinder 
has been added to line. Unit is designed 
for intermittent shop use in grinding, 
tool sharpening, wire brushing and 
buffing. Weight 25 Ibs. net. Grinder is 
almost 9 inches high and has an over- 
all spindle length of 12 inches. Motor 
operates on standard a.c. single-phase 
voltages and is not designed for op- 
eration on d.c. current. Available in 
60, 5O or 25 cycles, with r.p.m. rating 
4.600, 3,000 or 1,500, at either 115 or 


220 volts. 





Products you can sell with 
confidence + Rome Cable has 
never had but one standard of quality 
..,» the best possible, From the time 
of its inception, sound research and 
engineering, plus a rigid inspection 
routine completely divorced from 
sales or manufacturing pressures, 
have formed the keystone of product 
quality. Your customer's confidence is 
what makes repeat business. 








A complete product line + You 
can look to Rome Cable for a full 
line of standard wires and cables, as 
well as steel conduit.* Further, you 
have the advantages of a supplier 
equipped to design and manufacture 
wires and cables of highly special- 
ized nature ...in copper or aluminum. 

*Conduit sold only in the West 


You get personalized service 
* Your Rome sales engineer is ready 
to work with your men any time. 
That's part of his job. He has fre- 
quently helped distributor salesmen 
to get new business. 

Whenever you need emergency 
help, call Rome 3000. Whether for 
technical advice, emergency ship- 
ments, prices or whatever... you will 
talk with key personnel who will do 
their best to help you. 


It costs less to buy the best... 
and it’s profitable to sell the best 


policy"? 


To us at Rome Cable, "distributor policy” 
means a mutually profitable selling part- 
nership . . . recognizing the electrical dis- 
tributor as an indispensable factor in the 
servicing of our customers. 

That is why we not only talk “distributor 
policy” but practice it unfailingly. 

As a partner, Rome Cable helps build its 
distributors’ sales . . . with high quality 
products, outstanding research and engi- 
neering assistance, a program of national 
advertising and an organization “geared” 
to quick action. Further, for the distributor 
there is the pride and satisfaction of repre- 
senting a well-established and forward- 
looking manufacturer . . . offering dependa- 
bility of product and service. 

A distributor partnership with Rome 
Cable pays dividends. It can be mutually 
profitable. 


These are some of the reasons 
why it pays to be a Rome Cable 
distributor. 





eek. fm ey. a & = 
Corporation 


ROME 


And there are others... 


v= mg because a strong program 
i of national advertising 


helps build acceptance for 


Your selling job is easier 


and interest in the Rome 
products. 

You can depend on close contact and 
prompt service because there is a strate- 
gically located Rome sales office and Rome 
warehouse near you. 


NEW YORK 


\3 
& de ) 
Sones 
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Raceway 


National Electric Products Corp., 
Gateway Center, Pittsburgh, Pa. 


Continuous raceway, and auxiliary gut- 
ter, is claimed to provide flexibility of 
distribution and permit relocation of 
plant electrically powered equipment 
at lower cost. The 6 by 6 raceway is 
made in lengths of one, two, and five 
feet. It is die-formed from .078 steel 
and finished in baked gray enamel. 
Various fittings for “T,” “L,” cross- 
over and junction boxes are being 
manufactured. 


Heavy-Duty Socket 


McGill Manufacturing Co., Val- 
paraiso, Ind. 


Molded phenolic heavy-duty socket 
has a double thick, impact resistant 
case. Socket conforms to all modern 
safety regulations, is fully insulated 
and has no exposed metal. Its cap and 
casing screw together at the lever for 
quick opening and easy wiring. Avail- 
able with both push-button and uni- 
versal lever control. 


Pre-Wired Assembly Unit 


Atlas Electric Co., 
Brooklyn 6, N. Y. 


Framing and boxing out are eliminated 
with the pre-wired assembly unit. In- 
stalled by hammering in four nails 
No asbestos or slow burning wires are 
required. Supply leads are brought di- 
rectly to the fixture assembly box, 
thereby doing away with an additional 
pull box. The J-box is always acces- 
sible. Assembly is U.L. approved and 
comes in 60, 100, 150, 200-300 watt 
sizes for incandescent boxes. 


Products 


Radiant Heating Panel 


Continental Radiant Glass Heat- 
ing Corp., New York 16, N.Y. 


Wall radiant heating panel, 
thermostat attached, is said to provide 
immediate heat as soon as the switch 
is turned on. The panel is constructed 
of specially tempered glass fused with 
aluminum strips. Infra-red rays are 
projected by means of a metal re- 
flector behind the panel. Panel may 
be surface mounted or recessed 16 by 
24 inches. A.C. only, 1,000 watt capa- 
city 


with 


Connector 


M. & W. Electric Mfg. Co., Inc., 
East Palestine, Ohio 


Improved water-tight connector fea- 
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tures a conical ring which pulls up 
tight under hex-nut or two-screw com- 
pression fitting, thus sealing a tapered 
neoprene bushing around the entrance 
cable. The conical compression ring 
also offers greater take-up capacity for 
a wide variety of cable sizes. Connec- 
tor fits 34 in. to 114 in. hub or knock- 


out: cable sizes from 10/2 to 2/3. 


Relay 

Signal Engineering & Manufac- 
turing Co., Long Branch, N.J. 
Midget telephone type relay, designed 
to meet government specifications, is 
a compact, multiple contact unit with 
vibration and shockproof character- 
istics. Coil windings are rated for d.c. 
voltages up to 115 volts. Contacts are 
palladium and rated at 3 amps., non- 
inductive load at 24 volts d.c. or 115 
volts, 60 cycles. Available in 
form for surface mounting or in her- 


ope n 


metically sealed containers 


Air Conditioners 
Cooler-Aire Co., Chicago, Ill. 


3 


Room air conditioners include 42, 4 
and 1 hp. conventional type models 
as well as a special 4% hp. casement 
window model. Chief among new fea- 
tures is an improved and simplified 
incorporating a fully 
control. It is 


control panel 
automatic thermostatic 
adjustable for seven-level comfort— 
cooling, heating (optional), dry air, 
ventilate, cool and ventilate, and ex- 
haust. 


Hand Dryer 

Electric-Aire Engineering Corp., 
209 W. Jackson Blvd., Chicago 6, 
il. 


Improved electric hand dryer is for 
installation in public 
Features include: increased air velocity 
and volume; permanent type air filter; 
touch bar; new type 
revolving air baffle with non break- 
able baffle guards; electric lighted in- 
structions for efficient drying; new 


washrooms 


action starter 


vandal proof construction;  aero- 


dynamic engineering and modern de 


sign. 


NEW PRODUCTS 





> 
Drill Attachment 
The Rotex Co., 837 W. Davis St., 
Dallas, Tex. 
Plane attachment is for 14-inch, slower 
speed, electric drills. Spiral cutter cuts 
hardwood, softwood, plywood, mason- 
ite or Planes across 


plastic. grain, 


against grain and with grain. Auto- 
matically planes at 90 degrees, but any 


desired angle can be cut 


Circulators 
Fresh’nd-Aire div., Cory Corpo- 
ration, Chicago, Ill. 


Four chrome circulators have special 
safety guard grilles. Models come in 
both low stand and high stand, 17 


inch and 2 


3-inch propeller sizes. These 
safety grille models were introduced 
to meet the growing demand for cir- 
culators in those states which require 


safety guard grilles 


Radiant Heating Panel 
Berko Electric Mfg. 
Queens Village, N.Y. 
Built-in thermostat 
panel is for small rooms which may 


Corp., 


radiant heating 
not get sufficient heat from the central 
system. Heating element is a uniform 
coating covering the entire radiating 
Unit is rated at 750 watts 
BTU., 


complete with guard. It is 


surface 

or 2,560 comes in two styles 
2158 in 
and 27% in. deep 


high: 1414 in. wide: 


Deep Fryer and Cooker 


Dominion Electric Corp., Mans- 
field, Ohio 


Automatic deep fryer and cooker has 
a family-size fry basket and bakelite 
handles 
cooking temperatures from “simmer’ 


and feet. Control provides 
to 425 deg. Guide on the lid; 4 quart 
capacity; seamless aluminum cooking 
Imbedded tubular-type 1,250 


Unit operates on 110- 


well. 
watt element 
120 volts ac 


Portable Mixer 


John Oster Manufacturing Co., 
Racine, Wis. 
Beaters of the portable mixer move 
up and down and adjust automatically 
to the Three 
speeds, thumb-tip controls, heel rest, 


contours of a bowl 


weight 254 Ibs. Hangs in its own wall 
bracket when not in use. Unit may be 


used with one beater, instead of two 


13 





Hexagenia Limbata (Mayfly) 
There are 100 species of mayfly. Some 
nights, it seems as if all of them are around 
the porch light. Ugh! But this fly-by-night 
character means dollars for your custom- 
ers if they put an extra display of G-E 
Yellow bulbs in their “Anti-bug ” depart- 
ment with insecticides, fly swatters, etc. 


Leafhopper (Draeculacephalia) 

Mollipes, for short) 
The name might fool you. He does > 
but he also flies. And he loves the bright 
lights . . . all except G-E Yellow bulbs. 
People are different. They go for General 
Electric Yellow bulbs in a way that meane 
profits for you. 


ake the business 


with General Electric 


Here’s one of those items that everybody needs. 


Many folks may not need cake mixes or canned 
fruits. But they all get annoyed when bugs gather 
’round their light bulbs at night. 

And General Electric Yellow bulbs can lick that 
problem for them! Night flying insects are comparatively 
blind to G-E Yellow bulbs. 

The season for G-E Yellow bulbs is a long one — June 
through September. The 60-watt size at 22¢ and 100- 
watt size at 28¢ (both plus tax) mean extra sales because 
they don’t compete with your regular bulb business. 

General Electric’s Yellow bulb promotion is backed 
by colorful point-of-sale material, plus TV and maga- 
zine advertising. Start taking orders today for General 
Electric Yellow bulbs. 


ELECTRICAL WHOLESALING—April, 1954 





iv, 


Anopheles Quadrimaculatus(“Annie”) 


Annie’s the female malaria mosquito. She 
bites. The male is harmless. Rather than 
strike a lady —ouch! —folks will buy G-E 
Yellow bulbs if your retailers display them 
big. And remember to point out that G-E 
Yellow bulbs are - at 22¢ for the 60- 
watt, 28¢ for the 100. watt size (plus tax). 


Malacosoma Disstria (or,” Hey, You!”) 
Despite the fancy moniker, he grew up 
in a tent, an ex-tent caterpillar moth. 
Didn’t like it. Wet, — Prefers to 
hang around nice warm light bulbs (un- 
less they’re G-E Yellow bulbs. Be sure to 
push G-E Yellow bulbs in every call. 


Hydrosyche Bifida (alias, Caddisfly) 
Caddisflies include over 17 families. 
Mr. and Mrs. Hydrosyche like to come 
with all the little Hydrosyches to play 
around light bulbs. Rough on people‘s 

yches. Brace them up by getting extra 
Gioplays of General Electric Yellow bulbs 
in your accounts. 


I. ee 


Culens Pipiens (“Just like a woman”) 
Because lady house mosquitoes bite, but 
the men don’t, it’s nice to know which is 
which. How? Female-like, the ladies buzz. 
A General Electric Yeliow bulb doesn’t 
try to tell them apart; it discourages both. 





Jiminy Crickets, 
it’s “Nemobius Fasciatus”! 


There’s nothing cheery about a cricket’s 
chirping around alight bulb. Still, swatting 
a nemobius fasciatus may seem unsport- 
ing. Try to get extra big displays of Gen- 
eral Electric Yellow bulbs. Thai's cricket. 


And profitable! 


Yellow bulbs 





G-E promotion starts June 3 





JANE 
FROMAN 
TV SHOW 

JUNE 3 








FULL COLOR 


AD IN 


SATEVEPOST 


JUNE 19 





Agonoderus Lineola (“Beetlepuss”) 


The common ground beetle has uncommon 
ways. Putters around golf greens making 
little mounds to annoy putters. Mostly 
manages to be annoying just by hanging 
around light bulbs! Except G-E Yellow 
bulbs. General Electric’s promotion tees 
off June 3 on Jane Froman’s TV Show. 


GENERAL @@ ELECTRIC 
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FOR THE 


UL SEAL 


.o. If means 
SAFETY 


and 
in individual 


DEPENDABILITY corrugated cartons 


for POWER TOOLS 
HEAVY-DUTY EXTENSIONS LAWN MOWERS 
HAVE iT’ HEDGE CLIPPERS 
e PROJECTORS 
ROYAL UL listed “SJ” and “S” cord APPLIANCES 
Heavy-duty MOLDED-ON RUBBER caps FLOOR POLISHERS 
and connectors 
MACHINE TOOLS 


and 101 other uses 


Built-in strain reliefs 
Easy to display and ship 
Completely SAFE and fully DEPENDABLE 











Thru your wholesaler Write for sheet 3-54-1 describing the full line 


ROYAL ELECTRIC COMPANY, INC. PAWTUCKET, RHODE ISLAND 


WIRE @ CORD SETS @ FUSES @ DEVICES @ DECORATIVE CHRISTMAS LIGHTING 
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You alt 
don't? 


an 
umbrella 
for... 


KILLARK 


All-Weather f 
ALUMALLOY ELECTROLETS and wou ¢ Corvrode. - 





on Stacul 


Fair-weather fittings just can't be trusted. Ordinary iron fittings 

5 RE omues & begin to fail you almost the instant they are installed—rusting a 

iti eeetetie RECEPTACLES little more after every heavy downpour, corroding bit by bit in an 
\X “A atmosphere of industrial fumes. 

. 

o vapeene D S But if it’s a lifetime friend you want, a fitting that doesn’t have to 

FIXTURES af Ne be pampered, then you want the permanent installation values 

that only a Killark Electrolet can give you. That’s because Killark’s 

exclusive Alumalloy construction is unaffected by rust or corrosion, 

ignores rain, snow, heat or cold... remains true to your quality 

© CLUSTER LITES installations in other ways, too: is lightweight but strong in service; 

safe and non-sparking; roomier for easier splicing; smooth and 

burr-free inside and out. 


"For Fittings You Can Trust—Come Rain or Shine—Specify KILLARK.” 


Vandeventer and Easton Aves. St. Louis 13, Missouri 


Dallas 1901 Griffin Street Philadelphia 2014 Chancellor St. 
Denver 1073 Galapago Pittsburgh 50 26th St. 
Detroit 8319 Mack Ave. San Francisco 714 Harrison St. 
Los Angeles 412 Seaton St. Seattle 4130 First Avenue South 


Columbus 2700 E. Main St. Minneapolis 924 Andrus Bidg. 
Kansas City, Mo. 616 W. 26th St. New York 600 W. 18) St. 





Each Spang Representative and his sales personnel 
throughout the nation now carry this new type conduit 
display box to present top-quality Spang Conduit. 


® 
Fortes presents 


the Case of the Quality Conduit 


. SPANGLEAM 
EMT, Spang Black and Spang Galvanized (Hot Dipped)! 
The top-quality conduit designed to help you do a 


Here they are . . . Spang’s “Big Three” 


quality job . . . and to give years and years of quality 


service in every type installation! 
Why is Spang so proud of its conduit? Here’s why— 


QUALITY-MANUFACTURED... Only the highest quality 


steel is selected for Spang Conduit, and it is formed 
under exact heat conditions with close metallurgical 
controls rigidly adhered to. 


QUALITY-TESTED... Spang Conduit is constantly in- 
spected throughout manufacture, and every piece of 
conduit is doubly tested and inspected before delivery. 


.»» FOR QUALITY INSTALLATIONS. Spang Conduit is easier 


to cut, thread, bend and weld, saving you valuable time 


and money on all your conduit installations. 


Take your choice of the “Big Three” . . . Spang Black, 
Spang Galvanized (Hot Dipped) or spanGLEAM EMT... 
but be sure to specify Spang. Your Spang Distributor 
carries the complete Spang Conduit line. 


SPANG-CHALFANT 


SRans*\ <= 


CONDUIT 


Notional Supply Company 


GENERAL SALES OFFICE 
) GATEWAY 


CENTER, PITTSBURGH, PA 


rict Offices and Sales Representatives 


n Principal Cities 
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with the new additions 
to the Amprobe Jr. line 


600 VOLT MODELS: 


New Amprobe Jr. 
models for plant main- 
tenance men, plant 
electricians, and con- 
tractors specializing in 
industrial work: 


MODEL 525: 0-25 AMPS AC; 0-150/600 VOLTS AC 
MODEL 550: 0-50 AMPS AC; 0-150/600 VOLTS AC 
MODEL 500: 0-100 AMPS AC; 0-150/600 VOLTS AC 
$19.85 WITH VOLTAGE TEST LEADS 








250 VOLT MODELS: 


Amprobe Jr. models for 
electricians, contrac- 
tors, refrigeration, air 
conditioning and appli- 
ance service men: 





MODEL 10: 0-10 AMPS AC; 0-125/250 VOLTS AC 
MODEL 25: 0-25 AMPS AC; 0-125/250 VOLTS AC 
MODEL 50: 0-50 AMPS AC; 0-125/250 VOLTS AC 
MODEL 100: 0-100 AMPS AC; 0-125/250 VOLTS AC 
$19.85 WITH VOLTAGE TEST LEADS 
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For only $19.85 (just a few dollars more than 
an ordinary voltage tester), you give your cus- 
tomers more value for their money—open a 
brand new market for yourself. To get your 
copy of the new Amprobe catalog, write to: 
PYRAMID INSTRUMENT CORP., LYNBROOK, N. Y. 


AM PROBE 


world’s largest-selling line of snap-around volt-ammeters 


19 





Show your customers why 
It’s wise to buy 
On over-all cost... 

not price 
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Engineered for dependable, economical circuit protection 


I-T-E Circuit Breakers assure 
protection—they’re pretested twice! 


Here’s a powerful sales point—a way you 
can assure potential buyers protection-plus! 
Tell them how I-T-E Circuit Breakers take 
the guesswork out of circuit protection 
... how they’re actually pretested on simu- 
lated overloads. 

Every I-T-E breaker is precisely calibrated 
and twice-tested at 200% of its continuous 
current rating. These vital checks confirm 
the proper operating characteristics required 
by Underwriters’ Laboratories, Inc. 

Modern, trouble-free I-T-E Circuit 
Breakers are designed for dependable, long- 
term electrical protection. They give the 
warranted performance that only advanced 
engineering, skilled craftsmanship, and pre- 
testing can provide. 

Remember— in electrical protection, over- 
all cost is the cost that counts. Tell the 
dollar-conscious buyer how extra-economical 
I-T-E’s pretested Circuit Breakers really 
are—compared with fusible-type pro- 
tective devices. 


I-T-E Circuit Breaker Co., 19th and Hamilton 
Sts., Philadelphia 30, Pa. 


I-T-E 


Individually Enclosed Circuit Breakers 
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“TEN REASONS WHY” 


§-T-E CIRCUIT BREAKERS 


1, 


PROVIDE THE UTMOST 
IN MODERN CIRCUIT 
PROTECTION 


They offer the highest degree of 
safety to personnel. 


. They reduce production down- 
time. 


. They eliminate replacement costs 


and maintenance. 


. They are completely tamperproof. 
. They are pretested to insure uni- 


7. 


formity of operation. 

They prevent single phasing when 
a fault occurs. 

They safely carry their continuous 
current rating indefinitely. 


8. They save mounting space. 


9. 
10. 


They offer a wide range of special 
attachments and enclosures. 
They incur low watts loss. 


© 


i-T-E CIRCUIT BREAKER CO. 
Philadelphia, Penna. 








There's “profit magic’ in every Peer- 
less fan and blower. Peerless builds 
the complete unit, is responsible for its 
performance, sees that it is properly 
designed and assembled for maximum 
efficiency. Because Peerless has com- 
plete control of all these steps, you get 
the benefit of top performance at com- 
petitive prices. 


a 


Specifying and installing Peerless fans and blowers cuts 
your costs all along the line. FIRST: Installation is fast and 
simple. SECOND: Top materials and workmanship elimi- 
nate expensive call backs. THIRD: Peerless stands uncon- 
ditionally behind its guarantee. To contractors and engi- 
neers, these points spell L-O-W-E-R C-O-S-T-S! 

Finally, Peerless supplies any additional engineering 
help you require. All you do is write, wire or call ...a 
skilled engineer answers your questions. When necessary, 
he flies to your city to tackle the problem with you in 
your own office. 

You can capitalize on these built-in profit features by 
getting in touch with Peerless today. If you have a difficult 
job in progress, let us tackle it. If you want facts and 
specifications on Peerless products, write for Bulletin SDA- 
160. We'll send it right away and you'll be on your way 
to pulling profits from the air! 


FAN AND BLOWER DIVISION 


THE PEERLESS ELECTRIC COMPANY 


1403 WEST MARKET ST. e WARREN, OHIO 
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NATIONAL 


Business Index: 


PICTURE 
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—— 300 





1954— 2 - 





1953 


INDEX (above) 
Jan. 1954 Dec. 1953 Jan. 1953 Jan. 1952 


112 157 112 110 
Inventories .. 122 116 126 149 


% CHANGE 
Jan. 1951 1954 from 1953 


151 0 
100 _ 
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INDEX (above) 
Jan. 1954 Dec. 1953 Jan. 1953 Jan. 1952 
122 157 127 139 
Inventories .. 164 159 169 151 


[— '947-49=100% 

300 —~Appliances and Specialties 
250 

200 

150 

100 

50 


INDEX (above) 


Jan. 1954 Dec. 1953 Jan. 1953 Jan. 1952 
107 142 114 105 
Inventories .. 136 135 139 154 


SOURCE: 
is January 1954 from January 1953. 
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eer 1954 


Bureau of the Census. February-March projection is by this publication. 


% CHANGE 
Jan. 1951 1954 from 1953 


142 nll 
130 - 


1947-49 =100% ao 

— 3 = 
1954 — 

200 

150 

100 

= 0 


0 
A.6- OO N OD 


% CHANGE 


Jan. 1951 1954 from 1953 
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Per cent change in sales 
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ELECTRICAL GOODS WHOLESALERS 
JANUARY 1954 


NEW ENGLAND 


Sales 
(% Change) 
From 


Dec. 
1953 


Inventories 
(% Change) 
From From 


Dec. Jan 
1953 1953 





Full-line 
Wiring supplies and 
construction materials .... 


Appliances and specialties 


MIDDLE ATLANTIC 


am @ na 





Full-line 
Wiring supplies and 
construction materials ..... 


Appliances and specialties . 


EAST NORTH CENTRAL 





Full-line 
Wiring supplies and 
construction materials ..... 


Appliances and specialties . 


WEST NORTH CENTRAL 





Full-line : 
Wiring supplies and 
construction materials 


Appliances and specialties . 


SOUTH ATLANTIC 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties . 


EAST SOUTH CENTRAL 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties 


WEST SOUTH CENTRAL 





Full-line ETE SV 
Wiring supplies and 
construction materials 


Appliances and specialties . 


MOUNTAIN 





Full-line 
Wiring supplies and 
construction materials 


Appliances and specialties . 


PACIFIC 





Full-line 
Wiring supplies and 
construction materials .... 


Appliances and specialties . 


2 


— | 
Source: Bureau of the Census 
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FOR FASTECT TURNOVER... Stab-lok 


your customers are pre-sold 


MORE STAB-LOKS are being installed today than all other 
circuit breakers combined ... and this overwhelming pop- 
ularity is only natural. Contractors know that Stab-lok has 
modernized electrical circuit protection... and that Stab- 
lok’s dependability has been proved in millions of homes 
and on thousands of commercial and industrial installations. 
But besides assuring more profit with no extra sales effort, 
Stab-lok brings you many other exclusive advantages: 
It’s the most flexible system—easily meets every specifica- 
tion for circuit breaker protection—no sales are lost because 
of special applications. 
You carry a far smaller stock—Federal Noark’s® combination 


flush-surface enclosures enable you to fill all orders from 
about half the stock usually required. 

Investment protected —improvements made in the Stab-lok 
line never obsolete the devices already on your shelves. 
You're backed up —Stab-lok® sales are promoted with the 
most advertising and the greatest number of booklets, 
folders and other hard-hitting, effective sales aids ever put 
behind a circuit breaker. 

Get on the gravy train with Stab-lok...and write for 
the Magic “E” booklet that gives all the latest Stab-lok infor- 
mation. Federal Electric Products Company, 50 Paris Street, 
Newark 5, New Jersey. 


FEDERAL,PACIFIC 


LECTRIC PRODUCTS COMPANY 


C MANUFACTURING CORP 


Federal products: Stab-fok Circuit Breakers, Motor Controls, Safety Switches, Service Equipment, Industrial Circuit Breakers, Panelboards, Switchboards, 
Control! Centers, Bus Duct — Pacific Electric products: High voltage circuit breakers and, power switches x Sales offices in principal cities. 





fittings 
are always 
the same, too 











You can count on Conduit for fittings 
of uniform quality... they're all 
carefully made to the highest stand- 
ards —the quality’s the same every 
day, every way. For user-satisfaction 
and profitable sales, sell Conduit of 
Columbus fittings. 


all this plus service 


Conduit of Columbus has nine 
strategically-located warehouses to 
assure prompt shipments. This 
means quick delivery for regular 
and emergency needs. Another 
plus; Conduit fittings are packaged 
at no extra cost. 








; % Look for this Label 
}_] when you buy fittings 


WANNA ANA 





SOLD ONLY THROUGH 
RECOGNIZED WHOLESALERS 


PIPE COUPLINGS ¢ PIPE NIPPLES ¢ ELBOWS, RIGID & E.M.T. 
RUNNING THREAD -- GOOSENECKS + WALL PLATES 
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Wholesale Price Index for 62 Electrical Products 





Product (1947-49—100) Feb. 1954 Jan. 1954 Feb. 1953 
Copper Wire, bare. Unit: pound 132.8 132.8 123.2 

Building Wire, type R. Unit: M feet ae ; 87.2 96.4 125.8 
Non-metallic Sheated Cable. Unit: M feet .. 73.7 81.9 112.8 
Varnished Cambric Cable. Unit: M feet .... 145.4 145.4 137.2 
Flexible Cord, type SJ. Unit : M feet .. 123.3 126.6 129.2 


Lighting Panelboard, fuse type. Unit: each 115.4 115.4 111.8 
Lighting Panelboard, circuit breaker type. Unit: each 122.4 122.4 118.4 
Safety Switch, 2 pole, type A, 250 volts. Unit: each 145.7 145.7 132.9 
Safety Switch, 3 pole, type C, 575 volts. Unit: each 140.2 140.2 133.0 
Air circuit breaker 250 volts. Unit: each 142.3 142.3 129.3 
Power Panel, fuse type, 250 volts. Unit: each 122.0 122.0 139.8 
Power Panel, circuit breaker type. Unit: each 126.8 126.8 122.3 
Motor Control, a.c., 25-30 hp., 400-440 volts, combination starting switch. Unit: each 145.6 145.6 133.1 
Motor Control, a.c., 25-30 hp., 220 volts. Unit: each 137.4 131.4 
Motor Control, a.c., 50 hp., 440 volts. Unit: each 146.5 126.9 
Motor Control, a.c., 75 hp., 440 volts. Unit: each 138.1 131.8 
Motor Control, d.c., 10 hp., 239 volts. Unit: each 153.2 138.5 
Renewable Cartridge Fuse, 250 volts. Unit: each 110.4 110.4 
Non-renewable Cartridge Fuse, 600 volts. Unit: each 115.6 115.6 
Plug Fuse, 125 volts, non-renewable. Unit: each 101.1 101.1 


Motor, d.c., 1/6 hp., 115 volts. Unit: each 141.4 136.3 
Motor, a.c., '/4 hp., 110-115 volts. Unit: each 111.8 108.5 
Motor, a.c., '/2 hp., 220-440 volts. Unit: each 118.3 117.0 
Motor, a.c., polyphase, induction, 3 hp., open sleeve bearing. Unit: each 122.7 121.3 
Motor, a.c., polyphase, induction, 3 hp., ball bearing. Unit: each 129.6 127.4 
Motor, a.c., polyhase, induction, 10 hp., open sleeve bearing. Unit: each ; 129.1 122.4 
Motor, a.c., polyphase, induction, 10 hp., ball bearing. Unit: each J 135.0 126.9 
Motor, d.c., 5 hp. Unit: each : 140.1 135.6 


Fan, under 12 inches. Unit: each 110.4 108.3 
Fan, propeller type, 24-30 in. wheel diameter, direct connected. Unit: each 143.6 135.0 


Drill, production line, '/4 in. Unit: each 112.0 112.0 
Drill, production line, /p in. Unit: each 107.0 105.6 
Saw, production line, 6-8 in. Unit: each . 103.7 103.7 
Pliers, 6-in., long nose. Unit: each . 164.1 150.0 


Lamp, 60-watt, 110, 115, 120 or 125 volts. Inside frosted. Unit: each 136.9 117.9 


Distribution Transformer, 15 kva. Unit: each 130.5 121.3 
Distribution Transformer, 45-50 kva. Unit: each 125.5 116.5 
Dry Type Transformer, 15 kva. Unit: each 122.8 121.8 


Dry Cell Battery, flashlight, type D. Unit: each 149.3 124.4 
Dry Cell Battery, portable radio "B" pack 67!/2 volts. Unit: each 111.5 104.4 
Dry Cell Battery, genera! purpose, No. 6 type |'/2 volts. Unit: each 140.1 124.9 


Voltmeter, portable type, 3!/2-6!/2 inches. 0-300 volts. Unit: each 154.3 133.6 
Ammeter, portable type, 4-6!/2 inches. Unit: each 120.9 124.4 
Watt-meter, for instrument transformer, 110-150 volts. Unit: each 135.0 117.6 


Toaster, automatic, ‘pop-up.’ Unit: each 106.8 103.2 
lron, under 4 pounds. Unit: each .. 108.2 102.7 


Cooking range, standard size. Unit: each 105.1 102.1 
Washing Machine, non-automatic, wringer type. Unit: each 107.1 107.0 
Washing Machine, automatic. Unit: each .... . 104.1 104.5 
lroner, table model. Unit: each “ : : 115.6 118.7 
lroner, portable model. Unit: each ........... Sweseiats . 100.5 102.7 
Vacuum Cleaner, upright. Unit: each . cables re , , 107.1 104.8 
Vacuum Cleaner, tank. Unit: each .............. ahs 110.5 109.9 
Refrigerator, capacity 7.4-9.4 cubic feet and over. Unit: each ; : ; 106.1 

Home Freezer Chest, 8-12.4 cubic feet. Unit: each .... : 108.6 

Water Heater, 52 gallon storage tank, 230 volt a.c. Unit: each ... 112.2 


Radio, table model. Unit: each .. : 88.2 
Radio, console model, radio-phonograph combination. Unit: each ; } 97.8 
Radio, portable model. Unit: each . ae , ' 95.4 
Television, console model. Unit: each , 73.0 
Radio-television-phonograph combination. Unit: each 73.6 
Television, table model. Unit: each . 76.5 74.9 


Source: Bureau of Lebor Stotistics 
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SELL LOWEST INSTALLED COSTS WITH THE FULL LINE OF 


GEDNEY CONDUIT BODIES 


MALLEABLE IRON—HOT DIP GALVANIZED 


YOUR CUSTOMERS can't help but cut instal- able malleable iron...inspected for complete 
lation costs with Gedney Conduit Bodies. Every perfection. On top of that, they're special hot dip 
one of these fittings is accurately machined and galvanized to assure top life on the job...and 
threaded ...smooth finished ... made of unbreak- they come in all types and sizes from 14” to 4”. 


AMONG GEDNEY’S COMPLETE LINE ARE: 





TYPE LB—Threaded —for heavy wall rigid 
conduit. Used with Gedney entrance fittings, 
straps, clamp backs, etc., they provide an entire 
conduit system with hot dip galvanized finish. 





TYPE FS—Threaded—shallow bodies for 
heavy wall rigid conduit. Only Gedney gives you 
hot dip galvanized as standard finish...no cor- 
rosive deposits on threads to slow down work 


and hike costs. 





NO MATTER WHAT your customers’ require- 
ments may be, there’s always the right Gedney 
body and fitting...designed to cut installation 
time and costs and assure long-run dependability. 











RKO BLDG. « RADIO CITY * NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 





GEDNEY FITTINGS FIT 
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TIMES and TRENDS 





“More Than A Deep Breathing Exercise’ 


Will the problem of inadequate wiring be solved 
this time? 

Has the electrical industry, at long last, de- 
veloped some wiring vision? 

Can a discussion of adequate wiring be, as one 
speaker suggested recently, “more than a deep 
breathing exercise?” 

The chances are excellent that these questions 
can be answered affirmatively. It seems to us that 
the electrical industry is beginning to get its teeth 
into the problem of inadequate wiring. 

The sights are now focused not on causes or 
preventive measures but rather on the cure. 

Our optimism in reviewing the progress toward 
“wired-for-the-future” installations is based on the 
interest, enthusiasm and constructive ideas forth- 
coming at the Tenth Annual Adequate Wiring 
Conference held a few weeks ago. 

The record attendance of 296 delegates stands 
as evidence that the adequate wiring program is 
continuing to attract additional supporters. 

It is significant that the program is now being 
directed to agencies outside of the electrical in- 
dustry. We have discovered that the main road- 
blocks to progress for adequate wiring are not what 
one branch or another within the industry has 
failed to do. Instead, the industry has been able to 
single out, identify and define these five main 
targets: 

1. Lending Institutions 

2. Appraisers 

3. Builders 

4. Architects 

5. The Public 


Lending institutions are the prime target. Unless 
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the banks, FHA, VA and other lending agencies 
include adequate wiring in their appraised valua- 
tion of a structure, the cost must remain part of 
the down payment. With buyers holding back, 
builders will not add additional charges to down 
payment requirements. 

Once the lending institutions recognize the value 
of adequate wiring, the task of selling appraisers 
and builders becomes much simpler. 

At the same time, architects can be sold on 
specifying and including better wiring systems in 
their plans. To insure their cooperation, the public 
can be taught to demand wiring that will bring 
them the benefits of electrical living. 

How can these targets be sold the adequate 
wiring story? 

Certainly the industry must be in a position to 
render an all-out effort. All branches of the industry 
must be prepared to support this program. How- 
ever, no effort will be successful unless the industry 
itself is sold on the importance of adequate wiring. 

The wholesale distributor is, in our opinion, the 
key man to educate all branches of the industry on 
the necessity of a carefully planned, coordinated, 
well-executed program to sell adequate wiring. 

In his address to the 1954 adequate wiring con- 
ference, Mr. Walker L. Cisler, president, Detroit 
Edison Co., pointed out that electric power systems 
are shooting for about 350 million kilowatts capac- 
ity by 1975. As much as 700 billion feet of wire 
will have to be installed throughout the nation in 
order to utilize these added kilowatts—not to men- 
tion the additional electrical equipment. 

Can we afford to let the subject of adequate 


wiring remain a “deep breathing exercise?” 


Sr , 


EDITOR 


29 





ewire with CRESCENT! 


GET GREATER CURRENT- 
CARRYING CAPACITY 
IN THE SAME CONDUIT 


Many building owners do not realize the need 
for more adequate wiring of their property. 
The electrical contractor can offer a real 
service by recommending the rewiring of exist- 
ing circuits with CRESCENT SYNTHOL TYPE 
TW BUILDING WIRE. It is less expensive 
than installing completely new conduit, and 
yet as shown by examples to the right, 
considerably increases the current-carrying 
capacity. 


lt me 


ths ¢ re 


ans business for 


YOU! 


> ee . Ag 


Vv ae 
PET al 


¥2” CONDUIT 


ORIGINAL 
INSTALLATION 
(Wires already in) 
3 conductors of 
= 12 wire with 


maximum current 


rating of 


20 AMPS. 


{ 
a 


~S 
@® 


REWIRED 
(As permitted by N.E.C 


Will permit installation of 
3 conductors of #8 CRES- 
CENT SYNTHOL TYPE 
TW WIRE, thereby dou- 
bling the maximum cur- 
rent carrying capacity in 
the same existing conduit 
to 


S. 


ara Mies 


34” CONDUIT 


o. 


® 


- 


ORIGINAL 
INSTALLATION 


3 conductors 


# 10 wire with 


maximum current 





rating of 


(Wires already in) 


REWIRED 
(As permitted by N.E.C.) 


Will permit installation of 
3 conductorsof 26 CRES- 
CENT SYNTHOL TYPE 
TW WIRE, thereby in 
creasing the maximum cur 
rent carrying capacity in 
the same existing conduit 
to 
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GUEST EDITORIAL 





Selling as Viewed 
Through Our 3D Glasses 


PART Il 


By R. M. Johannesen 


President, National Assn. of Electrical Distributors 


Last month, Mr. Johannesen took a 
look at the problems of the electrical 
industry through the eyes of the manu 
facturer and the distributor. Now he 
examines the problems through the 


eyes of the contractor and dealer 


3. The Contractor 


About once each year, I see a reprint 
of a story about the electrical contrac- 
tor and the plumber. The plumber 
drives up in his Cadillac to give a 
price on a plumbing installation, a one 
bathroom and kitchen job. After a bit 
of selling that makes the prospective 
owner completely dissatisfied with the 
original plans, he drives off with an 
order for two complete bathrooms and 
a de luxe kitchen installation that in- 
cludes a garbage disposal and a water 
heater—both items some _ electrical 
man should have sold. Then up drives 
the electrical contractor in 1938 
Maxwell, and he immediately takes the 
plans to pieces and says I can save you 
some money by leaving out this and 
cutting down on that. He gets the job 


his 


—quick—because the owner needs the 
money to help pay for the extra 
plumbing. 

Now you and I know that this is 
not the way most contractors run their 
firms, and I personally don’t know a 
single electrical contractor who still 
drives around in a 1938 Maxwell. 
However, there is a need—a big need 
—for a lot of intensive and intelligent 
selling in the electrical contracting 
business. Actually the home owner and 


the plant owner are away ahead of us 
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in wanting the convenience and safety 
and efficiency of better wiring and bet 
ter lighting, and that’s one reason we 
are doing as well as we are 

We need to make people dissatisfied 
with the type of jobs that are fre 
quently being specified today. Most 
folks think in terms of good wiring as 
a few 3-way switches and plenty of 
But 


there 


outlets around the walls what's 


behind those outlets? Is heavy 
enough wire and properly designed 
circuits to take those extra appliances 
Mrs. Homeowner hopes to have some 
day? Frequently there isn't. Does Mrs 
Homeowner know that when she buys 
that automatic washing machine next 
year and the room air conditioner year 
after the won't handle 


next, wiring 


them and she will face extra wiring 
expense? Most of the time she doesn’t 

Does that plant or store manager 
know that there are different grades 
of quality in wiring devices, wire and 
panelboard equipment, and many other 
things? Does he know that for his 
heavy-duty use, he requires those bet 
ter quality items to cut down on his 
maintenance If he 


know that, then you have not done a 


expense? doesn't 
proper selling job 

Even on a job that you know you 
must take at a low price, why not plant 
the knowledge that better 
things are available, It may pay divi- 
dends the next time. Mr. A. R. Hines, 
a commercial vice president of the 


seed of 


General Electric Co., wrote a challeng- 
ing article in connection with his work 
with the National Adequate Wiring 


Bureau. It’s title is, “Are There Too 


Many 


that t 


Electrical Contractors He says 


many in the electrical contract 
seems obvi 
But if 


electrical contractors in 


business, the answer 


Ing 


ous: there are too many the 


32.000 or so 


the United States could each get an 


extra $62,000 worth of business, in a 
year's time the answer would certainly 


be no. That's the business presently 


available to every electrical contractor 


n the home modernization field alone 


where the total market is estimated at 


$2 billion 


Instead of selling wire and 


switches and receptacles and fixtures 


} 


try selling the things people are really 


interested in: what that wire and 


switches and receptacles and fixtures 
Sell 


and 


will do for them them conven 


ience and efficiency safety and 


good lighting and the ultimate savings 


4. The Dealer 


And now let's consider the dealer 
Boy! 


thinking particularly 


Does he have problems! I'm 


of the independ 


ent retail dealer, in large cities as well 


as smaller places, who has been the 


backbone of 


television retail selling game for 


the appliance and radio 
and 

years He IS plague 1 with ind reased 
competition, much of it inexperienced 
in doing business—profitably—in a 
buyer’s market. In addition he has the 
problem of the discount houses and 
the other fast buck guys who will sell 
anything for a few dollars’ quick profit 
He also has his increased overhead to 
consider. In addition nearly everyone 
104) 


(Continued on page 





CROUSE-HINDS 





* Ct 


6 ib ee ve ’ 


+4 Tr 


if aes Lea rel ee ate ee Te 


Hazardous areas yf) 
in this plant are : : 
lighted by 


Cruse Hinds ar LIGHTING FIXTURES 


Explosion-Proof 
and Raintight 
Lighting 


Fixtures & q ‘ ... EXCEED the requirements 
J, —— for service in 
highly explosive atmospheres 


To be safe for use in such locations, the fixture must 
operate at a temperature below the ignition temperature 
of the gas-air or vapor-air mixture. Also, the fixture must 
be so strong that it will resist internal explosions without 
damage and so tight that it will prevent the escape of 
flames or burning gases which might ignite the surround- 
ing atmosphere. 

Crouse-Hinds EV Series explosion-proof and raintight 
; tine industrial lighting fixtures meet all of these requirements 
explosion-proof and dust-tight lighting PLUS a wide margin of safety for extra protection. 


fixtures for use in hazardous locations Complete listings are in Crouse-Hinds Condulet 
where fluorescent lamps are desired. | Catalog. 


Crouse-Hinds offers a complete line of 


CROUSE-HINDS COMPANY 
Syracuse 1, N. Y. 


OFFICES: Birmingham — Boston — Buffalo — Chicago — Cincinnati — Cleveland — Dallas — Denver 
Detrout — Houston — Indiana 





c 
Albany — Auanio 
— Richmond Va — Shrevepor 
Hinds Company of Canoda Lid. Toronto Ont 


CONDULETS - TRAFFIC SIGNALS - AIRPORT LIGHTING - FLOODLIGHTS | 
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What's Happening 
in Washington 





Promoting a Republican Power Policy 


Suppose for a moment that electric utilities—public and private—sought 
to base an appliance promotion campaign entirely on the load-building effect 
it would have on the utility. Take a further fanciful jump and suppose the 
appliance distributor and retailer were content to let the utility campaign 
replace all consumer-directed advertising. This might possibly educate a few 
people in utility economics—certainly a commendable task. But it wouldn't 
sell many electric ranges or water heaters. With this preposterous supposition 
in mind, take a look at Republican Federal Power Policy and the way it’s 
being explained to the American people: 

e The administration believes hydroelectric projects should pay their 
Own way. 

e The government plans to use non-federal transmission lines wherever 
they are or can be made available. 

e Local interests are being given a bigger role in waterpower development. 

e Federal power marketing policies are to be administered to maintain 
current marketing patterns in the federal project areas. 

These objectives sound fair and reasonable to many electric company 
officials and to others well acquainted with utility operations. If government 
officials were dealing exclusively with utility men, they might eventually 
win even the rock-ribbed public power men over to their side. But all this is 
utility economics—the same kind of stuff that made up the mythical promo- 
tion campaign for selling electrical appliances. It didn’t sell ranges, and some 
administration men are worried that it isn’t selling the Republican power 
policy. 

A look at most of the policy documents, including the speeches of govern- 
ment power officials, indicates 2 producer’s point of view, rather than a 
consumer's point of view. Administrative officials sincerely believe they have 
evolved fair and reasonable power policies—much fairer than were in effect 
during the previous 20 years. 

They still have the job of selling this policy on terms that consumers can 
understand. 


Construction—Still the Economic Mainstay 


Construction remains one of the mainstays of the economy regardless of 
the continued talk of recession. A lag in industrial expansion plans is of 
some concern because this is one boom the Eisenhower team has wanted 
to keep rolling. Industrial expansion has been the mainspring of prosperity 
for the last three years. Figures from the Department of Commerce and 
Security Exchange Commission show total spending plans down from $28.4 
billion in ’53 to $27.2 billion this year. Still, this represents only a 4 per cent 
dip from the record of °53. 
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But housing construction is still high—which is the reason that housing 
officials haven’t been getting anywhere with their pressure for lower down 
payments on FHA-insured housing. And more fix-up is planned—air condi- 
tioning, etc.—but consumers on the average planned to spend a little less than 
they figured a year ago. The commercial expansion outlook provides another 
bright spot in the construction picture if businessmen hold to their plans; $8 
billion will be spent this year, compared with $7.7 billion last year. 


Excise Cut and the Administration View 


On April 1 some $999 million excise tax cut went into effect. Relief in the 
excise bill was aimed primarily at industries that have complained that high 
rates have been strangling them: furs, jewelry, appliances and motion picture 
theatres. The administration had opposed the bill on the theory that it couldn't 
afford to lose the revenue. 

Treasury Secretary Humphrey refused to give his public sanction to the 
measure, but as the legislation moved through Congress it appeared that 
Humphrey was acceding to what he considered the lesser of two evils— 
hoping that excise relief would make it unnecessary to grant any further 
individual relief this year. 

Major provisions of the bill as finally enacted: 

e Household appliances—refrigerators, freeze units, stoves, ironers, dryers, 
etc., from 10 per cent to 5 per cent. Refunds on floor stocks also was 
provided. 

e Long-distance telephone calls—from 25 per cent to 10 per cent. 

e Transportation—from 15 per cent to 10 per cent. 

e Electric light bulbs and tubes—from 20 per cent to 10 per cent. 


Tariff—the Hot Political Issue 


President Eisenhower this month presented to Congress a detailed foreign 
policy after over a year of political rugging and hauling. It embodied almost 
without change the recent recommendations of the Randall Commission. 
But there’s a very large question how much of the big package Congress will 
vote this session. Tariffs are a hot political issue—and a big bloc of Repub- 
licans in both House and Senate, headed by key men on the committees, have 
already shown they're against most of the things Eisenhower wants. 

The President’s proposals cover the foreign economic policy water-front 
from tourism to raw materials. Key proposals: 

e He asked Congress to amend the buy-American laws—which now give 
U. S. bidders for government contracts preferential treatment—in order to 
permit foreigners to bid on equal terms for government contracts if their 
countries extend reciprocal treatment to American bidders. 

e A series of tax concessions to foreign investors designed to stimulate the 
flow of U. S. private capital abroad were urged. Most of these already were 
in the administration's tax revision bill now before Congress. 

e Extension of the Trade Agreement Act for three years with additional 
tariff cutting authority for the President. 

e The escape clause and peril points—which provide tariff relief for U. S. 
industries hurt by imports—would stay in the Trade Agreement Act. But 
the President wants unchanged his power to reject tariff commission recom- 
mendations for duty increases. 


Washington, D. C. « April 5, 1954 
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How To Beat 


The Price Bugaboo 


Price is your biggest sales problem today. It seems to be the determining 


factor in almost every sale. And as such it can be frightening. But— 


properly handled—price can be beaten. Here's a step-by-step story on how 


to do it: to put price in its proper perspective and replace it with value 


By Francis W. Sullivan 


ness finds itself in a normal competitive mar- 
ket. One of the first indications of a healthy 


Fe: the first time in 15 years, American busi- 


competitive situation is a cautious attitude on the 


part of buyers and major concern with price. 
To this has now been added a wide-spread belief 


that many products are over-priced. Consequently, 


many customers are waiting for reductions and 
putting pressure on their suppliers for concessions 


You are probably meeting more buyers who are 


“off the column” than ever before, more contrac- 
tors and industrial consumers who use your quo- 
tations as a means of beating the next salesman 
down. And vice versa. Everywhere you go you 
meet the price problem 
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This has come as a shock to a good many sales 
men because they are unequipped to meet it. Old 
timers have forgotten what it was like to sell 
against competition in 1939, and younger men 
have had almost no experience in overcoming price 
as a part of their daily job. Now they are having 
to call on a lot ot atrophied selling musc les, and 
it hurts 

Many salesmen today are afraid of price because 
they lack the know-how to meet it. They find their 
old pet accounts invaded by newcomers and dis 
cover that new accounts are no longer to be had 
for the asking. Price seems to be the determining 
factor, and as a remedy they can only think of 
price. They rush to the office demanding cuts 
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in their own lines in order to meet competition, when 
such action would bring nothing except fresh counter 
cuts 

There are definite ways to handle the price problem 
successfully. As a starter, let’s take a long-range view of 
the whole price proposition 

Price has been a part of every transaction since man first 
began to trade. It represents a fair return in money, goods 
or services for something exchanged. Normally, it is an 
aggressive weapon used by the seller and a defensive shield 
thrown up by the buyer. In more primitive days each 
deal was settled personally between the buyer and seller 
on the basis of caveat emptor—let the buyer beware! 
Now, with manufacture and distribution highly organized 
to meet a complex civilization in which time and space 
have shrunken, handling price is no longer so simple. 

Keen competition has in many cases pat the salesman 
on the defensive instead of the buyer 

To meet this development, how, then, shall we look 
at price? How remove the fear of it when we find it in 


the torefront of every negotiation? 


Right Slant on Price 


Many successful salesmen have found that the first 
step is to put price in its proper perspective in relation 
to the whole sale. To give it its due and no more. They 
use these rules as a guide to their thinking 

e Accept price discussion as a part of every sale. It 
is normal, healthy and as old as man. Plan for such dis 
cussion. Take it in stride 

e Welcome the price objection as a sign of interest 
No dealer or consumer would ask a price if he weren't 
considering the merits of your proposition 

e Don’t think that price demands are being aimed 
solely at you. Practically every salesman in every line of 
business is facing the same difficulties 

e Remember that the price objection is just one of 
the factors about your proposition that the buyer wants 
to know. Today you may successfully handle price and 
still lose the sale. Review your lost sales for the past six 
months and see how many you failed to close because of 
considerations other than price. 

e Believe in the prices of your products. Quote then 
boldly and with complete confidence. If you hesitate, 
shrink or dodge the issue the prospect will feel it at once 
and immediately get out the chisel 

“But,” you may be confessing to yourself. “I don’t 
believe in my prices. I think they are too high. I can't 
quote them confidently because I don't believe in them 

In that case there are several things you can do 

1. Sit down with your sales manager and put your 
doubts on the table 

2. Make arrangements to meet your suppliers’ salesmen 
amd get all the facts regarding special product features 
and the advantages they insure your customers. Or, better 
yet—if it is feasible—arrange a trip to the factory and 
watch the products made. Watch the advantages being 
built into the goods you sell. 

3. Call on half a dozen of your good cutomers and /e/ 
them resell you on the benefits they receive—and for 
which they gladly pay the price 

4. Face the fact that there are no “magic” words o1 


formulas that will automatically dispose of the price 
problem. The salesman either learns to overcome price 
or he does not survive 

5. Recognize and accept once and for all that pride 
and confidence in your prices is essential to successful 
selling. 

6. If none of these works, get another job 


Price Versus Value 


Having put price in its proper perspective as regards 
your own thinking, the next step is to perform the same 
service for your customer or prospect. There is only one 
way: replace the thoughts of price in his mind with 
convictions of value—convictions that your product or 
line of products will give him more of the things he 
wants than any other, regardless of price 

What is value? The ultimate worth of anything to an 
individual at a specific moment under specific conditions. 
A wind-fallen tree limb lying beside a pond might have 

at any price to the casual passerby. But, if in 
winter, a child has broken through the thin ice and is 
drowning, that tree limb could have a value beyond any 
price. Between these two extremes of price and value lies 
the area of selling in which these factors are balanced 
against each other in a multitude of situations. And the 
salesman is on the way to solving his problem when he 
first shows his prospect that there are two prices for 


everything: the dollar price and the value price. 


Dollar price is represented 


by the figure on the price 
ticket. It can change daily with every salesman who walks 
in. It looms bigger and bigger in the buyer’s mind 

Value price has nothing to do with the price ticket. 
It deals with emotions of satisfaction, pride, prestige, 
gain—belief that “this is the best for me.” Because it 
buys more it costs less. As the sense of worth grows in 
the buyer's mind, the figure on the price ticket diminishes 
until it can become only incidental 

This is no news to you. During recent years you have 
seen value built up and the importance of price wiped 
out by the simple fact of shortage. When goods were 
needed the price didn’t matter. The same holds true today, 
but now the salesman must create the need. And the way 


he does it is by building up value 


How To Build Up Value 


You have three kinds of values that will build desire 


for your proposition: product values, plus values and 
salesman values 

Every item you sell has some physical characteristics 

-specific points of value—which make it different from 
any other. These points of value stem from the features 
built into the product which help to satisfy the need for it 

Pick two or three of your most highly competitive 
items. How complete is your knowledge of their physical 
characteristics and what those characteristics mean? Size, 
for example, or design, or method of manufacture, the 
significance of materials used, parts which perform ex- 
clusive functions, special craftsmanships employed. And 


so on. 
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Perhaps you know all the answers. Good. But that is 
not enough. So far, these features are only potential 
values. To make them active values, ask yourself regarding 
each one, “What does this feature do for the customer? 
(The buyer is asking himself the same question.) Trans- 
late each one into a benefit, a satisfaction, a solution to 
a problem. For example 

e Size more convenient storage, takes less space, 
aids displays. 

e Design beauty, eye-catching, salability 
@ Method of manufacture parts eliminated, more 
accessible for repair, ease of installation 

e Materials used 


breakdowns 


special alloys, longer life, fewer 
e Crucial parts fool-proof construction, resistance 
to wear, lower maintenance costs 

Now go a further 


step Express these advantages in 


terms of the final values the customer is seeking: faster 
turnover, more profit, greater salability, lower operating 
costs, greater production. 

As these end results become vivid in the buyer's mind. 
what is happening to the price that loomed so large in 
his original thinking? Isn't it growing smaller and less 


important as it recedes into proper perspective? 


There Are Plus Values Too 


But product values by themselves are sometimes not 
enough. In addition, you have many other values that 
surround the product and are extensions of it. These 
plus values, which make your proposition complete, are 
often so important that, by themselves, they overshadow 
price in the buying decision. For example 

e Advertising plans and promotional support that will 
effectively help to move the stocks you sell 

e Dependable delivery service which enables dealers 
and contractors to carry smaller inventories and reduce 
the amount of capital tied up in goods 

Fast handling of complaints and trouble situations 
On-the-job technical or engineering service 
Terms geared to industry needs 

e Your company’s reputation for fair-dealing, responsi 
bility towards commitments and understanding of your 
customer's problems 

e Permanent relationships—the assurance that services 
promised will continue this year, next year and for years 
to come. 

Such plus values in your proposition meet the need for 
service, responsibility and protection that buyers are seek 
ing more than ever today. Security in these regards tran 
scends price alone as a paramount value in the thinking 


of most customers 


And the Salesman’s Value 


But there are still prospects who will say, “Sounds good, 
but I can get all those things from the XYZ Company 
and still buy for less.” There is one thing, however, he 
cannot get from the XYZ Company, and that is you 
And your contribution to the value of what you sell 
You are an important part of value—in some cases, the 
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*‘We’ll have to shut down the school, if we don’t get some heat,’’ says worried teacher Marchese 
to John Parsons, who then tracked down lost heat control despite blizzard 


Johnny-on-the-Spot 


That's trouble-shooting salesman John Parsons of National Electric Company, Pas- 


saic, N. J. His specialty: turning customer distress into satisfaction, repeat sales 


HOULDERS hunched, head down 

S against the wind-driven snow, 

John Parsons hurried up the steps 

of the Travell School Annex in Ridge- 
wood, N. J. 

Teacher Roger Marchese, wearing 
an overcoat and a harried look, met 
him at the door and led him into a 
classroom full of shivering children 
huddled in coats and hats. Pencils 
sluggish in gloved hands, they were 
trying to write in their notebooks. 


w 


By George D. Farley 


“The heating has broken down” 
blurted Marchese. “We'll have to shut 
the school down if something isn't 
done quickly. We had your card, so 
we called your company.” 

Janitor Dudley Saunders filled him 
in on the details. It was the heating 
control. Two months before, when the 
Fall term started, Parsons had taken 
the instrument to a service shop in 
nearby Hawthorne. “Can't repair it. 
Obsolete—don’t have the parts. Hafta’ 


order a new one” was the diagnosis 
Parsons had checked with his com- 
pany. No dice 
parts in stock. So a special order went 
through to Minneapolis - Honeywell. 
The item was to be sent to the shop 
in Hawthorne—but it never got there. 
A half-hour and several phone calls 
later, Parsons tracked it down. By 
error it was shipped to the new Min- 
neapolis-Honeywell plant in Union, 
N. J.—only a 20-mile drive. But in 


Unusual model—no 
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CRU Salesman Parsons points out former trouble spot as he explains newly 
installed unit’s operation to janitor Dudley Saunders 


CREDI Always a welcome caller now, Parsons is thanked by Ridgewood 
School District Clerk (and buyer) Fred Byrnes 


the swirling snows of a junior blizzard 
it seemed more like 200 miles 


Late that night Parsons got home, 


tense and tired—but with the control 
Early the next morning the school 
opened on schedule, windows frosted 
from the inside warmth—thanks to the 
efforts of a salesman who believes so 
strongly in selling service that he 
won't take no for an answer when 
following through for a customer 
Where's the payoff? In this case it 
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came about a week later when John 
Parsons called at the Education Center 
for all Ridgewood District schools 
District Clerk Fred J. Byrnes thanked 
him for his efforts and gave him a 
good-sized order. On subsequent calls 
the orders have invariably been just 
as substantial Gratefulness for the 
uninterrupted school schedule isn’t the 
reason—but it did give Parsons the 
point of entry to bigger sales of his 
own making 





Johnny-on-the-Spot 
Here Too... 


Greenfield Cable Case 


ONE of John Parsons’s best ac 
counts these days is a manufac 
turer of garbage disposal units 
Until about a year ago, the or 
ders he got from the purchasing 
agent were hardly worth the ef 
fort. Discovering that this com 
pany used Greenfield cable in 
its finished product he went to 
work, finally sold his first big 
order—for 20,000 feet of the 
flexible conduit. Three weeks 
later, he got a call. The standard 
cable (%@-in.) was too small 
production was threatened. They 
needed an oversize to fit three 
wires. The agent was in a spot 
Parsons assured him that every 
thing would turn out well 

It took some time but the cable 
manufacturer took back 15,000 
feet, promised quick shipment of 
National Electri: 


took 2,500 and the remainder 


the oversize 


(which had been cut up) was 
kept by Parson’s account 

To make sure producti n 
wasn't interrupted, Parsons drove 
to Port Chester N Y ; loaded S1X 
rolls into his car and got them t 
his customer two days in advan 
of the big delivery 

Ever since then, the purchasing 
igent has a ready ear because of 
the service Parsons gave and the 
understanding he gained when 
he was taken into the plant t 
inspect the wrong - size - cable 


problem 


Limit Switch Case 


IN its extremely precise and 
very fine veil-making operation 
one of Parsons’s mildly active ac 
counts hit a snag 

The textile manufacturing firm 
had trouble with switches with 
long travel limits—they wer 
long, time-wise. The customer 
wanted one wit 


travel action, asked for help 


momentary 


ip with the 


swer—a Micro switch. There w 


Parsons came 


the question of price but he soon 
convinced the customer. Result 
sale of seven switches and 


many 





Typical branch manager Bernie Tonquest, La Salle Electric Supply, Division of Hawkins Electric Co., La Salle, Il. 


What It Takes To Be 


A Top Branch Manager 


He should be a combination administrator and trouble shooter, 
sales counselor and operations chief. He should be experienced, 
resourceful and friendly. If he is ready and willing to tackle any 


job in the organization, that wouldn't hurt either. 


By Thomas F. Preston 
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4 An average day in the life of Branch Manager Bernie Tonquest 


8:15 Read and noted important changes of price and policy from various manufacturers and suppliers 


8:45 Reviewed insurance data for renewal of policies on stock, fixtures and automotive 


equipment 


9:20 Checked and authorized payments of both general and sales expense items 


9:50 Discussed tardy accounts with bookkeeper 


10:15 Appraised new orders with office manager after they had been edited and written up 


10:45 Dictated correspondence to stenographer. 


11:30 Consulted briefly with our salesman relative to a job out of town and arranged for our meeting 


later in the day at industrial customer's plant 


11:55 Interviewed several manufacturers’ 


ance in the field, ete. 


12:45 Left office and had lunch on the fly this day. 


no time to lose 


salesmen regarding new products, sales promotion, assist- 


Afternoon schedule was to be a tough one and had 


1:50 Met salesman at industrial customer’s plant; assisted in engineering layout and made prelim- 


inary sketch for proposed panel and busway job 


3:45 Made two calls on delinquent accounts. Successful on one 


1:45 Arrived back at office in time to sign correspondence dictated in the morning and tenth of the 


month checks paying manufacturer invoices 


branch manager must be many things to be success 

ful. This is especially true if the branch is part of 

an independent organization and is located fairly far 
removed from metropolitan markets 

A branch manager should be a combination business 

man and salesman—an administrator and trouble shooter 

alike. He should be 

operations chief to his company; clairvoyant and close 


a combination sales counsellor and 


friend to customers; public relations expert and pacifier 
to suppliers; family man and civic leader to his community 
Too much to ask of one man? Not likely, since all of 
these attributes—in large or small doses—are expected 
of the average branch manager 
e A “For Instance”—Take Tonquest, branch 
manager of La Salle Electric Supply, Division of Hawkins 
Electric Co., La Salle, Ill 
typify the average branch manager just described 
A young man—in his early 


Bernie 
Here’s a man who seems to 


forties. An experienced 
man, both in electrical engineering and sales. A person 
able man, easy going, serious-minded and civic minded, 
married and the father of three 

the La Salle branch 
was opened in 1945—Tonquest has gained: for himself 


In the short period of nine years 
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recognition; for his company re: tor his industry 
ippreciation 

He has built the La 
trom 6,000 sq 
territory 


three employes 
to eleven to its present 17,000 sq. ft 


from handling ; originally comprised of a hand 


ful of towns to one that covers 16 counties and 155 towns 
To be concise, he has raised a business from a nonen 

tity to a major factor in his area by being what was 

expected of him as a branch 

e His Responsibilities—Just what was expected of 

Bernie Tonquest? Broken down into tw 


administrative and sales 


main cate gt ries 


his position as branch man 
ager carried with it many responsibilities 


r} 


His administrative duties take in the correlation of 


: 
these wholesale organization functions 


e Warehouse operation—maintaining adequate inven 
tory of the stocks required by customers. This includes 


keeping up to date on approved items specified by the 


six public utilities, sixteen municipal utilities and five 


REA’s 


means maintaining shipments of customer 


all customers of Tonquest’s La Salle branch. It 
orders via 
truck at minimum cost to the branch operation. It means 


maintaining and improving th lant for insurance pur- 
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Deciding on plant improvements 


Top Branch Manager Cont. 





poses just as well as for sound operating practices 

e Office operation—takes in overseeing purchasing, in 
ventory control, credits and collections, billing and general 
office routine. Ir means having a working knowledge of 
each function, a practical idea of their individual and 
corporate effect on business. 

e Selection, hiring and development of both office and 
warehouse personnel; being able to keep turnover of 
personnel at a minimum. That means adequate compensa- 
tion, good working conditions, excellent personnel rela- 
tions. 

e Maintaining efficient customer and manufacturer 
relations. It means bending over backwards to satisfy the 
business requirements of customers so as to keep them 
returning to La Salle Electric. It means keeping the manu 
facturer posted on new developments, giving him all the 
cooperation he needs, keeping him “on your side.” 

e Keeping contact with main office headquarters and 


Directing warehousing changes 


Tonquest’s Role Takes in 


Administration 


Deciding on plant improvements is a responsi- 





bility that Tonquest must face often and it is a 
duty that imposes serious deliberation. Stein and 
Perkins help him decide on best location for 
company’s proposed customer self-service racks. 


Checking inventory is part of Tonquest’s 





office responsibilities, as is overseeing pur- 
chasing, credit and billing. With office man- 
ager John Perkins, he goes over the inven- 


tory figures prior to renewing insurance. 


Directing warehousing changes is an almost 





daily task for the branch manager because of 
the growing needs of the company. With ware- 
house manager Mel Stein, Tonquest sees fulfill- 
ment of a long wanted wish—wire rack dispenser. 


other branch house in Decatur, Ill. It means keeping 
abreast of trends and developments in the industry, com- 
paring notes with other branch personnel as regards 
mutual problems, projects and sales promotions, reviewing 
company policy together with the Hawkins Electric man- 
agement. 
e That’s Just a Part—As if this weren’t enough to keep 
a man busy, the average rural electrical distributor branch 
manager like Bernie Tonquest has other duties to perform 
—his sales duties. The active function of his sales duties 
are usually confined to the late morning or afternoon (as 
noted in Tonquest’s average day’s itinerary on the pre- 
ceding page) and are the tasks most enjoyed by dyed-in- 
the-wool salesmen like Tonquest 

It's a time to see results showing swiftly with just the 
flourish of an order; it’s a time to get away from the 
office chair that gets more uncomfortable by the hour; 
it’s a time to get out into the field to get the pulsebeat 
of your progress from the heart of your business—your 
customer 

But that’s only part of the sales job. There are the 
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Training salesmen 


2-in-1 Job Responsibility 


Sales 


Training salesmen in the branch can mean 
education in everything from product applica- 
tions to reading blueprints. Branch Manager 
Tonquest consults with Salesman Bob Herzog over 
plans for proposed out-of-town panelboard job. 





Counseling salesmen is one of the major sales 
activities undertaken by Tonquest. From him, 
the two salesmen, Herzog and Fred Butler, 
Jr., get the fundamentals in selling aids. 
store displays and manufacturer promotions. 





Maintaining customer relations is the sales 
job most relished by this dyed-in-the-wool 
salesman turned branch manager. Through 
this personal approach, Tonquest keeps abreast 
of the changing patterns of his territory. 





preliminaries to worry about—the molding of the sales 
function of the branch, the building of the sales organi- 
zation and the maneuvering of both these adjuncts into 
coordinated action. These sales duties include: 

e The selection, hiring, training and management of 
salesmen. 

e Analyzing sales from standpoint of commodity, 
volume, rate of turnover and profit. Any wrong decision 
in either of these categories can affect the entire structure 
of the sales department. 

e Counseling salesmen as to better product sales, sell 
ing aids (such as advertising), store and window displays 
and manufacturer promotions 

e Arranging interviews for manufacturers’ men with 
customers and then follow through to see that the cus 
tomers have been benefited by these manufacturers’ calls 

e Maintaining regular personal call contacts with 
several industrial, contractor and dealer accounts to keep 
abreast of the changing patterns of accounts in the field 

That Tonquest is sincere in his efforts to build his 
branch into a highly successful, really coordinated opera 
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Counseling salesmen 


Maintaining customer relations 


tion is attested to by this set of rules for sound business 
principles he has personally imposed upon himself 

e To create the best possible working conditions for 
all employes 

e To furnish them witl equipment and 
machines 

e To coordinate authority and responsibility for 
taining maximum efficiency 

e To adequately compensate employes for present 
living conditions 

e To give our customers our best possible service 

e To keep our promises to oul customers 

e To be honest in all of our dealings with our 
tomers and suppliers 

e To realize sufficient profits for our company’s con 
tinued expansion and growth 

What Bernie Tonquest apparently forgot to include 
in this self-imposed daily dictum might well be, to him 
the most important of 

e To take it easy; don't burn a ¢ 1 candle at both 


ends 





IN THE OUTSKIRTS of Salt Lake City, ZCMI revamped a war- 


time arms plant to create one of the most modern wholesaling 
operations in the country. The 1,100-ft. long building cover 
roughly 11 acres. About one quarter of the floor space is for 


hardware-electrical goods 


Last Word 
In Warehousing 


Materials handling is really mechanized 
at ZCMI Wholesale Distributors, Salt 
Lake City, Utah. Here, in photographic 
sequence, is how electrical products 


move from receiving to the shipping dock 


By Howard J. Emerson 


HEN any one of 1600 various items of electrical 
supplies and equipment is ordered from ZCMI 
Wholesale Distributors, of Salt Lake City, Utah, it 

gets a mechanized trip enroute to the shipping dock. 
Electrical supplies at this nationally famous “one-stop 
wholesale center” are an integral part of the concern’s 


wholesale hardware business—1600 products in a depart 


ment with 40 employees set up to handle up to 600 orders 
a day from a stock of 45,000 items. But, while the ZCMI 
electrical supplies and electric housewares inventory and 
yearly volume may be little more than that of a small city 
independent electrical distributor, the applications of 
warehousing techniques, materials handling and order 
filling can interest the very largest electrical wholesaler 

Through the cooperation of Manager R. W. Maycock 
and Operations Superintendent Joseph Rich, ELECTRICAI 
WHOLESALING photographed ZCMI’s procedure of han- 


dling stock from receiving to shipping 


aa 


ZCMI's receiving 


| Mechanized handling 
where receiver has 


docks. LCL deliverie 
conveyor belts to first and Carload deliver 


ies at docks handling up to 11 cars utilize fork lift truck 


tractor train verhead crane, trolley system 


Ce Teen EOS aS Ce 


market type cert and canvas basket. Clip sheet fastens 
to cart to facilitate record keeping. In writing order, 
ZCMI salesmen enter manufacturer’s and ZCMI numbers, 
which tell order filler: department, type of product, zone 


in warehouse, bin or shelf number 


4 Small items are procured by order filler using super- 
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i - ynveyor from LCL dock 


ock to this distributi 
taken re fork lift 


brings electrical and hardware 
n center where it 
truck to var 
and floor storage areas. G 


iS palletized ar 
rage, shelf storage 
in practically 


us DIN 


ds move traight line 
receiving to shipping 


5 Larger electrical items, 


Heavy or 
cable above, are stored 


such as the switches and portable 6 


on eye-level shelves suspended 
over floor storage of extra heavy hardware stock like kegs of In these truck 
bolts, above. Some of the younger kates 
to speed them around their part of the seven acres of warehouse 
space at ZCMI 


on two-tie 
order fillers wear roller veyor, or ‘drag line 
t ye ton, car 

or detached and 
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packaged items placed on ci 
this section 
the orders are weighed, stamped if 
heavy items that may have come in on 
and bills of lading made out for the trucker 


to 


» be shipped come by convey- 
» this assembly station where 
time they 
emblyman 


Orders tc 
or belt t 


they are separated a rding tc 


must g ut. Chutes 
lead t 


where a 
is placing basket packing dept 
He can see pa even flow tc 
each. Gravity conveyor going off to left is 
for package J further packing 


needing r 
Rollers (right) + i nex lay de 


keep an 


liveries 


and already 
nveyor by order assemblyman 
LCL shipping dock. Here 

t, assembled with 
(picture 13) 


of the 


the drag line 
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10 Baskets from the order assembly department come through 
chutes to the packing department where packers 
pecial two-level tables equipped with latest 


peedy and safe packing. Table | an be adjusted t 


table tops right for height 


work it is placed on gravity conv 
it materials . tabi for its trip to the 


ping dock 


ve re 


basket 


14 Wi all ps 
rece j 
vey 


r picture 5 and 
are packed if nece 
for short trip t 


te 


13 This is the end of the trolley track conveyor for trucks that 
have goods for the shipping department. Continuously ope 
ating drag line keeps empties flowing around '/4-mile route. Wher 
an order filler puts a loaded truck on trolley, he sets a lever that 
automatically makes truck disengage at this point facing d 
shipping dock. Empty (left) just keeps r 


yr te 


lling ale ng 
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LIGHTING 
EQUIPMENT 


Famous 
Eliptor . 4 
Open-Type , . F 
Flood ba 5000 
, att 
Enclosed 
Floodlights 


\y! 


No. 2000 
750-1000-1500 Watt 
Rear Service Floods 


Endoval 
Horizontal 
Mercury-Vapor ~ aS » Same 
Luminaire for and Double 
Star-Lux Store Front : Obstruction 
Mercury or Lighti Light 
Incandescent oe his “T Bar 
Luminaire Lamp Holder 
for 1 to 12 
Code Beacons yp Cluster 
and Flashers aa Units 





Lal 
14-16-20 in. Mercury Vapor 
Heavy Duty Searchlights for Area Lighters 
Cast Aluminum Hand or Pilot and Low Bay with Top Floods 
Floodlights House Control Reflectors 


Performance is the best test of value! With Revere Lighting Equipment 
you obtain features you can point to and feel. . . features that create real 
buying excitement because they are exclusive and give you the edge over 
competition! 
Consider these Revere advantages: 
SCIENTIFIC DESIGN ... Units that are engineered to put foot candles 
to work most effectively in relation to wattage consumed. 
ORIGINALITY .. . Utilizing the best principles of Electrical engineering Famous 
to achieve specific results. Revere 
STURDY ... LONG-LIFE CONSTRUCTION . Combining the best Hinged 
of material with skillful craftsmanship \ fr-~ 
LOWER INSTALLATION COSTS .. . Simple, uncomplicated design for ee 
ease of mounting and ease of servicing 
SAFETY . Subjecting Revere Units to the severest tests fulfilling Under- i 
writer's Laboratories requirements. P . ae 
” 2 Consult us today .. . a local representative will gladly acquaint you with = 
Wide Selection the entire Revere Line. 
of Pylon-Lites Hinged Poles 


wien ar weet REVERE ELECTRIC MANUFACTURING COMPANY With Air 


Servicing 6011 BROADWAY e« CHICAGO 40, ILLINOIS Service 
Pacititics Available in Canada through Curtis Lighting, Ltd. e Leaside, Toronto, Ontario Facilities 








THE ONLY COMPLETE LINE OF FLOODLIGHTS AND POLES for Service Stations' + 


Airports + Sports Areas + Storefronts + Outdoor Theaters + Marine and Industrial Lighting 
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"A Wonderful Idea... Bu 


That’s how Mario DiSandro, 


president of Equitable Electric 


Supply Co., Pawtucket, R. L, feels about the article, “Light 


) 


Conditioning and the Dickson Treatment” (EW-Dee. °53, p. 52). 


You'll remember that this article was based on a tape-recorded 


interview with Halsey Dickson, president of Leidy Electric Co., 


Phillipsburg. N. J., on the way his company promotes and sells 


residential lighting. Mr. DiSandro took exception to some of 


Mr. Dickson’s figures on his light conditioned “test homes,” 


and his ideas on fixture displays. In a letter to the editor, 


Mr. DiSandro asks for clarification of these details. Mr. 


Dickson’s reply to the DiSandro 


letter is also furnished in 


this report. ELECTRICAL WHOLESALING is pleased to be the 


sounding board for a constructive discussion of this kind. 


Mr. DiSandro’s Letter 


OUR recent article, “Light Conditioning and the Dick 
son Treatment,” presented a very interesting explana 
tion of Mr. Dickson’s views on light conditioning and how 
he has embraced the idea without reservation in his own 
fixture selling program 

It seemed a wonderful idea—for him—but I can't help 
wondering if Mr. Dickson's sights aren't set a little too 
high for the rest of us. By “us” I mean distributors who 
are having a hard enough time raising fixture allowances 
for the largest market group of homes—those priced from 
$12,000 to $20,000. 

Mr. Dickson didn’t mention the price of any of his 63 
test homes, as he calls them. But his light conditioning 
average of more than $1,000 per house seems to point 
to much higher priced units. People who buy expensive 
houses are relatively easy to convince and upsell—along 
with their architects, too. But what about the folks who 
purchase average priced units? Right now that’s our meat 
and it’s a lot harder to digest than Mr. Dickson implies 
Personally, I'd like to see a breakdown of one of those 
$1,000 test jobs—the type of fixtures, lamps, etc., and 
the price of the house 

We can’t all up and convert to strictly modular display 
type showrooms, either. It has many advantages, but 
eliminating mass display could be disastrous. Aside from 
the great expense involved, is it justifiable? I have three 
sales people selling lighting fixtures yet there are times 
when they are all tied up and a customer has a chance to 


* Mr. DiSandro is president of Equitable Electric Supply Co 
Pawtucket, R. I. and last year offered a plan for a national certi 
fied lighting fixture program (EW —April °53, p. 78) now 
being considered by the NAED Lighting Committee 
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Mr. Dickson’s Reply 


M R DiSandré h is assume 1 that we have embraced light 

conditioning wholly and completely. We have, and 
we do it without reservation. But like everything else 
hat has been attempted in this world, there is no utopia 

Mr. DiSandro feels that our sights are far too high for 
the $12,000-$20,000 house bracket. We believe our sights 
must be high to gain the thing for which we are striving 
It would give me a great deal « sure to be able to 
sit down face to face with this distributor and his sales 
men and just talk and have them talk back 

We ask Mr. DiSandro in all friendliness, who says what 
is too much when we have many people who are living 
in the most modest of circumstances with $500 television 
sets, with bathrooms in modest homes ver $2,000 and 
kitchens at an equal price or higher 

I am enclosing a folder which fairly well breaks down 
the study which we have made on our test homes. (Ed 
Note—These figures are broken down into four general 
classes of homes light conditioned by Mr. Dickson. They 
appear on the following page 

We are having inquiries from many locations in the 


country asking for details about these homes. It takes ; 


great deal of time to prepare these breakdowns but we wil 


| 


10 $O 


l 
| 
i 


continue to do it as long as we feel we can afford to « 

There have been two survey companies here to interro 
gate us concerning these homes. We trust that some of 
the findings can be published so that all distributors will 
have them for reference, discussions, or as we have stated 
many times before, as a means for petting together and 
having a big industry hassle about this whole thing 

It is possible that, in some instances, we are off base 
We would enjoy having someone prove us so. We feel 
that this is of national import to all of us. We feel that 


the planning group for government projects should be 


49 





Mr. DiSandro’s Letter 
Continued 


look around. Can modular display alone, w: .out the help 
of “mass display” silently sell or attract that customer? 

You don’t need a forest of fixtures, but a combination 
of modular and mass display would be a happy and eco- 
nomical medium for a fixture distributor going after the 
average-priced home market. 

One other point. Certification is a wonderful idea add- 
ing prestige and real value. But how does Mr. Dickson 
certify? As a committee of one, or does he go along with 
the prescribed light conditioning standard certifications? 
Increasing the lighting value of a home “5 to 7 per cent” 


Mr. Dickson’s Reply 
Continued 


set back on their haunches at once. The ultimate purchaser 
is getting a poor dollar’s worth of wiring and lighting on 
all of the project homes that we have seen—in this area 
at least. 

In response to Mr. DiSandro’s statement, “What about 
the folks who purchase average price units?” he is definite- 
ly right. What about them? Are we all going to sit around 
and take pot luck or attempt to do something at the 
source? Anything that was really good was never easy 
to digest. 

With this letter, we will furnish a breakdown on fix- 
tures and lamps for our Group 1 which has 30 homes in 
it not over $12,500. (Ed. Note—These breakdowns appear 
on the opposite page. ) 

There is a possibility that we can’t all eliminate certain 
factors that exist in our merchandise areas today. Possibly 
the modular display is not the final and last answer, but 
presently it seems to be. We have just about completed 
our first modular section and already we have had many 
questions and much interest displayed—and some very 
gratifying results. 

I must disagree with his thinking that if all of us would 
convert to modular the results would be disastrous. As for 
the limited selection these modulars would convey to the 
customer, take the case of the gasoline and automobile 
industry. No one is permitted to sell more than one or 
possibly two brands of vehicles or gasoline, yet they tell 
us these merchants are successful. 

Mr. DiSandro’s statements as to his people being tied 
up at certain times of the day with purchasing customers 
—we all have that. While the other customers are looking 
around ideas are formulating in their minds as to what 
these fixtures will do in their home, how they will look, 
etc. Very possibly in a mass display room, confusion could 
run rampant in their minds 

This we have had proven to us by some of our friends 
who have told us bluntly that there is too much to choose 
from. Decor must enter the treatment of any home, like 


in a new program is just too much to expect on, say, a 
$15,000 home. For full force, certification has to be pres- 
tige-heavy and national in scope. 

Many of Mr. Dickson’s ideas are interesting and worthy 
of national attention, but I was amazed and amused to 
read his final plea for industry-wide cooperation to push 
light conditioning after he so carefully took to task the 
contractor, manufacturer, dealer and utility, not to men- 
tion other distributors “in a rut when it comes to lighting.” 

This is hardly an industry-wide approach for industry- 
wide teamwork. 


wise general style treatment and color harmony. These 
things, we feel, can best be shown in sectional or modular 
methods. 

People in this area are becoming educated to the 
fact that there is a right way to light a home and it is one 
of the most important things in their lives. 

Mr. DiSandro’s paragraph concerning certification is 
one that we have made only small strides with. This is 
under the jurisdiction of the electric league with us acting 
as referees. We will not dodge the issue. We will not 
plagiarize or permit sub-standard material in the way of 
fixtures to be substituted for the General Electric Co. 
recipes. They either match them or they do not match 
them. If they do, we recommend anyone’s material. If not, 
they will not be certified here. 

We realize that for this thing to catch on full force 
certification must be high in prestige and national in its 
extensiveness, as Mr. DiSandro asserts. Certainly there is 
a terrific interest, particularly in the central West and the 
South, concerning it and we believe that we in this area 
and in the New England area certainly have the same 
wishes and standards that are equivalent to those in other 
parts of the country. 

Let's beg for some more interest from the industry 
The more interest, the more response. Mr. DiSandro’s last 
paragraph states he is amazed to read of my plea for 
industry-wide cooperation in the light of my belittling 
attitude directed toward parts of that industry. We feel 
that, by mildly picking on manufacturers, suppliers, con- 
tractors, dealers, utilities and other distributors, we at least 
may stand a chance to get under the same roof together 
and scream. 

If we can do things together it will be just like the 13 
colonies—alone it was difficult, together it became pos- 
sible. Let’s make the lighting business really strong and 
put it on a plane that it deserves to be on. 

If this is not the right way, let anyone step forward 
with a better plan. I am for it. 


Dickson’s Breakdown of Four Classes of Homesm> 


ELECTRICAL WHOLESALING—April, 1954 








GROUP No. 1 
30 Houses to $12,500.00 -— $60 to $90 Allowance 
Actual Fixtures Sales—$280 to $460— Avg. $330.00 


This particular home in group one was built by Samuel 
Cole, Belvidere, N. J. It cost $12,300 complete with Light 
Conditioning. This chart tells its story. 


LAMP AND TUBE DATA 


luo- 

res- Sub- 

cent Total 

24 62 Lamps 
502.5 2957.5 Watts 
30.10 40.03 Cost 


Incandescent TOTAL 

38 
2455 
9.93 





Number 
Watts 
Cost 


Number 15 1 16 
Watts 2300 40.5 2340.5 
Cost 7.75 2.45 10.20 


Total connected watts 5300. At 500 burning hours per year 
equals 2650 KWH for lighting alone. 


LIGHTING EQUIPMENT 
Number 


Lamps in 78 
Fixture 5298.0 

50.23 
Lamps in 
Portable 





Cost 





Fixtures 
Portable 


Valance Sections 


$381.70 
401.25 
174.60 





LIST OF LAMPS 
USED IN GROUP 1 HOME 


F1IST12WWX GE Lamps 
F20T12 CWX GE Lamps 
F30T8 CWX GE Lamps 
F40T12 WWX GE Lamps 
F25T12 CWX GE Lamps 
F40T12 CWX GE Lamps 
50A GE Lamps 

75A GE Lamp 

60A GE Lamps 

100A GE Lamps 

100A 21/61Y GE Lamps 
150 SB GE Lamp 
50/150 MED GE Lamps 
100/300 GE Lamps 


_~ 


— 


100 GA GE Lamps 
FC12T12 WW GE Lamp 


2 
3 
1 
8 
2 
4 
2 
1 
9 
8 
4 
1 
3 
2 
7 
1 





LIST OF FIXTURES 
USED IN GROUP 1 HOME 


8025 Markstone 

8040 Markstone 

900 Mark stone 

7124 Lightolier 
N-130-1 Winfield 
10-225 Roberts 2/25 watt strip 
K AB-20 Mark stone 
7307 Lightolier 
M-338 C Moe w/shade 
M-339 C Moe w/shade 
6914 Lightolier 
M-728 Moe 

212 Brightlight 

2002 Schaffer Lamp 
962 Progress Black 
H240 Coronet 
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GROUP No. 2 


16 Houses $16,000to $24 000 — $90to$125 Allowance 
Actual Fixtures Sales — $900to $1500 — Avg. $1200 


This particular home in group two, the manse for Trinity 
Presbyterian Church, Phillipsburg, N.J., built by the mem- 
bers, cost $16,000 complete with Light Conditioning. This 
chart tells the story. 


LAMP AND TUBE DATA 
Fluo- 


res- 
cent 


Sub- TOTAL 


Total 


41 35 76 
Watts 2820 1490 4310 4310 
Cost 9.08 39.45 48.53 48.53 


Total connected watts 4300(not counting portables). At 500 
burning hours per year equals 2150 K WH for lighting alone. 


LIGHTING EQUIPMENT 


Incandescent 





Lamps 76 
Watts 


Cost 


Lamps in Number 


Fixture 





Number 


Cost 





Fixtures 
Valance Sections 


657.00 
282.00 





GROUP No. 3 


11 Houses $25,000 to $38,000 — $700 Allowance 
Actual Fixture Sales — $1500 to $2180 — Avg. $1840 


This particular home in group 3 was built by A. M. Klep- 
pinger, Allentown, Pa. It cost $26,000 complete with Light 
Conditioning. This chart tells its story. 


LAMP AND TUBE DATA 
Fluo- 


res- 


Sub- 


cent Total 


76 105 
2475 3092.7 5567.0 
7.58 87.60 95.18 

13 1 14.00 
Watts 1800 40.5 1840.5 
Cost 6.14 2.45 8.65 
Number 2 2 
Watts 525 525 
Cost 11.90 11.90 


Total connected watts 7900. At 500 burning hours per year 
equals 4050 KWH for lighting alone. 


LIGHTING EQUIPMENT 


TOTAL 


Incandescent 





29 121 
7933.2 


115.73 


Lamps 
Watts 
Cost 


Number 
Watts 
Cost 


Number 


Lamps in 
Fixture 


Lamps in 
Portable 


Lamps in 


Health 





Number 


Cost 





Fixtures 
Portables 
Valance Sections 


$1200.00 
429.50 
465.00 





GROUP No. 4 


8 Houses $40,000 to $52,000 $400 Allowance 
Actual Fixtures Sales — $2300 to $3900-— Avg. $2800 


This particular home in group four was built by Frank Chiles, 
Allentown, Pa. It cost $48,000 complete with Light Condi- 
tioning. This chart tells its story 


LAMP AND TUBE DATA 
Fluo- 


res- 
cent 


Sub- 
Total 


Incandescent TOTAL 


=~ 





39 
2540 1434 
8.45 35.15 


21 1 


2700 40.5 
12.03 2.45 


30 69 
3974 


43.60 


2? 
2740.5 
14,48 


91 
6714.5 
58.08 


Number 
Watts 
Cost 


Lamps in 


Lamps 
Fixtures 


Watts 


Number 
Watts 
Cost 


Lamps in 
Portable 





Total connected watts 6700. At 500 burning hours per year 
equals 3350 KWH for lighting alone. 


LIGHTING EQUIPMENT 
Number 


31 
2) 
16 


Cost 
$2798.00 


469.50 
258.00 





Fixtures 
Portables 
Valance Sections ... 
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White Plains staffers Moe Kaplan, Dave Kain and Vice President Lester Cowen pool ideas on. . . 


What Goes Into a New Branch 


I ARS ot 


financial consideration 


thoughtful planning and 
weighing 
advantages against expense—were 
invested by Garfield Electrical Supply 
Co., Inc., of New York, in its new 
White Plains branch 
miles 


New 


east- 


Located 25 north of 
York on Tarrytown Road—an 
west thoroughfare bisecting five arte- 
rial highways out of the Big City 
the branch is tailored to serve a fast 
growing marketing area. What's more, 
the soon-to-be completed Nyack Bridge 
will open up the New York State terri- 
tory on the west side of the Hudson 
River, boosting Garfield's sales cover 
age and routing still more traffic past 
the branch front doors 

Additional advantages claimed for 
the branch are comparatively low oper- 
ating costs, no parking problem, and 
most 
build an 
house completely up-to date in design 


the opportunity to 


electrical 


important 


ideal wholesaling 


and function 


52 


e Split-level—Like the popular trend 
in homes, Garfield's new branch is a 
split-level affair. The top level, facing 
Tarrytown Road, is the lighting and 
appliance showroom. The lower level, 
housing the apparatus and supply de- 
partment, opens to the rear on a large 
parking space and to a lower level 
street 

The 3,000 square foot lighting fix- 
ture showroom costs an estimated $40- 
50,000. Originally planned for half its 
present size, recent growth develop- 
and the 


area manage- 


ments in the 
ment’s far-seeing policy spurred re- 
designing, with 1,600 fixture outlets, 
psychological dividers 
wallpaper, kitchen 


physical and 
Valances, 


and bathroom corners and model home 


arches, 


fronts all help to eliminate initial cus- 
tomer confusion without sacrificing the 
impressive, attractive mass display ap- 
pearance 

e Unbalanced Aisles—Designed and 
laid out by Vice President Lester 


Cowen, the apparatus and supply de- 


] ¢ 
latest in 


partment is the one-floor 
warehousing operations. Many features 
are based on ideas gleaned from ELE¢ 
rRICAL WHOLESALING's recent pages 
(EW—Nov., 


Five-tier 


25, P says Cowen 


metal shelving maximizes 
up’ space and a concrete slab ceiling 
adds another two feet in height for 
Unbalanced 


future up expansion 


aisles” are extra wide for maneuvering 
heavy cable reels; others are narrowed 
where space isn't necessary. Fast mov- 
ing items are stocked in extra deep bins 
near the counter tor Saving time, mo- 
tion, and speeding service to waiting 
customers. 

The new branch isn’t a gamble, says 
Garfield's president, George Lichten- 
stein. “It’s a mirror—a true reflection 
of the trade area’s business health. We 
have plenty of room for expansion but 
the branch will grow along with the 
area in new ideas, new product mar- 


kets, new stock 


ELECTRICAL WHOLESALING—April, 1954 





There’s mass display .. . 


Advising Vice 
helps general manager Kaplan set up 128 
Samel 


President Same 


yutlet lantern sex 


change in fixture p ti 


tion designed 3 quare foot lighting showr 


There’s easy movement inside . . . 
Double 


for free 


Cowen mak ure 
largest cable 


width 
pivoting of 
gives 


a oe 


checking 


thi 8-in pace needed, 


There’s planning for the present .. . 


Samel guides 
cessed fixture room as 


Electric Prod., 


carpenter nm mounting arrangement r 


and B. Kaplan, Atlas 
trend spurred 


S. Pearlman 


listen Growing new roon 
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and spot merchandising. 


Counterman Dave Kair 


lod 
) 


display 


plast nandie 


and outside. 


Modern time 
Garfield truck 


tomer truck 


and the future. 


Split-level 


main section 


branch 


dark 


can be 


more than twice 


present size n 


ked out 


adjacent 


sarfield 


Vertical 


building increased 


property 
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Improved finish on this new Type NM (nonmetallic-sheathed) cable 
makes it the cleanest, fastest-working building wire today! 
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You can fish it through joists with half—yes, half—the 


effort required by ordinary nonmetallic building wire. 


It’s clean to handle . . . won't flake or peel. 


Silver Dutrax® speeds your work. It won't become sticky. 


Silver Dutrax won't soil vour hands... lessens chances 


of marring walls. 


%* Ask your Anaconda Representative for sample and full information. 
Anaconda Wire & Cable Company, 25 Broadway, New York 4, N.Y 


the right cable for the job 


WIRE AND CABLE 
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DISTRIBUTOR Lester E Barrett. Barrett Electrical Supply 


as general chairman of what has been acknowledged as the 


uate wiring nference t date 


Adequate Wiring 
Picking Up Speed 


Upsurge of industry interest in inadequate wiring 
problem is seen as turning point for AW program at 
10th Annual Adequate Wiring Conference in Chicago 


56 


CONTRACTOR Frank 
Alb 


er tiectr 


4d HERI ething new about 
the inadequate wiring problem 
Something brand new. And that 
is awareness of the problem on the 
part of the electrical industry. More 
and more people are recognizing the 
need to sell wiring as a basis for sell 
ing additional electrical appliances 
[These words, spoken at the 10th 
Annual National Adequate Wiring 
Conference held February 25-26 in 
Chicago, took note of the most im 
portant thing that has happened to 
the adequate wiring program since its 
inception. This sudden upsurge of in 
lustry interest was reflected in the at 
tendance at the conference. A record 
number of 296 persons attended, in 
cluding 69 electrical contractors and 8 
distributors 
e Always With Us—The room air 
conditioner was credited with awak 
ening the broad interest in the wiring 
problem by Merrill 1 Skinner, vice 
president and director of sales, Union 
Electric Co., St. Louis, Mo. But he add 
ed that the problem wasn't new. ‘Ir 
has been with us since the day our in 
dustry was born In the beginning 
when Edison started there was no 
wiring. Wiring had to be sold with 
the light Then when the flat 
iron came along, every home wiring 
installation in the country became in- 
adequate. And believe it or not they 
had to sell wiring or give it away in 
order to sell irons. And so it goes. The 


more things we want to do electrically, 
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UTILITY MAN Frank E. Wiatt, Cin 
cinnati Gas G Electric Co., to'd the 
conferees about “‘Target H/W h 
firm's momentous pay-as-you-go home 


rewiring plan 


the more wiring we must provide t 
do those things satisfactorily and con 
veniently 

Skinner suggested that everyone in 
the industry ought to adopt the fol 
lowing course of action 

1. When you sell an appliance, sell 
the wiring with the appliance 

2. When you sell an appliance and 
you sell the wiring with it, try to sell 
the wiring for the next appliances the 
prospects will want 

3. Get out and sell wiring at all 
times 
e Immense Market — The size of 
this selling job—in terms of feet of 
wire—was indicated by keynote speak 
er Walker L. Cisler, president, Detroit 
Edison Co. He estimated that 700 bil 
lion feet of wire will have to be in- 
stalled throughout the nation in order 
to utilize the 350 million kilowatts of 
capability forecast for 1975 (an in 
crease of 248 million kilowatts over 
that now installed ) 

According to Cisler, the production 
of electric energy has increased from 
222.5 billion kilowatthours in 1945 to 
142.2 billion in 1954, just about dou 
ble in nine years. “Based upon capabil 
ity forecasts, we can expect production 
of energy to exceed 1500 billion kilo 
watthours by 1975.” 

A substantial part of this increased 
use of electricity must occur in exist- 
ing facilities, Cisler said. “In estimating 
the growth of our operations in De- 
troit, we include an item of approxi 
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BUILDER Andrew 5S 
Bend, indicated that the 
backlog is diminishing 
not just a sexy bathr 


house; it wiring to 


mately 6 per cent annual increas 

use of electricity by domestic custon 
ers and 3 per cent by commercial cus 
tomers. This, as we know, results from 
the continually expanding use of new 
and improved appliances and de 


vices 





It’s a great thrill for a publication 
to scoop the field on a redhot 
story. It is even more pleasant to 
receive recognition for such 
achievement. 

Such was the experierce of 
ELECTRICAL WHOLESALING mago- 
zine recently when the Tenth An- 
nual Adequate Wiring Conference 
in Chicago paused during its pro- 
ceedings to vote an ovation to 
this magazine for its alertness in 
publishing the first report on Cin- 
cinnati Gas & Electric Co.'s pay-as- 
you-go rewiring plan. The plan, 
described in this article, is con- 
sidered the most promising idea 
suggested to solve the problem of 
insufficient wiring. 

ELECTRICAL WHOLESALING broke 
the story in its October issue. 





e Pay-as-you-go Plan — The idea 
that captured the most attention at the 
conference was the wiring financing 
plan (EW—Oct. '53, p. 79) 
oped by The Cincinnati Gas & Electric 
Co. It was described in detail by Frank 


E. Wiart, 


devel 


assistant manager of the 
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Inventory Figures 


And What They Mean 


Here's a report on inventory statistics—indicators that'll be watched so careful- 
ly in the months ahead. It tells you what they mean, what they cover, how they're 
put together. And adds a word of warning: if you use them, handle them with care 


By McGraw-Hill Department of Economics 


the most important indicators to 

watch now and in the months 
ahead. Whether excess inventories are 
worked off in the first half or the 
second half of this year will have a 
decisive bearing on business activity 
not only in 1954 but in 1955 as well. 

Unfortunately, however, statistics on 
current changes in inventories are of 
questionable accuracy, and should be 
handled with great caution. Inventory 
estimates, in many cases, are based on 
very small reporting samples. There- 
fore, judgment on the part of the 
estimator plays an important part in 
the process of estimation. Revisions of 
the figures are common because of the 
sampling procedure used and because 
comprehensive accounting data on in- 
ventories become available only after 
a lag of several years. 

Here is a report on the various 
sources of inventory data, what these 
inventory figures mean, their coverage, 
and how they are put together. 

There are three important varieties 
of inventory statistics. One, prepared 
by the Federal Reserve Banks, covers 
department store trade. Another covers 
inventories in manufacturing and retail 
and wholesale trade, and is prepared 
by the Department of Commerce. Fin- 
ally, the Commerce Department com- 
piles estimates of inventories in all 
industry, commerce and finance to be 
included in the estimate of Gross Na- 
tional Product. 


peor Statistics are among 


Department Store Stocks 
The Federal Reserve Board releases 
two sets of indexes that throw con- 
siderable light on changes in the size 
of inventories held by department and 


specialty stores. The first series is a 
comprehensive index of department 
store stocks. The second is an index of 
department store stocks by major de- 
partment within the store. The first 
index is released about one month after 
the end of the period it covers, and the 
second follows about one month later. 


1. The Comprehensive Index— 
The comprehensive index measures 
changes in the retail dollar value of 
stocks held by department stores or by 
their warehouses at the end of each 
month. It paints a broad picture of 
the inventory situation at the depart- 
ment store level. To work up the index, 
the Federal Reserve Banks contact 925 
department and _ specialty stores 
throughout the country. These stores 
hold roughly 66 per cent of all de- 
partment store stocks. Nation-wide cov- 
erage is assured since each of the 12 
Federal Reserve District Banks surveys 
stores within its district and works up 
its own inventory index. These district 
indexes are consolidated into a national 
index by the Federal Reserve Board. 

Department store indexes are re- 
leased in both seasonally adjusted and 
unadjusted forms. The seasonally ad- 
justed figures are a more sensitive 
gauge of basic changes in the inventory 
positions of department stores than are 
the unadjusted figures, because stores 
tend to build up large inventories just 
before they anticipate particularly 
heavy sales, as at Christmas and Easter. 
These changes in stocks reflect calendar 
changes, not changes brought about 
by economic conditions. Thus, in mak- 
ing month-to-month comparisons, the 
indexes with seasonal build-ups re- 
moved are the more valuable tool. 

2. Department Store Stock by De- 


partments—This index is valuable in 
showing which departments within a 
store are accumulating inventories and 
which are working them off. Specifi- 
cally, it measures end-of-the-month 
stocks in 70 different departments of 
365 department stores. The stores are 
selected so that virtually every major 
trading area is represented. 

Though the sample covers every 
geographical area, it is somewhat 
limited in its coverage because it is 
based solely on large independent 
stores. The sample accounts for about 
65 per cent of the dollar volume of all 
independent stores. But the index does 
not cover any of the chain stores, so 
its coverage of the dollar volume of 
all department stores is actually about 
50 per cent. The figures are thus dis- 
torted to the extent that chain store 
inventories behave differently from in- 
dependent stores. 


Business Inventories 

The Federal Reserve indexes, while 
useful, reflect only a relatively small 
portion of the total inventory picture. 
The Office of Business Economics 
(OBE) produces figures that are much 
broader in coverage. They are expressed 
in dollars rather than in index num- 
bers. 

The OBE figures cover the book 
value at the end of each month of 
inventories held by manufacturers, 
wholesalers and retailers. Combined, 
these statistics produce an estimate of 
total business inventories—which, de- 
spite its title, does not include inven- 
tories in agriculture, construction, util- 
ities and some other fields. 

The OBE figures are available in 

(Continued on page 107) 
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*Exclusive under 
Hinde & Dauch Paper Co., 
U.S. Patent No. 2347422 





EXCLUSIVE, CRUSH-RESISTANT CARTON : 





ALREADY PACKED THIS CONVENIENT WAY! 


All types R, RH, RH-RW and TW in circuit 
sizes * All types ROMEX 2 and 3 conductor 
with and without Ground Wire 
* Packaged Weatherproof * Staneon Gas 
Tube and Oil Burner Wire * Trenchlay 
Type UF * ROMEX UF 

... WITH MORE TO COME! 











BARE, WEATHERPROOF, INSULATED WIRES 
and CABLES FOR EVERY ELECTRICAL PURPOSE 
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CORNERS STAND UP... edges supported at 8 points with 
double and triple reinforcement on sides. Makes product 
easier to handle, stack, deliver, store. Helps insure 
damage-free shipments! 

EASIER PRODUCT IDENTIFICATION ... three sides always visible 
from any position! Contents are easy-to-spot, close-up or at a 
distance! A big time saver in storage warehouses 

EASIER TO OPEN AND USE... convenient 7-inch knockout lets 
wire pay out effortlessly without damage to wire or carton! 


TRAVELS EASILY WEATHERS WELL! Rough handling on 
thousands of miles of test shipments (under varying weathe1 
conditions) proves ability of new carton to withstand 
‘travel’ hazards. 


GENERAL CABLE CORPORATION 


420 Lexington Avenue, New York 17, New York * Sales Offices: Atlanta * Buffalo 


Cambridge (Mass.) * Chicago * Cleveland * Dallas * Detroit * Greensboro (N. C.) * Houston 
Indianapolis * Kansas City * Los Angeles * Milwaukee * Minneapolis * New York * Newark 
(N. J.) © Philadelphia * Pittsburgh * Portland (Ore.) * Rome (N. Y.) * Rossmoyne (Ohio) 
(Cincinnati area) * St. Louis ¢ San Francisco * Seattle * Syracuse * Tulsa * Washington, D. C 





To reach that electric housewares gift market: 


Try These Techniques 
With Your Dealers 


By G. W. Orr 


Chairman 
Electric Housewares Section 
National Electrical Manufacturers Assn. 


HE Electric Housewares Section of 
the National Manufac- 
Association has again de- 


Electrical 
turers 
veloped a retail merchandising-promo- 
tional campaign for Spring, ‘54, and 
year-round gift-getting business. The 
sales promotional tools contained in 
the “Planner” plus cooperation at all 
trade levels is the formula for making 
‘54 a banner year for higher unit sales 
and greater profit performance. 
e Every Day a Gift Day—To chan- 
nel greater gift-buying traffic into the 
the NEMA Electric 


imple mentation 


. 
dealer's store, 


Housewares Section’s 
kit stresses the point that “every day 
is gift day,” and suggests a year-round 
program for stimulating greater con- 
sumer acceptance and more widespread 
purchase of electric housewares as 
gifts. Toward this end, the program 


following  sales-pulling 


outlines the 
techniques for dealers to use for the 
realization of the highest profit poten- 
tial in the electric housewares gift 
market 

e Stress to the dealer the importance 
of spotlighting the official decalomania 
in doors, windows, displays, advertis- 
ing and sales literature to establish 
his store as gift headquarters for elec- 
tric housewares 

e Suggest he make the fullest use of 
the free streamers contained in the 
Planner for extra sales bait 

e Work with the dealer in setting 
up dramatic window displays centering 
about gift days and occasions. Suggest 
grouping of related items with name 
of item and price 
him how 


e Show signs are constant 


) 


salesmen working for him 24 hours 


a day. They are buying bait and should 


) 


consumer benefit: 2) name 


carry reproduc- 


het: 4) 
and price of item; 3) 
tion of official decalomania 

e Show the dealer why newspaper 
medium for 


advertising is a good 


60 


reaching a wide audience. Suggest that 
all ads a reproduction of the 
decal and streamer, as well as mention 


of gift certificate and gift wrapping 


Carry 


services 
e Rad 10 


mention campaign theme, “First Gift 


advertising should first 


Choice—Electric Housewares” in all 
spot announcing. Product identification 
and price should always be given and 
words should be short and punchy. 

e Point out to the dealer that direct 
mail is a direct link between himself 
and his customer. Supply him with en- 
closures that will help bring the cus- 
tomer in. 

e Educate him to gift wrapping as 
an integral part of the gift-buying 
trade. Show him how this service will 
get repeat sales by attractive packaging. 

e Expose him to the idea that gift 
certificates are a two-way sales street 

giver and recipient. Show him, too, 
how a gift certificate can save a sale 
when a customer is undecided or does 
not wish to take the responsibility of 
l choice 

e Impress upon him the importance 
of checking stock at short intervals 
so that he will always have enough 
merchandise on hand to back up all 
promotions 
e Distributor Help—ltIn addition to 
the above specific sales and merchan- 
dise aids for the dealer to follow 
through for greater unit sales, there are 
various for the 
cooperate with the dealer to develop 
fully the market for electric house- 


ways distributor to 


wares as gift items 

e See that the dealer gets all the 
sales promotional literature and help 
available to him through the manu- 
facturers of electrical products. 

e Make your own periodic dealer 
mailings reminding them to tie in with 
specific promotions. Give them a few 
brief examples of “how to's” for each. 


e Help dealers cooperate in cCity- 


wide electric housewares promotions 


by electric light and power companies, 
electric leagues and associations by 
making the 


available to 


what, when, where and 
how them 

e Get together with other distribu- 
tors in your area [to cooperate in a 
special newspaper supplement devoted 
to the electric housewares gift items 
for special “day” and “occasion” pro- 
motions with individual dealer tie-ins. 
Set up the machinery for making the 
show him how 


dealers’ task easy and 


he can merchandise the “supplement 
with his own signs and displays to 
bring some of this gift traffic into his 
own store 

e Help him set up a special demon 
stration table in his own store to help 
a sales 


him how 


woman can take the demonstrator role 


increase sales. Show 


e Help him train his salesmen to 
more sales and greater profit by en- 
listing their enthusiastic support in 
projecting electric housewares items as 
gift items. Suggest pep-talk meetings 
free flow of information and ideas, 
bonus incentives 

e Encourage contractor-dealer to tie 
in with manufacturers’ national adver- 
tising and distributor's regional pro- 
motions 

e Suggest lower-cost operations. For 
example, a This 


has a two-fold advantage of reduced 


self-service section 
cost and stimulating greater impulse 
buying. 

e Create an incentive system for 
salesmen for stepping up 


stimulating enrollment of 


your own 


sales and 
additional dealers in the electric house 
wares gift campaign 

e Pass on every practical help you 
can, visual or verbal, to help the dealer 
open a wider market and increase his 
profit mileage in electric housewares 


gift items. 
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Housewares and the Distributor 


We asked H. S. Perkins, chairman of the Sales Promotion 


Committee of the NEMA Electric Housewares Section, a 


few questions on the progress of the electric housewares 


campaign with respect to distributors. Here are his answers 


WwHNEN a 

Just 

pro 
jamiultar witli 
j > ; , 
Peen avie 10 
guestion across t 
distributors 
laken to 


paig 


The 1954 NEMA Electric 
Section promotional program is one of 


He susewar»res 


industry coordination and concentra 
tion on the sale of electric housewares 
pinpointed by the uniform desirability 
of electric housewares as gifts for im 
portant gift occasions. It is a program 
established by the various manufactur- 
er members of the Electric Housewares 
Section of NEMA. It provides for year 
round use of 
emblems 


streamers and 
and 
blems should be used on store windows 


window 


These streamers em- 
and inside the store to further pro- 


mote the sale of electric housewares 
within the dealer's place of business 
In cooperation with the dealers and to 
support this program, much publicity 
has been gained through various con- 
sumer magazines with more to follow 
The electric housewares gift theme be- 


fan as a program some five years ago, 
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and has grown in momentum ever CIECIric housewares 


since with continuing programs each bution among thet This is an 


year. It has grown to the where excellent idea and certainly helps to 


hitty 


point 


some thousand retailers are now increase their volume ectric house 


cooperating by displaying these stream wares sales 


ers and emblem 


Distributors may have been a little 


reluctant first accept the advan 


a. on 
tages of the electric housewares pr distribute 


however, displaying ning another cont 


They are, f 


pram 


will be available 


age electrica itor could 


ysromotre the house 
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romotion 


smen tell the 


help the 
! 
merchandise 


the retail each item 


intelligent 


increases his 


increasing enthusiasm 


increasing enthusiasm tor this plan 


and more distributors are each year 


exerting active effort to make it a 


successful one because it is to their 


advantage to do so as well as to the 


dealers and manufacturers 


results can the com 


W hat 


mittee 


cifl« 


rt as to distributors interest 
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and actu in the electric houseware 
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groups 


- , sh ta 
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Many distributors in various sections 


of the country have even purchased the to make this program successful. 





By Samuel Fingrutd 


Chairman 
Electric Housewares Committee 
National Assn. of Electrical Distributors 


am an electric housewares distribu- 

tor. More than that, I am a God 

fearing, independent citizen and a 
businessman. I endeavor to serve my 
country, my church and my communi- 
ty in many ways. I strive to be a 
respected member of society. 

I have spent more than half my 
life in the wholesale business. During 
the process of gathering experience I 
have learned many things. Among the 
things I learned the hard way is that 
a distributor and factory interests are 
mutual up to a point; then they be- 
come completely divergent. 

Despite the fact that we employ our 
own capital in our business and have 
now had over 30 years experience, the 
factory still does not take us into 
still claims it knows 
what we 


It knows 


confidence and 
better 
should and 
among other things: 

e What the potential of our area 


than we do as to 


should not do. 


really is. 

e What our customers and salesmen 
quotas should be. 

e How many displays we should 
buy. 

e How much loss or markup we 
can afford to absorb on each promo- 
tion. 

e How 


have to keep our organization stimu- 


many contests we should 
lated. 

In short, by divine wisdom of some 
sort, they see all and know all. When 
we resist, or reject a single pet project 
we become known as negative think- 
ers Of non-Cooperators 


We believe in cooperation, but we 
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An Electric Houseware 


Distributors Creed 


This is an excerpt of an electric housewares "Dragnet" 
skit presented by Mr. Fingrutd before a group of man- 
ufacturers meeting with the NAED Electric Housewares 
Committee at the Conrad Hilton Hotel in Chicago 


believe in many other things, too. We 
believe in our own ability as success- 
ful merchandisers. We must have self- 
respect to believe in ourselves. With- 
out that we would not have character 
or a good name—all of which means 
more to us than money and any sales 
contract on earth. 

After long and serious consideration, 
therefore, we are determined—no mat- 
ter what the cost may be—to continue 
to say no to the things our suppliers 
want us to do if, after careful analysis, 
we feel they are not in the best in- 
terests of our business. 

We will not take in deals, displays, 
advertising campaigns or anything else 
except as we want them, and only in 
the quantities we want them. 

We will not remain quiet and 
speechless when factory men tell us 
that we are unfair or non-cooperative, 
too old, have no initiative. 

We will not permit theoretical fac- 
tory experts, especially those who have 
never had a nickel’s worth of actual 
wholesaler’s experience, to tell us what 
we must or must not do in the running 
of our business. 

We will, however, continue to: 

e Work our territory diligently and 
strive to sell profitably as much mer- 
chandise as possible. 

e View with an open mind every 
sales promotion and campaign the 
factory presents—accepting what we 
think is good, rejecting those that are 
not 

e Be interested in our own profit 
record first and our sales record second. 

e Be as cooperative as possible 


while retaining our self-respect and 
the exclusive management of our busi- 
ness. 

e Take an active interest and give 
wholehearted support to the electric 
housewares campaign as planned by 
NEMA. 

e Encourage and assist in the ade- 
quate wiring program so necessary to 
the continued growth of our business. 

e Make suggestions for the better- 
ment of our mutual operations by 
asking our manufacturers to: Make 
every effort to change their packing 
so that it may conform with parcel 
post place conspicuous 
220 V appliances; 
(not exchange or 


regulations; 
labels to identify 
accept for credit 


replacement) any nev electric house- 
wares that are defeccive; discourage 
the use of cruises, trips or other such 
contests for strictly loading purposes; 
pray that, through better engineering, 
new products be built to replace or 
supplement our present ones so that 
we may get the additional volume we 
need so badly. 

We are mindful and thankful for 
the splendid cooperation you have al- 
ways given us. We are grateful for 
the opportunity of meeting with you. 
We are thankful that we are part of 
an industry that can boast of such 
good fellowship among competitors 
And we hope that, God willing, we 
may do this often—you making the 
goods, we complaining and squawk- 
ing constantly. 

Don’t take our complaints too seri 
ously. The time for you to worry is 
when we stop 
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is is the business end 


You'll find real business at the 
grip end of this portable electric drill. Cable 
replacements for portable electric hand 
tools and other electrical equipment can 
be a profitable line for the wholesaler who 
stocks and sells Hazacord Flexible Cords. 


Hazacord Flexible Cords—light, heavy and 
shielded heavy duty—provide a complete 
line for virtually every tool application. 
Hazacords are made to the same exacting 
tolerances as heavy duty Hazard cables 
with tire-tread toughness and extra 
flexibility. The Hazaprene ZBF sheath is 
cured in a continuous metal mold to 
provide the durability required to with- 
stand rough handling, twisting and 
abrasion. This quality cord is a best seller. 


Write for Hazacord Bulletin H-444. The 
Hazard Insulated Wire Works, Division 
of The Okonite Company, Wilkes-Barre, 
Pennsylvania. 


Here is part of your Hazacord market: Chemical Plants « Mines « Steel 
Mills * Shipyards « Railroads «+ Garages + Construction » Maintenance 


ZACORD WQ2® portable cables 


(1958 
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PRESENTING THE 


FRIG 


WINDOW TYPE Room AIR 


Yo, Ye and 1 Ton uni 


Dramatically new! 
Designed for year ‘round comfort. 


FRIGID offers this popular priced, 
profit making line with features 
demanded. Modern Styling; Dehu- 
midifier; 2 Speed Da-Nite Cooling; 
Exhausts Stale Air . . . Intake fresh, 
cool outside air; Double Size Filter 
for greater health protection; U.L. 
and C.S.A. Approved; and a 5 Year 
Warranty. 


A mere flick of the liigidial 
for desired temperature 


Now ! that added boost to your profit 
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It's FRIGID for Home and Industry - 
Jobbers:— 
Send 
for 
new 
1954 
INlustrated 
catalog 
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FR IiGi D INCORPORATED .- 
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 Elecho-Coutwl 


ELECTRICALLY REVERSIBLE 


WINDOW FANS 


IT’S NEW! IT’S DIFFERENT! 


Exclusive Push Bottom control...no more pulling 
or tugging... just push buttons for complete auto- 
matic control. Handsomely designed to harmonize 
with any decor... Just push a button for refresh- 
ing outdoor air to fill the room or for exhausting 
stale air. 6 quiet speeds...3 Speeds Exhaust, 
3 Speeds Intake, Fully guaranteed. 


FRIGID means quality, styling and guaranteed perform- 


e...and priced right to give you more profits in '54. 


Reversible Window Fans * Hassock Fans * Attic Fans 


Shutters * Exhaust Fans 
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128 Thirty-second Street + Brooklyn 32, N.Y. 
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A MESSAGE TO AMERICAN 


A 20-YEAR RECORD... 


INDUSTRY 


The Electric Power Companies’ 
Case for Public Confidence 


An economic study of the record of the investor- 
owned electric power companies of the United 
States over the past twenty years underwrites 
their claim to public confidence today. A key 
factor of this record is set forth by the chart in 
the middle of this page. This shows that while 
the cost of living as a whole has almost doubled, 
the average price of electric energy for residen- 
tial use in the United States has been cut in half 


performance of these companies during World 
War II, J. A. Krug, Director of the Office of War 
Utilities, said, ““Power has never been too little 
or too late.” The same can be said for the entire 
period of the past twenty years 
To be ready with enough power —on time 

the electric power companies have expanded 
their production fourfold since 1933. This has 


required an investment of over $17 billion in new 





Price of Residentiol 
Electric Service * --- 


Cost of Living 1947-1949+100 





ae Rade 


Contrast in Costs 


"Ciess A&B privately owned companies representing more thon 

98% of all power compony Customers 

Sources. Bureau of Labor Stotistics, Federal Power Commiss 
Bureau of the Census 
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The average prices of industrial and commercial 
power also are much lower than they were 
twenty years ago. 

Such a study confirms the record on other key 
accomplishments of the electric power companies 
during the past two decades. 

They have not failed, either in peace or war, 
to meet the nation’s rapidly expanding electric 
power requirements. In paying tribute to the 
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facilities. To raise the funds jor this investment 
they have enlisted the participation of about 3 
million direct stockholders. Through life insur- 
ance companies, banks and similar institutions, 
about 90 million Americans — more than half 
of the nation’s total population —have become 
investors in electric power companies. By thus 
relying on private investment for their expan- 


sion, the power companies have provided their 





plant and operating equipment without burden 
on the taxpayer. 

In addition, the investor-owned companies 
have paid about $12 billion in taxes to various 
governments — national, state and local — over 
the past twenty years. Unlike government-owned 
and -operated systems, they have received no 
public subsidies. When taxes and subsidies are 
taken into account, the rates for electricity 
charged by the investor-owned companies have 
been as low as, or lower than, those charged by 
government-owned and -operated systems 

Many Americans do not appreciate the job 
that the power companies have done over the 
past two decades. That is due, in part, to the 
public memory of financial abuses by some utility 
holding companies during the 1920’s. This mem- 
ory obscures a clear and unprejudiced view of 
the progress since those days. And some of the 
all-out advocates of reliance on government 
rather than on regulated private enterprise for 
the development of our power resources do their 
best to keep this memory of the past alive in 
the present. 


An Impressive Case 


Some special cases of electric power develop- 
ment may involve problems for which the in- 
vestor-owned companies are unable to provide 
full solutions. This may be true, for example, of 
some large multiple-purpose projects that com- 
bine electric power generation with related de- 
velopments such as the improvement of naviga- 
tion, flood control and the irrigation of arid lands. 
Some of the economic and administrative prob- 
lems imposed by such projects are not well 
adapted to effective handling by private enter- 
prise. Flood control and the improvement of 
navigation, for example, usually involve the pro- 
vision of much costly service over and above the 
cost of producing power. 

It is true, however, that in some cases devel- 
opment of the electric power side of multiple- 
purpose projects by private enterprise may well 
be more feasible than would appear from state- 
ments by some government power advocates. 
And the record indicates that even in those proj- 
ects on which both the power generation and the 
other services are handled by public authority, 
it may well be desirable to have the investor- 
owned companies assume the transmission and 
distribution functions. 

Our study of the record of the investor-owned 
and -operated companies over the past twenty 


years has led us, of course, behind the statistics 
that bear on the wisdom of giving them a pri- 
ority in the development of our power resources. 
It reveals that these enterprises are manned by 
people who, through lifetime experience, are 
peculiarly conversant with the needs of the com- 
munities they serve. They have given the con- 
sumer notably good service while conforming to 
standards set and enforced by public regulatory 
commissions. They have won the confidence of 
the investing public. By their nature and their 
experience they are competent to handle any 
power program that can be demonstrated to be 
economically sound. 


The Paramount Public Interest 


By their economic performance during the 
last twenty years, the electric power compa- 
nies have earned the confidence of the public. 
By relying on these companies to meet its electric 
power requirements the public will fully protect 
its economic interest in ample and efficient serv- 
ice at fair prices. 

That is where our study comes out. Our find- 
ings do not touch the political consideration that 
private operation of electric utilities under pub- 
lic regulation is a safeguard against further con- 
centration of both political and economic power 
in a federal government that already commands 
too great a concentration. But if these findings 
make an economic case for preferring power de- 
velopment by tax-paying business as against 
power development by governmental agencies, 
they clear the way for an appeal to the paramount 
public interest in safeguarding our personal and 
political freedoms against the further encroach- 
ment of government. 





This message is one of a series prepared by 
the McGraw-Hill Department of Economics to 
help increase public knowledge and under- 
standing of important nationwide develop- 
ments that are of particular concern to the 
business and professional community served 
by our industrial and technical publications. 

Permission is freely extended to newspa- 
pers, groups or individuals to quote or reprint 
all or parts of the text. 


Reuata ll Mehra 


PRESIDENT 


McGRAW-HILL PUBLISHING COMPANY, INC. 
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Is Modern Low-Priced Circuit Protection 


It Simplifies the Contractor’s Job 
It Solves Distributor’s Problems 
lt is Boosting the Profits of Both 


CUTLER: HAMMER 


UNIT BREAKER = ey \c) eae) 


a — [0] —_ all : MORE DETAILS ® 








THE NEW CUTLER-HAMMER UNIT BREAKER 
Spells Convenience for All 
and Sales for You 


* Convenience for 
the USER 


because restoring service is 
like snapping on a light-switch. 
No fuses to buy—no fuses to 
replace. 


* Convenience for 
the CONTRACTOR 


because it makes selection of 
equipment and installation 
fast and easy. 


The UNIT BREAKER is fundamentally 


, Three Components * Convenience for 


the DISTRIBUTOR 
because now he carries min- 
imum stock for maximum needs 
and fills orders fast. 


1 A case 
® with bus bar 


2 A few 


® circuit breakers 
‘\ 

















; 
3 A cover — 
* (surface or flush) 


ay 


The UNIT BREAKER is fundamentally an ‘‘Assemble-it-yourself”’ Unit 


The contractor installs the case. He selects the proper capacity breakers. He pushes 
them into place, tightens terminal screws, puts on the cover. That is all. 





Wat et = 


oh 


The UNIT BREAKER is the most convenient, 
easiest to install, fastest to complete 


With nothing in the case but the bus bar assembly, there's 
plenty of space for wiring. The individual circuit breakers just 
PUSH into place and each has but one straight-wire terminal. 


, 


The UNIT BREAKER is the easiest to stock 


Only 6 case sizes accommodate any circuit combinations from 1 to 32 
circuits. With a minimum stock you can meet a wider range of appli- 
cations. No slow-moving, no “dead” items. No tied-up inventory. 
Also raintight and special types available. 











In addition to CUTLER-HAMMER QUALITY you get these plus features— at new low prices 


Ambient compensated. The Unit Breaker won’t 
pre-trip in hot climates or atmospheres. No 
tricks. No kicks. No trouble. 
Thermal-magnetic. It protects both ways against 
heavy overloads and short circuits. 

Compact and strong. Today, bulk no longer 
means strength. Materials used in Unit Breaker 


construction are lightweight yet extremely rugged. 
Quick make and break. For long, dependable 
contact life. 

Free Handilog. Send today for free copy Handi- 
log pocket catalog, selection charts and all in- 
formation. CUTLER-HAMMER, Inc., 1327 W. 
St. Paul Avenue, Milwaukee 1, Wisconsin. 


CUTLER-HAMMER 


Soo 
= UNIT BREAKER 





to back you during 


A special Jubilee catalog 
of sealed beam floodlights 
and accessories! 


LIGHT'S 


A great prize campaign 
te give you a chance to 
win hundreds of dollars 
worth of valuable gifts! 


AND NOW... Aluma-fih... 


a sensational new line of sealed beam 
fixtures and accessories in a highly 
glossy aluminum plate! 


DIAMOND 3 





JUBILEE 





Adapter wiring box, 


Regular medium 
base lamp holder for 
sealed beam par 38 
R-30 and R-40 
lamps. 


complete with side 
cover plate, gasket 
and one close-up 
plug. For use with 
1 to 4 lamp holders 


Utility medium base 
lamp holder for 
sealed beam PAR 38 
lamps 





Mogul base lamp- 
holder for sealed 
beam R-40, 300 w 
and 500 w lamps. 


Wall mounting junc- 
tion box, complete 
with wood screws 
and sealer. For use 
with 2 lamp holders. 





Cover plaie 5” x 
3%". Complete 
with gasket and two 
screws for mounting 
on a GEM or FS box 





Round Box—4 holes 
tapped 2” NPS 
complete with cover 
plate gasket and 1 
close-up plug. For 
use with 1 to 3 
lamp holders. 


Garden Spike unit, com- 


plete with 6 ff. SIT 
cord and plug. 


6 ft. SJT cord and plug 
complete with spike and 
plate. 





Cover plate. 44%" in 
diameter. For use 
with single lamp 
holder on wall or 
#B box. May be 
used as flange 














AUP AY a 


38 North Second Ave 
Mount Vernon, New York 


Personalized attention given-lighting layouts 
on request. Write for the light's 
Diamond Jubilee Catalog. 
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THE SALESMAN’S TECHNICAL NOTES 
BASIC CIRCUIT OPERATION 





AUTO-TRANSFORMER 


5 eo i 


< LIMITER 








«Starters provide preheat current. 
«Compensaror aids starting of 


STARTER ' wor rome 


—_— << << <<. <e <e ae ae ae | — 


fh. 


Line curren? flows When starter contacts 
through ballast wind- open, magnetic tie/d 
19, lamp *ifamernts, collapses, generating 
and starting contacts, voltage high errough yo 
heating tilaments ard establish arc through lamp. 
Setting up magnetic Ballast then serves to 
4ield around ballast hivnt? s/amp current. °Atter famps start. arrangement 
\ of preheat cotls bucks out 
Fe Ww preheat current 
“ i 2 Fs fo ¢ 
_— ‘ ~BALLA Ty’. « ee LAM Pp’ , /,? 


~ wt 








TRIGGER START 











oe 
yn OU 
s STARTER 


i nh ea tn. ae a ab ae at af 











Lamps operate (1 serves. 


MODIFICATIONS of tars basic crreu/t, shown at right; - Auto. transformer acts as limi fer. 
eliminate first the starting switch, then the necessity ~*Preheat current Flows continuously. 
tor tilament prehearing. 


STARTERS 


Bimetal Contacts > 


Gas- 

Filled é 
Bulb = -High initial voltage star’s samps 
by brute force” without pre- 
+4 heat curr ert. 


INSTANT (LEAD-LAG) START 


LIMITERS 
AUTO - TRANSFORMER 
























































GLOW SWITCH MANUAL NO-BLINK WATCH DOG 


sCurrent causes sLomp starts norm- + Llamp starts norm 
astharge 925, allyaswith glow §allyas with glow 
Closing bimenal con- switch. suis th. 

tacts and preheating »/¢ not, R heats up, -/trwt, &; hears up, 

tilaments. opening Land opening C and 

e Bimera/ cools, open- aking circuit breaking crrcatt gr 

ing contacts. «Pressing button + ke heats upand -Voltage across winding C starts 
- Inductive kick of B resets circuit holds C oper unt} lamp /; then voltage across 
ballast starts lamp. atter lamp 1s replaced. famp 1s replaced. A+B+C starts Lamp 2. 
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Pinpoints the Information You Need on... 





Fluorescent Accessories 


By W. J. Novak 
And J. F. McPartland 


PERATION of any fluorescent lamp 

requires selection and proper ap- 

plication of a suitable ballast. In 
addition, preheat type hot cathode lamps 
need some type of starter to facilitate 
initiation of the arc in the tube. Each 
of these accessory devices is available in 
a wide range of capacities and character- 
istics to suit the requirements of different 
lamp types and different circuits 


Ballasts 


Basically, a ballast is an 
circuit component used with fluorescent 


electrical 


lamps to provide the necessary voltage 
tor striking the mercury arc and then 
to limit the amount of current flowing 
through the lamp. Each type of fluores- 
cent lamp requires a ballast designed 
for its particular operating character- 
istics. Ballasts differ mainly in the open- 
circuit voltage they produce for the lamp 
Ballasts for use with preheat type lamps 
produce starting voltages up to about 
206 volts. Ballasts for instant-start and 


cathode lamps produce 


multiple cold 
starting voltages from about 450 to 750. 
e Preheat Type Ballasts—Ballasts for 
use with standard preheat hot cathode 
lamps are either simple chokes or chokes 
and autotransformers. (A “choke” is a 
coil of wire, wound on a laminated iron 
core and having the effect of limiting 
current flow through it.) The fluorescent 
lamp, because it contains a gaseous dis- 
charge, represents what is called a “nega- 
tive resistance,” that is, the current would 
continuously increase until the lamp was 
destroyed if some means were not used 
to limit it. Every ballast must provide 
sufficient choking action to stabilize the 
current. 

Preheat ballasts for smaller lamps are 
simply chokes—they limit the current 
and divide the line voltage (110-125 
volts) with the lamp. Ballasts for the 30- 
and 40-watt sizes of preheat lamps also 
include an autotransformer to step up 
the line voltage. The higher voltage is 
then divided between the lamp and the 
choke, with each getting about half of 
the total. 

In a two-lamp ballast, a 
choke coil is used for each lamp. One 
of the chokes has a capacitor in series 
with it and the lamp, causing about 120 
degrees of phase displacement between 
currents in the two legs of the ballast 


seperate 
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circuit. This improves power factor and 
has the advantage of minimizing stro 
boscopic (flickering) effect. Of the two 
lamp-circuits from the ballast, the onc 
called the 
“lag 


with the 
circuit; 


capacitor in it Is 
lead the other, the 
The lamps on these circuits are 
ind “lag lamp.’ 


circuit 
designated “lead lamp 

Two-lamp ballasts for standard 15- 
to 40-watt lamps “compen 
sator” in the starter circuit of the lead 


lamp. This compensator is a choke coil 


require a 


which provides proper current for pre- 
heating the cathodes of the lead lamp 
It facilitates starting and assures normal 
life and satisfactory lumen maintenance 
of the lamp. The starting compensator is 
built-in in most multi-lamp ballasts of 
the preheat type. When such a compen 
sator is not part of the ballast, it should 
be externally added for multi-lamp pre 
heat operation. 

Ballasts containing two or three simple 
series choke coils in parallel are available 
for use with two or three lamps of the 
14-, 15-, 20- or 25-watt size. These units 
are designed for use in multiple-lamp 
fixtures. 

Many three-lamp 
using 40-watt lamps 
ballasts. These ballasts contain one lead 
ing circuit in parallel with two lagging 
circuits and have power factor of about 


industrial fixtures 


have three-lamp 


9O per cent 

A four-lamp ballast is made to oper 
ate two 85-watt lamps in series on each 
leg of a modified two-lamp ballast. Ap 
plication of this arrangement is restricted 
to supply circuit voltages in the ranges 
of 199-216, 220-250 or 250-280 volts. 

Trigger-start ballasts are available 
for split-second starting of preheat lamps, 
using starters. This is accom 
cathode-heater windings in 
These ballasts are made for 


without 
plished by 
the ballast 
single-lamp operation of 14-, 15-, 20- 
and 32-watt lamps. With this type of 
operation, lamp life is reduced about 20 
per cent 

Rapid-start ballasts are available for 
use with two 4-foot 40-watt rapid-start 
lamps. Such a circuit uses no starters; 
special cathodes in the lamps are heated 
directly by the ballast. Preheat or instant- 
start lamps cannot be used on rapid-start 
ballasts. 
e@ Instant-Start Ballasts—Ballasts de- 
signed for use with slimline and instant 
start lamps have only two functions 
provide proper starting voltage and limit 
current. In these circuits, there are no 
starters or cathode preheating. Generally, 
because these ballasts must provide con- 


siderably higher voltages, they are physi 
cally larger and have somewhat greater 
electrical losses than preheat type bal 
Slimline 
lamp currents of 120, z 


ballasts are available for 


200. 300 and 430 


lasts. 


milliamperes 
Instant-start ballasts are made for mul- 


tiple- and series-type operation. Series 


type ballasts are made for instant-start 
and slimline lamps 

Hot or cold cathode fluorescent lamps 
may be operated on series-type or mul 
tiple-type circuits. Special lamps are 
recommended, 


cuits. Cold cathode fluorescent lamps ar« 


however, for series cif 


commonly operated on high voltage 


series circuits. Transformers for such 


circuits are rated in milliamperes—th« 
capacity of 


maximum current-carrying 


depending upon the 


transformers 


the transformer 
these 


15,000 volts, 18 t 


lamp used. Sizes of 
range from 2,000 to 
120 ma 

Resistance ballasts 
current 


( milliamperes 


(no choke coil 


are used to limit flow through 


a lamp on a direct current circuit. An 


inductance coil is used, however, to give 
a voltage kick 
@ Ballast Construction—-A typical bal 


last is enclosed in a metal container filled 


to start the lamp 


with a heavy impregnating compound 


coils and capacitor 
heat 


heat, 


which surrounds 


such as to radiate 


Ballasts create 


Construction 1s 
and minimize hum 


however, and should be ventilated 


Starters 


Starters are used 
type lamps and ballasts. The purpose of 


only with preheat 


the starter is to complete a circuit for 


current flow through the lamp filaments 
and then quickly break the circuit when 
the filaments are« The 


basic type of starter is an ordinary push 


sufficiently heated 
button, in series with the lamp filaments 
across the supply voltage. By depressing 
the button, current flows through the fil 
aments. After the button 
is released, and a voltage 


a few seconds, 
kick 


the mercury arc 


from the 
choke jumps between 
the heated, electron-emissive cathodes. 
Several types of starters are avail- 
able for accomplishing the starting oper 
ation automatically upon closing a line 
switch. The glow-switch, no-blink, watch 
Starters ar¢ 
do the 


watch dog 


thermal switch 
Basically 
no-blink and 


dog and 


specific types they all 

The 

types prevent on-and-off blinking due to 
dead lamps 


same job 


repeated attempts to start 
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INTERCHANGEABLE 
and Junior SCREWLESS 


UICULC anne 


SWITCHES 








SAVE TIME and MONEY! | 


item 





EASY TO WIRE 


Both the JUNIOR and the INTERCHANGEABLE QUIETTE 
SWITCHES are equipped with Arrow-Hart’s screwless WIRE-LOCK 
terminals to speed up your jobs and save you time and money. 
Just strip off insulation to the length shown on the gage, insert 
the conductor into the terminal hole in the back of the switch 

. and that’s all. The wire is securely locked in for a positive 


electrical and strong mechanical connection. 


EASY TO RELEASE 


RELEASE IS EASY WITH 

YOUR “KEY TO PROFIT” nT) ) 
The ‘Key To Profit” or a small 9) 
screwdriver depresses the 

clamp spring and unlocks the 

conductor for quick release. 

No time-consuming looping 

of heavy wires, no splicing, 


no soldering or taping. 





ELECTRICAL WHOLESALING—April, 1954 





uiette 


SWITCH 


The small, compact INTERCHANGEABLE QUIETTE SWITCH saves 
time, material, money. Screwless WIRE-LOCK terminals cut installa- 
tion time, eliminate looping of wires. A special line feed thru shunt 


pe 


in single pole models means no extra wires needed; soldering, 


splicing and taping eliminated. It’s rated at 277 volts to handle 45 AMP—120 VOLT AC ONLY 
highly inductive load characteristics of fluorescent lighting jobs. : 277 VOLT AC ONLY 


NO NEED TO DERATE THIS INTERCHANGEABLE SWITCH thot gives  wmeaper TERMINALS 


quiet, mechanical operation. a 50 POUNDS 
ra ok ~ 


iy gsi r 
oer te Sie ee 


yy 


Single or Double Pole, 3-Way or 4-Way No Mercury or other fluids 


Brown or Ivorylite Silver Alloy Contacts 


Continuous Operation in any Position Strong Mechanical Connections 


Positive Electrical Connections @ Takes No. 14 or No. 12 Wire 


Quick Easy Wiring - Easy Wire Release Underwriters’ Laboratories Approved 


(NEW) Junior 
( uiette 


SWITCH 


The JUNIOR QUIETTE SWITCH for residential use in homes — and 

motels —is designed for users and contractors. Each job’s more 

profitable because each job goes faster. Compactness gives more 

working room; WIRE-LOCK terminals and box screws supported in 

base plate by fibre washers save installation time. Your customers 

will like the quiet operation of the JUNIOR QUIETTE SWITCH and : = a de 

the “plateau” handle design that gives beauty to their homes and 2 2 

keeps out dust by fitting snugly into wallplate opening. ; 120 VOLT AC ONLY 
A ground feed thru shunt in single pole models saves you splicing, , ? PLATEAU 
soldering and taping. ‘ , HANDLE DESIGN 


THE ARROW-HART & HEGEMAN E 
103 HAWTHORN STREET, HARTFOR 


Please send me the following: 


“NEW QUIETTE SWITCH” Folder 


NAME___ 
POSITION 
COMPANY 
CO. ADDRESS 


city. 
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Sell greater customer satisfaction with the 


COMPLETE AMPLEX LINE 





AMPLEX 

@ FLUORESCENT 
TUBES 
There’s an Amplex Fluorescent Tube 
of the right size and color for every 
type fixture. And the cathodes of 
Amplex Tubes are designed for high 
efficiency and long burning life... 
special coating methods assure even 
light output from end to end. 
Amplex Fluorescents make friends! 


AMPLEX 
REFLECTOR 
LAMPS 


Here’s the fastest-moving accent 
lighting line on the market! The 
inside surface of these lamps is pure 
silver. Their sealed-beam reflectors 
can’t get dirty... always retain their 
brilliance. And Amplex Reflector 
Lamps come in a full range of watt- 
ages and bulb types... all quality- 
built for topmost dollar value. 


AMPLEX 
INCANDESCENT 
LAMPS 


With Amplex you've a complete 
range of Incandescent specialty and 
general service lamps in every type 
and wattage. They are built to 
Amplex high quality standards and 
are proven sales leaders. . . setting 
new records of efficiency and 
economy for users everywhere. 


AMPLEX 
INDUSTRIAL 
Hi- BAY 
LAMPS 


Amplex R-57 Lamp is designed for 
continuous maximum light output 
in high bays. Hermetically sealed 
pure silver reflector can’t become 
soiled ... auxiliary metal reflectors 
are not needed... grime and dust 
never obscure the bulbs’ under sur- 
face from which light is projected. 
t-57 comes in 500 and 750 wattages. 


OTHER PROFIT-MAKING 
AMPLEX PRODUCTS 





Amplex Spots 
and Floods 





Amplex Par 38 
Spots and Floods 





Amplex Weather- 
proof Lamps 





Amplex 


Swivelites 





Amplex 
Colorbeams 





Amplex Street 
Lighting & Traffic 
Signal Lamps 





The Amplex franchise is today’s best bet for added sales and 
profits. National advertising, display material, prometional 
pieces and other sales aids are boosting the demand for the full 
line of Amplex lighting products. Write for full information. 
Amplex Corporation, Dept. A-4, 111 Water St., Brooklyn 1,N. Y. 


Amplex Mercury 
Vapor Lamps 





Amplex “Hi-Hat” 
Recessed Fixtures 





Amplex 
Infra-Red Lamps 


% 


Street Lighting and Traffic Signal Lamps, Swivelites, Hi-Hats and Display Lighting Accessories. a 


Incandescent, Fluorescent, Sealed-Beam Reflector, Infra-Red, Rough Service, Mercury Vapor, Photoflash, 
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w—an improved connector for 
liquid-tight flexible conduit 


(Sealtite or equivalent products) 


EXTRA STRONG 
HIGHLY EFFICIENT GRIP 


reaps bs Dm PERMANENT SEAL 


DISPLACED 
BENDING ACTION 


Y dai 


PYLE-NATIONAL 


"CT” series Connectors offer all these advantages 


EXTRA STRONG GRIP PERMANENT SEAL 


. Compression force is supported—not by the — e Plastic sleeve and conduit sheath have equivalent 
dul clone—but also by the body shank, making physical characteristics therefore the seal will last 

a vise-like clamp. the life of the conduit, unimpaired by temperature 

Gripping is well behind end of flexible conduit for variations within the limits of the conduit. 


firm anchorage against creeping loose. 

Pliable seamless sleeve makes a plastic-to-plastic DISPLACED BENDING ACTION 

grip with the conduit sheath...thereby avoids 

cutting and abrasion common to metal sleeves. ¢ Tapered grounding shank is elongated to extend 
beyond gland nut, thus avoiding short radius bends 
which shorten the life of the conduit sheath and 
more important the permanency of the joint. 


High safety factor of compression range more than 
compensates for tolerance in the outside diameter 
of the flexible conduit. 


HIGHLY EFFICIENT GROUND “CT” Series connectors can be installed assem- 

¢ Less than 10 millivolt drop. bled...no parts to lose...no wasted time. 

¢ Tapered grounding shank, integral with connector Available in straight, 45 degree and 90 degree 
body, makes a firmly wedged contact with the types for %” to 2” liquid-tight flexible conduit. 
flexible metal conduit. Meet U/L and J.1.C. standards. 


Qe 
\ dsl? 


THE PYLE-NATIONAL COMPANY 


1352 North Kostner Avenue, Chicago 51, Illinois 


SINCE 1897 Branch offices and Agents in the Principal Cities of the United States * Canadian Agent: The Holden Company, Ltd., Montreal 
Export Department: International Railway Supply Company, 30 Church St., New York 


PLUGS AND RECEPTACLES + GYRALITES + TURBO-GENERATORS + FLOODLIGHTS + CONDUIT FITTINGS + MULTI-VENT 
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There’s an ACME ELECTRI 
Dry Type Distribution Transformer 
to meet every requirement 


DESIGN A 

1/10th to 3/4 KVA. Class “A” 55°C 
insulation. Heavy duty, may be 
mounted vertically or horizontally. 


DESIGN C 

Compact, with mounting feet 
an integral part of housings 
may be installed vertically or 
horizontally. Class “A"’ insula- 
tion 55 C temperature rise. 
1 KVA to 5 KVA. 


DESIGN G 

Totally enclosed in shock 
proof steel case. For indoor 
or outdoor service. Wall or 
platform installation. Class 
“B"’ insulation. 7/2 KVA to 
10 KVA. 


DESIGN H 

Supplied with brackets for wall 
mounting or rails for floor installa- 
tion. Class “B’’ insulation, 80°C 
temperature rise. 


DESIGN J 

Full enclosed, drip proof 
for floor or platform 
mounting. Class *‘B’’ in- 
sulation only, 80°C 
temperature rise. Up to 
167 KVA, 





DESIGN K 

For wall or platform 
mounting, drip proof 
cover. 3 phase, 3KVA 
through 30 KVA. Class 
“B"’ insulation, 80 C 
temperature rise, 


DESIGN F 
For three phase service. Enclosed type with drip proof 
covers. Class “B"’ insulation. Capacities up to 300 KVA. 


Dealers everywhere are discovering that the little 
effort spent in telling their customers about Acme 
Electric Power transformers pays off a thousand 
times in unsuspected orders. Just think, almost every 
one of your customers who use electrical power 
usually needs transformers. 
Whatever the need for dry type power transformers, 
Acme Electric can supply a type that exactly fits the 
application. Acme Electric dry type transformers can 
be used to eliminate double wiring, distribute power 
at high voltage, provide 3-wire secondary circuits, 
operate 120 volt equipment from power circuits, 
boost voltage, balance voltage, insulate circuits. 
Acme Electric transformers are built for dependa- 
bility, performance and long life. They insure 
complete customer satisfaction on every installation 
they offer you hundreds of opportunites to 
increase your sales and profits. 


ACME ELECTRIC CORPORATION 
674 WATER ST. CUBA, NEW YORK 


West Coast Engineering Laboratories: 
1375 West Jefferson Boulevard . Les Angeles, California 
in Canada: Acme Electric Corp. Ltd., 50 Northline Road * Toronto, Ont. 
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High-speed drawing machines draw pure copper 
into wire... 


_ — = o 


All these, and many more essen- 
tial wire-making operations are 


under one roof... one respon- 


q 
N 
N 
, 
. 
N 


sibility ... at Carol’s complete 


ee 


cable plant. 


The result: a precision-made line 
of high quality wire and cable 
for electrical, electronic and in- 
dustrial applications. For com- 
plete facts, write or call Carol 
Cable today. 


Selected insulating materials are blended in huge in- 


tensive mixers. 


Division of The Crescent Co., Inc. © Pawtucket, Rhode Island 
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WHY 
YOUNGSTOWN BUCKEYE 
CONDUIT IS BETTER 


Youngstown is the one 
manufacturer who makes 
rigid steel conduit from 
ore to finished product. 
This ips eunes. , a 
town to control the com- > mits Oates 
plete manufacturing pro- /—& wy a Ps 
cess—your insurance f Se 
that each length of wc ~~. 
“Buckeye”. is made of we a. 
top-grade steel. ‘ Bs 


@Smooth bends reduce wire 
pulling time, especially where 
workers are cramped for 
room. Buckeye always bends 
easily and smoothly. Interior 
surfaces are mirror-smooth, 
never chip or break under 
bending or shock. That’s why 
so many contractors specify 
Youngstown rigid steel con- 
duit. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY corion Miers ici, 


General Offices: Youngstown, Ohio - Export Office: 500 Fifth Avenue, New York 36, N. Y. 


PIPE AND TUBULAR PRODUCTS - CONDUIT - BARS - RODS - COLD FINISHED CARBON AND ALLOY BARS 
SHEETS - PLATES - WIRE - ELECTROLYTIC TIN PLATE - COKE TIN PLATE - RAILROAD TRACK SPIKES 
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EAVES 


GROUNDING DEVICES 


| | 


Prey Frey W 





ee ee ee a te 


Economical prices—ease of installation—trouble-free service .. . 


all yours with Weaver grounding devices! 


GROUND RODS AND CLAMPS 
They're designed for each other! RODS are com- 
pletely copper armored...safe from corrosion. 
Rigid steel core and sharp point make driving easy. 
The CLAMPS grip firmly .. . hold connections under 
extreme pressure permanently. Rounded screw point 
prevents rod damage. 


POLE BOTTOM GROUND PLATES 
... have 25% larger copper area than other 
commonly used plates. That means: greater 
conductivity—better overload dispersal. WRITE TODAY FOR 
Solderless connector with vibration- proof SAMPLES AND CATALOG 
lock washer assures high pressure contact : Mr. Wholesaler: 

that stays tight for keeps. 


GROUND CLAMPS ui Approven) 
Cast in bronze for complete resistance to 
rust and corrosion. They're easy to use and 
make permanent ground connections. The 
only complete line of bronze clamps for 
V%,’’ to 4’’ pipe. Competitively priced. 


Weaver's cooperative sales 
policy, good discounts and 
low prices mean more Sales 
and profits for you 


" 2110 HOWARD ST. - ST. LOUIS 6, MO. 


telephone CEntral 1-088] 
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UNITED STATES 
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To help you sell U. S. Electrical Wires and Cables, 
these are working with you and for you 


S A DISTRIBUTOR or wholesaler of U.S. Elec- 

A trical Wires and Cables, you are backed up 

in your sales efforts not only by the prestige 

of the United States Rubber Company name, but 

also by advertising which penetrates into every 
field. 

Electrical, railroad, utilities, municipal, mining 
and other industrial publications month after month 
carry the advertising story of U.S. Electrical Wires 
and Cables. Hundreds of advertisements of other 
“U.S.” products, appearing in newspapers, con- 


sumer and industrial magazines, radio and TV, 
hammer home constantly the quality and perform- 
ance of “U.S.” Your customers are U.S. Rubber 
conscious before you start. 

And behind all this are “U.S.” factories, labora- 
tories, rubber plantations, experimental stations— 
working day after day to develop the finest products 
possible, and to develop new types of wires and 
cables to meet the advancing demand of industry. 

A good product, an all-embracing advertising 


campaign—these are working for you and with you. 


RUBBER COMPAN Y 


ELECTRICAL WIRE AND CABLE DEPARTMENT + ROCKEFELLER CENTER, NEW YORK 20, WN. Y¥. 
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for TOP lighting performance | 


CHOOSE ABOLITE 


a as 
f 





You can assure complete customer satisfaction on 
every lighting installation when you sell 
ABOLITE Reflectors! Whiter-than-white Titan- 
ium inside finish floods more brilliant light to 
provide maximum lighting efficiency. Vitreous 
fired Lifetime Porcelain Enamel, inside and out- 
side, is glass-smooth, easier to keep clean. Ventila- 
tor slots (on industrial units) automatically cir- 
culate air and keep grime from settling on lamp 
and reflector . . . 7% more up-light is provided 

. lamps stay cooler, last longer. It’s the line 
that’s first with practical features for better light- 
ing and easier installation. Write for the Abolite 
Catalog. 
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ALL-WHITE FINISH AND VENTILATOR SLOTS 
NOW AVAILABLE AT NO ADDITIONAL COST! 





STANDARD DOME 


best possible unit 
for general light- 


4 
= ing requirements. 


SHALLOW DOME 


for widespread il- 
lumination in fac- 
tories, 
etc. 


garages, 








HIGH MOUNTING 


for concentrated light in 


high bay areas. 





PROTECTO SHIELD 


protects R 52, R 57 type 


lamps against breakage. 


ds 


DEEP BOWL 


for general industria! 
lighting; work bench- 
es, assembly lines. 


MERCURY VAPOR 


high and low bay, 
for high efficiency 
industrial lighting. 





OUTLET BOX 
REFLECTORS 


reflector top 
serves as outlet 
box cover and 
connector. 


ay 


CARGOLITES 


swivel type, for docks, 
piers, freight loading 


platforms. 





FLOODLIGHTS 


mercury vapor and 
incandescent, for 
every outdoor appli- 


cation. 








RAYOLITES 


adaptable to a wide 
range of uses in ex- 
terior and _ interior 


floodlighting. 





YARDLITE 


complete with all fit- 
tings—for safe, eco- 
nomical outdoor 
lighting. 








GLASS STEEL 
DIFFUSERS 


for soft illumination 
of schoolrooms, of- 
fices, showrooms, 
gymnasiums 





ighting DIVISION 


The JONES METAL PRODUCTS Co. 


WEST LAFAYETTE e 


OHIO 
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NEW RACO 
LOCATOR COVER 


MAKES IT EASY TO 
FIND OUTLET BOXES 
IN NEWLY PLASTERED 
WALLS 


COMPARE THE COSTS 
PER OPENING! 


No. 788—'2" Raised e@ No. 789—%" Raised 





THE OLD WAY 
cost—dollars 


Box and device ring installed Plastering completed. Some 
ready for the plasterers. boxes may be completely 
Opening is unprotected. covered by plaster. 
Location is unmarked, 





Box located by tapping or Both box and conduit must 
painting wall with water. be cleaned. This is time con- 
Plaster fragments fill box suming and costly. Plaster 
and conduit. Plaster cracks. requires patching. 


AON WRITE TODAY! 


ALL-STEEL EQUIPMENT INC. svrona, ntinos 
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Aluminum Bus Duct in 
stallation at the new, com 
pletely modern plant of 
Cadillac Gauge Company 
Detroit. This job is typical 
of hundreds across the na 
tion where plants are say 
ing money by specifying 
BullDog Aluminum BUS 
tribution Duct 


le 


ULLDOG A 
UStribution. DUCT 


BullDog Aluminum LO-X Duct feeds 
power to runs of Aluminum Plug-In 
Duct at Cadillac Gauge. 


Everything you expect in bus duct! 


~*~ PERFORMANCE: If you're looking for 
safe, efficient, low cost electrical distribu- 
tion, check into BullDog BUStribution Duct 
with aluminum bus bars. Seven years of ex- 
haustive research and hundreds of actual 
installations prove that aluminum bus duct 
will provide trouble-free, economical, and 
efficient performance. Aluminum is no ex- 
periment or substitute — it is here to stay. 
Aluminum bus duct is listed by Under- 
writers’ Laboratories, Inc., and carries the 
same guarantee as BullDog’s other systems. 


*- INSTALLATION: Runs of aluminum bus 


ELECTRIC 


duct can result in a considerable weight Get complete information on Alu- 
minum LO-X Duct (for feeder 


and welder circuits) and Alumi- 


. . . num Plug-In Duct (for branch 
simpler, faster, more economical. Like all — , 
circuits). Consult your local 


BullDog BUStribution Duct Systems, alu- Ruliine Wake Mallniet ap wilte 
minum bus duct is completely reusable. It Rulifien Slestsie Pecdusts Com- 
is completely interchangeable with other pany, Dept. WH-44, Detroit 32, 
BullDog Duct Systems, plugs and accessories Michigan. ©BEPCO 
* ECONOMY: Because you save in the 
original purchase price, in installation and 
operation costs, BullDog aluminum bus 
duct brings you the lowest possible current- 


savings. This light weight, plus BullDog’s 
patented scarf-lap joint, makes installation 


carrying cost per ampere per foot 


LLDOG \ 4 


PRODUCTS COMPANY THOROUGHBRED IN ELECTRICAL EQUIPMENT 
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THE ORIGINAL 
INDENTER TYPE 
E.M.T. COUPLINGS 
AND CONNECTORS 





Briegel, the Original Indenter Fittings are 
neater in appearance, easier and 

faster to use. Installation is simple and 
less expensive. Two quick squeezes 


sets them forever. Try B-M Indenter 


Fittings and get more profits 
from each job. Ey 
All B-M Indenter Fittings are ey A 2\ 
U. L. approved as Concrete- 
tight and for General Use. 
Vert. 


(File Card E 10863) 


METHOD 
| i 
CO. 


GALVA,*® ILLINOIS 


Warehouse Stocks in Principal Cities for Immediate Delivery! 
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= 
You ast can’t miss with 
Tiger Brand. 


Electrical Wire,3 
and Cable 





Tiger Brand Varnished 
Cambric Cable is the 
most economical way to 
} ) transmit large blocks of 
power short distances. 





A merclad To withstand physical 


abuse, moisture, sun and oil, use Tiger Brand Amer- 
clad for all sorts of portable equipment. 








Amerbestos Tiger Brand Amerbestos 


is a true quality heat resistant material. 
The asbestos is felted for greater 
durability. 
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Ampyrol 


Tiger Brand Ampyrol 
features thin-walled 
thermoplastic insula- 
tion, brilliantly color 
coded, easy to strip. 


Submarine For underwater power 


distribution, there’s a Tiger Brand Submarine Cable 
to withstand any operating condition. 











Paper 


Leading utilities specify 
Tiger Brand Paper Insu- 
lated Cable for their most 
critical high voltage instal- \ A ls 
lations. Lai merican Steel & Wire specializes in 


wire and cable that must withstand abu- 





sive service. No matter what kind of oper- 
ating condition you may have, there is 
probably a standard Tiger Brand Wire or 
Cable that will give you better service 
than you ever dreamed of. 





Send the coupon and outline your prob- 
lem. We’ll see that you get service—/fast. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, MEW YORK 


A STANDARD TIGER BRAND CABLE 
FOR EVERY SPECIAL JOB 


@ asbestos wire and cable © paper & varnished cambric 


ble 
@ mold cured portable cord = 
~ tf tig @ machine tool & building 
@ aerial, underground and wire 


submarine cable 





@ special purpose wire & 
@ shovel & dredge cable cable 


American Steel & Wire 
Room DE-44, Rockefeller Building 
Cleveland 13, Ohio 


@ Please give me more information about Tiger Brand 
Wire & Cable for 





U-S°S Tiger Brand—WQaee cs 
Co ON Se Oe ee 
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\L—<—laa 7 ZIPPY 


An — 
HIGH QUALITY... PRICED FOR SALES. 
Roebling manufacturing standards and quality 
control insure the best—priced competitively to 


boost sales. 


SUPERIOR SERVICE. The Roebling Wire and 
Cable line is complete . . . meets every require- 
ment. Strategically-located warehouses assure 


prompt deliveries. 











SIS 
CONSTANT ADVERTISING BUILDS DE- 
MAND. Full page advertisements, in color, 
reach all your prospects, every month. 


ROEBLING ENGINEERS WORK FOR YOU 


. . . their technical assistance is available when- 


ever needed to help sales. 


| 


Ee 


Ask us about Roebling distribution in your territory 


JOHN A. ROEBLING’S SONS CORPORATION 
Trenton 2, New Jersey 
A subsidiary of The Colorado Fuel and Iron Corporation 
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DODGE DISTRIBUTOR ! 


Phelps Dodge’s complete “Mine to Market” program 
assures distributors dependable supplies and service 
Here’s what ‘‘Mine to Market” means to you: 


1. A CONSTANT SUPPLY OF RAW MATERIALS. 
2. HIGHEST QUALITY WORKMANSHIP. 
3. PROMPT DELIVERY — all from one major source. 


Phelps Dodge distributors are an integrated part of this system, profit from 


working closely with a primary copper producer and fabricator. 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


WIRE BY PHELPS DODGE MEANS WIRED FOR LIFE! 
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Here are the facts about Triangle’s Hort- 


Triangle Hot-Dip Galvanized Rigid Steel Conduit is produced from choice sections 
of the highest grade ingots. This insures a perfect base for proper bonding of the zinc. 
Every length is thoroughly scoured and pickled in acid, leaving the pipe perfectly clean 


before the application of the protective zinc coating. 


When perfectly clean, the conduit is immersed in a bath of molten zinc, coating the 
interior as well as the exterior with a solid, unbroken layer of virgin zinc (99.9°%/, pure). 
The hot-dip process results in an alloying action that bonds the heavy, pure zinc 
coating to the pipe. As added protection against corrosion, the 
conduit is submerged in special formula lacquer, then 
baked, giving the conduit a smooth, even 
finish. 


Conforms to Federal Spec. ~ ‘ 
WWC-58 1b (Galvanized) ~ Combination of 
ws galvanizing and 
lacquer makes the 
inside smooth, 
uniform and 
well protected. 





EVERY LENGTH OF CONDUIT 
IS IMMERSED IN A BATH OF 
MOLTEN ZINC — 99.9% PURE 





HOT-DIP GALVANIZING IS 


UNIFORM Not 700 THIN- 


Coatings that are too thin in even one 
spot, are likely to develop tiny pin-point 
holes through which corrosion can creep. 
. There is no possibility of thin spots in zinc 
Every square inch of the conduit — inside applied by the Triangle hot-dip galva- 
and outside —is thoroughly and uniformly nizing method. The thickness of the zinc 
coated with pure zinc. Remember, be- coating is uniform — exactly the same 
cause of condensation, the inside of con- from one end to the other. Hot-dip gal- 
duit is just as subject to corrosion as the vanized coating is two or three times as 
outside. That's why it’s important to spec- thick as other coatings. 
ify Triangle Conduit — protected inside 
and outside. igi 




















Dip Galvanized Conduit. 

















A clear lacquer 
is applied and 
baked on the 
conduit. Not 
only does 
Triangle apply 3} 
the best pro- 
tective coating = = 
re L -r. (molten zinc) but Triangle also bakes on 
If the coating on conduit is too thick, it an additional transparent lacquer of 
is subject to cracking and flaking when special formula. The application of this 
being bent. Careful controls keep the baked-on coating insures a permanently 
coating of Triangle Conduit at just the smooth interior (for easy pulling) and also 
right thickness — always. provides additional protection against 


Never too thick — rust or corrosion. It also protects the 
never too thin conduit during shipment. 








TRIANGLE CONDUIT is Hot-Dip Galvanized— 


and Triangle’s hot-dip galvanizing has never been surpassed 


A 


TRIANGLE CONDUIT & CABLE CO., INC. New Brunswick, N. J. 


Manufacturers of Arteries for Electricity, Liquids and Gases 
WIRE * CABLE * CONDUIT © PLASTIC PIPE * BRASS AND COPPER TUBE 
Plants—New Brunswick, N. J.: Wire and Cable Plant, Rod Mill, Brass and 


e Z Ps 
“4 MUST Be Right! Copper Tube Mill, Plastic Pipe Plant. Moundsville, W. Va.: Conduit Plant 
ec” 





A complete line of 


V-Belts and V-Belt Drives, 
Flat Belts and Belting 


@ Whatever your customer’s belt drive requirement, 
= “U.S.” can supply it. With “U.S.” warehouses stra- 
. , tegically located across the country, you are assured 

of immediate shipment. 

To increase your sales, “U.S.” gives you sales 
engineering assistance, product training, proven sell- 
ing aids including catalogs, envelope stuffers and dis- 
plays. For more information write to address below. 


U. S. Rainbow Multiple and 
F.H.P. V-Belts 


U. S. Rainbow Multiple and 
F.H.P. Sheaves 


Flat Belts and Belting 
Special Purpose Belts 





U.S. Rainbow Q. D. Sheaves 
in a complete line 


Quick-demountable sheaves bring 
many advantages...simplicity...inter- 
changeability ... reduced maintenance 
time... lowest cost for flexible inven- 
tory. Sheaves and V-belts from the one 
source guarantee your getting the right 
sheave with the right belt—plus a com- 
plete engineering service. 


PRODUCTS OF 











UNITED STATES RUBBER COMPANY 


MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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jere’s the whole 
of our story! 


WHOLESALERS: For fast turnover and 

steady year-round profits—stock 

and sell Copper- 
Bonded Ground Rods! 


ihn rays (tM a Ch 
bers rh ! 


BLACKBURN 


’ 


f y Wil ’ 


GROUND RODS 


NATIONALLY PROMOTED - Wholesaler 
efforts backed by more than 45 Blackburn field repre- 
sentatives; National Advertising in trade publications 
and by direct mail. 


EASY TO SELL — Universal acceptance 


means steady sales, fast turnover. 


FAST DEPENDABLE SERVICE- 


from a centrally located St. Louis factory. 


DEPEND ON BLACKBURN —for a complete line 


of grounding devices and all your connector requirements. 


JASPER BLACKBURN CORPORATION 


35 Madison St. e St. Louis 6, Missouri « Phone MA 1-2821 
Distributed on the West Coast by KORTICK Manufacturing Company 
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Another time-saver from Blackhawk \ 








[Bistiowi? 
[adestries SNAP CONNECTOR 


a self tightening device that securely holds non-metalic 
sheathed cable in any box without screws or bolts... 
Saves time and trouble in any electrical outlet installation. 


U. L. Approved 


Bhackhawk’s new Snap Connector is the 
latest addition to a complete line of fit- 
tings and electrical specialties. The entire 
line is engineered and designed to provide 
efficient, fast installation. And the entire 
line is carefully manufactured to highest 
standards using the highest quality ma- 
terials and workmanship. 


Electricians everywhere look to Black- 
hawk for quality fittings and accessories 
that save them time, work and money. 
They expect that extra measure of qual- 
ity and installation efficiency that has 
made Blackhawk a leader in the field. 


Stock and sell Blackhawk products for 
guaranteed customer satisfaction, and in- 
creased sales and profit. 


Insert non-metalic sheathed cable through Snap Con- 
nector. It locks in place automatically — is there to 
stay. Any pulling back simply makes it tighter. 


Sold only through electrical wholesalers 


Specify B-I when you buy 
BLACKHAWK INDUSTRIES 


Dubuque, lowa 
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WORKING IN THE DARK 
WHEN IT COMES 
TO SELLING 
LAMPS? 


that isn’t as absurd as it sounds 


Carrying the same old bulbs and tubes as everybody else 
and letting the profitable volume business get away from you 
EVere Mi Cohvmetelcomelen( sums (atm lelstectmelticuleltisleleme tl tele( st, 


is neither necessary nor smart. 


ih metelarwesi(cmeliastelcemeslcuitaclartelsM tol M//7/ a Cian selelti te 
be sold, offering a line of lamps on the same basis and in the 
ite hmeear tan cel ertetel (teem Tol meleel ome 'celele mm sued itete) 


merchandise—no consignments, no extra paper work, no red tape. 


CHAMPION Lamps are manufactured and sold 

just that way—quality products that have earned 
customer recognition and acceptance ever since 1900. 
Here are lamps that will help you to open up new 
accounts, develop new volume and profit. 


Want the whole story? Just say the word. 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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MIDGET SIZE 


For small plant equipment — power tools, small 
machines and motors, return lubricating systems, pro- 
duction benches and machine illumination — @ 
Midget Size POWERPLUGIN is the efficient, eco- 
nomical, flexible and convenient system of power 
distribution. 

Redesigned to broaden its use through an increase 
of 6624 percent in its capacity and by closer spacing 
of outlets, the new Midget ( POWERPLUGIN 
Busduct provides “plug in and go’”’ power for virtually 
every type of small equipment, affords substantial 
savings by eliminating long lead-ins with a resultant 
voltage drop, and makes it possible to move machines 
in and out of production lines without slowing down 
or delaying operations. 

Approved by the Underwriters’ Laboratories, Inc., 
for label service, the new Midget  POWERPLUGIN 
is only 34 inches wide and 2 inches deep in size. It 
is available in standard 5 and 10 foot lengths and can 


Srank Adam 


Electric Co. \ A 


SERVICE EQUIPMENT 


Mokers of: BUSDUCT PANELBOARDS e SWITCHBOARDS 


98 


RE - 


ower 
lugin 


NOW AVAILABLE IN 100 AMPERE CAPACITY 


with plug-in outlets on 12-inch centers 


be arranged to fit almost any requirement. While 
standard sections have plug in outlets every twelve 
inches, additional outlets and special lengths are 
available on specific order. 


Midget @ POWERPLUGIN is available in 100 
amp., 250 volt feeder capacity for 2, 3 or 4 conductor 
solid neutral types for equipment requiring connec- 
tions for 14 to 3 HP, 240 volt motors or less AC or DC 
and 714 HP maximum for motors with dual element 
fuses. The 2 and 3 conductor types provide 220 
volts single phase or three phase power to motors 
while the 4 conductor type provides single or three 
phase power for motors and 120 volts for machine 
illumination. 


Recommend this new and more efficient, flexible 
system of power distribution to all your customers 
interested in greater plant efficiency. For complete 
information, contact your nearest ( representative 
listed in Sweet’s, or your @ distributor. Or send for 
Bulletin No. 720. 


P. 0. BOX 357 © ST. LOUIS 3, MISSOURI 


SAFETY SWITCHES LOAD CENTERS QUIKHETER 
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NEWS OF THE INDUSTRY 





Wehle Electric Company 
To Move Next Year 

BINGHAMTON, N. Y.—Webhle 
Electric Co., has purchased properties 
at 26 and 28 Water St., and intends to 
move its offices and warehouse there 
early next year. The wholesaler is at 
present situated at 201 Water St., in 
leased quarters. E. C. Wehle, president 
treasurer, did not disclose the purchase 
price but said the property was ap- 
praised at $80,000. 

The firm will spend about $48,000 
for repairs and an additional building 
The latter is to accommodate offices 
and a showroom 


Raybro Electric Hosts 
General Sales Meeting 

TAMPA, FLA—A very successful 
general sales meeting was held recently 
by Raybro Electric Supplies, Inc., at its 
Twin Lakes property near this city. 
Some fifty and more salesmen attended 
the two-day session. Eleven manufac- 
turers were represented by top sales 
personnel. They had definite spots on 
the program for presenting their prod- 
ucts. 

Raybro’s own W. W. (Bill) Faulk- 
ner acted as chief chef, ably assisted 
by M. O. Hollis. Both properly attired 
in fancy aprons, received compliments 
from the entire crew on the appetizing 
barbecue served Friday evening and 
the equally fine food turned out for 
Saturday's luncheon 

The meeting was in charge of J. A 
(Jimmie) Mook, Jr., manager of mer- 
chandising, advertising and sales pro- 
motion. He was assisted by R. E 
(Bob) Joines, who presented several 
new sales promotions, including some 
with attractive incentives for the sales- 
men. 


Cutler-Hammer Holds 
Salesmen Seminar 


MILWAUKEE, WIS.—The first of 
a series of Cutler-Hammer, Inc., sales 
seminars was held last month at the 
firm's headquarter’s plant in this city 
The purpose was to provide distribu- 
tor salesmen with a more complete 
knowledge of the motor control 

The three-day seminar included a 
tour of the company’s four Milwaukee 
plants, and concluded with a dinner 
and informal talk by G. S. Crane, 
president. 

The first meeting covered such 

(Continued on page 110) 
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CARNIVAL OF ELECTRICAL APPARATUS was staged by the E. GH. Electric 
Supply Co., Louisville, Ky. Forty suppliers presented informative displays 
manned by technical and sales representatives. E. G H. officials are confident 
their exhibition will stimulate sales considerably during the ming months 
in the Kentuckiana area. President of the seven year old firm is E. |. Theobald, 
Jr. Harold L. Theobald is secretary and treasurer, Jame 
manager and R. E. Hack, purchasing agent 


B tenge ale 


SON 2 
oi oe 
TWIN LAKES, on the outskirts of Tampa, was the locale of the general sales 
meeting of Raybro Electric Supplies, Inc. More than fifty salesmen attended 
the two-day session—one of the best held in recent years according to 
President Troy A. Brown and Secretary-Treasurer M. O. Hollis. The Florida 
wholesaler’s five offices, located in Tampa, Jacksonville, Miami, St. Petersburg 
and Orlando, were represented by their respective branch managers, merchan 
dise and territory salesmen 


SMILING OVER A JOKE at the Kalamazoo corner during the 10th Nationa! 
Adequate Wiring Conference was this delegation from Michigan. Among the 
many who came to Chicago for the two-day meeting were (I. to r F. J 
Tuitt, Consumer Power Co.; L. B. Houts, sales manager, L. R. Klose Electric 
Co.; Don Simpson, Simpson Electric Co.; and L. R. Klose, II, secretary 
treasurer, also of L. R. Klose Electric Co 





CALENDAR OF EVENTS 





ASTE Industrial Exposition 
Philadelphia, Pa 
April 26-30 
Exhibits 
The 1954 Electronic Components 
Symposium 
Fifth Conference 
Interior Department Auditorium 
Washington, D. ¢ 
May 4-6 
Government-industry 


conference, techni 


cal sessions 


Electrical Manufacturers Representatives 
of New England 
1954 Trade Show 
Mechanics Building 
Boston, Mass 
May 5 
Exhibits 


Show 
Show 
Drive-Thru 


Nashville Electric 
Third Annual 
Electric Center 
Nashville, Tenn 
May 11-14 
Exhibits 


Garage 


Electronic Parts Show 
Conrad Hilton Hotel 
Chicago, Ill. 

May 17-20 
Exhibits, meetings 


Second Basic Materials Exposition 
International Amphitheatre 
Chicago, Ill 
May 17-20 
Product development show, exhibits, con 


ferences 


National Fire Protection Association 
58th Annual Meeting 
Statler Hotel 
Washington, D. ¢ 
May 17-21 
Meetings 


1954 Chattanooga Electric Show 
Electric League of Chattanooga and the 
Electric Power Board 
Warner Park Field House 

Chattanooga, Tenn 
May 18-22 
Appliances, television, air conditioning, 
electric heating, wiring devices, lamps, 
lighting equipment 
Pacific Coast Electrical Association 
Annual Convention 
Hotel del Coronado 
Coronado, Calif. 
May 19-21 
Speakers, entertain- 
ment, banquet, golf, ladies’ program 


panel discussions, 


National Assn. of Purchasing Agents 
Chicago, Ill 
May 23-26 
Conferences 


Architectural League of New York 
Home Building Progress Show 
71st Regt. Armory 
New York, N. Y 
May 27-28, trade 
May 29-June 6, general public 
Displays include electrical fixtures, air 

conditioning, appliances 


Edison Electric Institute 
Annual Convention 
Atlantic City, N. J 
June 1-4 
Conference 


NATIONAL ASSOCIATION OF 
ELECTRICAL DISTRIBUTORS 
i6th Annual Convention 
Convention Hall 
Atlantic City, N. J 
June 6-11 
Speakers, committee meetings, 
booths, awards, 


conter 


ence ladies’ program 


National Industrial Service Association 
21st Annual Convention 
Hotel Statler 
Detroit, Mich 
June 13-17 
Conferences to discuss problems of small 
industrial 


shops 


electrical equipment repair 


Canadian Electrical Association 
Annual Convention 
Murray Bay 
Quebec, Que 
June 24-26 
Meetings, speakers 
Michigan Electrical Association 
Annual Convention 
Grand Hotel 
Mackinac Island, Mich. 
June 27-30 
Meetings, speakers, entertainment 


National Housewares & Home 
Appliance Manufacturers Exhibit 
Convention Hall 
Atlantic City, N. J 
July 12-16 


Exhibits 


Western Plant 
Conference 
Pan Pacific Auditorium 
Los Angeles, Calif 
July 13-15 
Exhibits, meetings 


Maintenance Show and 


Los Angeles Trade Fair, Inc. 
Sixth Western Housewares Show 
Shrine Auditorium 
Los Angeles, Calif 
August 1-4 
Trade show, exhibits 


Houston Gift & Housewares Show 
Chamber of Commerce Trade Show Con 
mittee 
Ben Milam Hotel 
Houston, Tex. 
August 15-18 
Exhibits 


Western Electronic Show & Convention 
Pan Pacific Auditorium and Ambassador 
Hotel (Convention Hdatrs. ) 
Los Angeles, Calif. 
August 25-27 
Show, convention sponsored jointly by 
West Mfrs. Assn. and Los 
Angeles, San Francisco I.R.E. sections 


Coast 


Rocky Mountain Electrical League 
Fall Convention 
Stanley Hotel 
Estes Park, Colo 
Sept. 12-15 
Speakers, meetings, demon- 
strations, banquet, golf, entertainment 


committee 


Illuminating Engineering Society 
Nat'l. Technical Conference 
Chalfonte-Haddon Hall Hotels 
Atlantic City, N. J 
September 12-16 


Meetings, conferences 


Porcelain Enamel 
Annual Meeting 
The Greenbrier 
White Sulphur Springs, W. Va 

9-October 1 


Institute 


September 
Meetings 


International 

Leagues 

The Bellevue-Stratford 
Philadelphia, Pa 

9-October 


Meetings dgiscussions 


Association of Electrical 


September 


National Electronics Conference 
10th Annual Conference 
Hotel Sherm: 
Chicago, II 
October 4-( 
Meetings 


National Association of 
Distributors 
Pacific Zone Convent 
Mark Hopk ns Hotel 
San 


Electrical 


Francisco, Calif 
October 4 


Meetings, speaker 


Indiana Electric 
Annual 
French 


Association 


Conventi 


Lick oprin 
Lick, 


French nd 
October 6-8 


Meetings, golf 


Eastern Canada All Electrical Show 
Show-Mart Exhibition Hall 


Montreal 
October 
Exhibits 


National Hardware Show 
Navy Pier 
Chicago, II! 
October 11 
Exhibits 


National Safety Council 
National Safety ( 
Exposition 
Chicago, II] 
October 18 


t2nd 


Exhibits, meetings, awards 


National Association of 
Distributors 
Board of Governor 
Hershey Hotel 
Hershey, Pa 
October t 


Electrical 


Meetings 

National Electrical 
New Orleans, La 
Octo! er t 


Conferences 


Contractors Assn. 


Radio-Electronics-Television 
Manufacturers Association 
Fall Quarterly Meeting 
Palmer House 
( hicago, Ill 


N I l 
svnOVeMmM Der | 


Meetings, committee meetings 
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[eye BEAUTIFUL, Utyhe BRULMANT 


They SEL fall NEW Ge 


CHRISTMAS 
LAMPS! 









SPARKLING 
COLORS 


WEW FILAMENT 
CONSTRUCTION 


Newly designed filaments gi these new 
la imps ven, oth colo Te tela 
No ten spots. 





COOLER... 
G-E Christmas Lamps NOW! ASE LESS CURRENT 


enough to meet the demand! 


G-E Christmas Lamps — the 
brand customers prefer! 





You can put your confidence in— 


GENERAL @@ ELECTRIC 








MEW GE 
OFFER ALLTHESE SELLING ADVANTAGES! | 


ve 


=} NEW 
FILAMENTS TAILORED TO BULB 
SHAPE. Here’s how the newly designed 
G-E C-7% Christmas Lamp looks lighted. 
A new filament gives an even, smooth all- 
over brilliance. No glare spots. And this 
new lamp burns cooler, too! 














BRIGHTER, GAYER COLORS. The 
New General Electric C-7'4 Christmas Lamps 
look so good—have such sparkling colors— 
lighted or unlighted—customers will go for 
them. Used indoors or with outdoor string 
sets, the brilliant fused-on colors won't fade 


chip or peel. 


ANOTHER G-E RESEARCH FIRST. 
These remarkable new Christmas Lamps are 
a development of General Electric Lamp 
Research. Customers ask for G-E Lamps 





knowing they can put their confidence 
in these American-made products. 





YOU'LL ALSO SELL. General Electric 
makes a full line of Christmas Lamps includ- 
ing C-6 Lamps for indoor series strings and 
C-9% Lamps for outdoor multiple strings. 









You can put your confidence in 


GENERAL (6 ELECTRIC 














NEWS NOTES from NAED 





Catalog standards sought... 
New warehousing techniques in print... . 
Changing prices—up and down 


Catalog Comm. Urges Standards 


NAED'’s Catalog Committee, 
the enthusiastic chairmanship of H. D 
Roden 


Knoxville, Tenn., conducted a very in 


under 


Roden, Electric Supply Co 


teresting meeting recently at Associa 
tion headquarters in New York. The 
meeting lasted all day and thoroughly 
examined the problems which confront 
the distributor in the publication of 
j 


his catalogs and in utilizing product 


and pricing literature supplied by 
manufacturers 

The sizes, colors and binding mar 
gins of price information-sheets, pub 
manufacturers came in for 


NAED made a care 


ful analysis of distributors’ preferences 


lished by 


special attention 


in this field, and subsequently recom 
mended, for the guidance of manufac- 
of printing standards on 
the basis of the data so collected 

The 


sistently urged the adoption of these 


turers, a set 


Catalog Committee has con 


suggested standards by manufacturers 


At its recent meeting the committes 


manufacturers are 


is in their 


noted that many 
now following these standar< 
publications. A number, however, are 
still publishing sheets which distribu 
tors find difficult to use in their sales 
men’s and counter binders. As a result, 
headquarters will again call the atten 
manufacturers Associa 


tion of to the 
id 


tion's recommendations and why their 


adoption by manufacturers increases 
the efficiency and service of their dis 
tributors 

A plan is also being completed by 
this committee whereby they will pro 


NAED 


plan for preparing salesmen’s hand 


vide members with a _ basic 


books in line with a member's par 


ticular type of business. A feature of 
the plan will include a direct reference 


to items normally carried in stock. This 
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By Alfred Byers 


Exec utive Sex reta 


National Assn. of Electrical Dist 


very intere 


New Warehousing Manual 
To Be Published 


' 
very useful infor 


Identification of Price Changes 


compiled 
bers dur 
Thes¢ 
well in 
ing and 
Generally 
mittee rep 
A Wareh 
five year 
useful 
The Warehousing Committee 
last month gave 


meeting careful c 


sideration to this manual and begar 
preparations for the publication « 
late manual for 


revised up-t 


Edward | 


1 
possible release 


Englewood Electric Supply ¢ 


cago, Chairman of committe 


lained that the 


I 
published would 


compendium of 


practices in m dern 


tors warehouses It 


specific data covering 


electrical distributors 


sizes of volume, from which 


can derive much benefit as 


able source of information 


operations of their own. B 
] 


outs, floor plans, location 


ments, description of 
, 


trucking ana f ilway requirements i 


importance will 


factors of similar 














always tops 
in rts class... 


BRONCO 40 is recommended for 
inside, non-oily locations. Where 
severe conditions are encountered 

and maximum protection is required, 

the cord and cable to specify is 
BRONCO 60 CERTIFIED with 60% 
by weight Neoprene branded jacket. 


The only 40% 
rubber-jacketed 
portable cord 

with branded jacket. 
And it is self- 
measuring, too— 
branding is 
repeated every 

two feet! 


SOLD NATIONALLY BY ELECTRICAL WHOLESALE DISTRIBUTORS 


Manufactured by WESTERN INSULATED WIRE CO., Los Angeles 58 © California 








Seen Through 3-D Glasses 


(Continued from page 31) 





has been blaming him for many of the 
troukles of the appliance industry, 
claiming he hasn't been doing a real 
selling job 

Well, maybe he hasn't been, but 
there certainly seem to be some ex- 
tenuating circumstances. Working with 
lower gross margins than prewar, a 
dealer must either cut his cost in some 
way or get more sales volume per man. 
And so often he has the experience of 
doing a good sales job and then seeing 
his prospect walk off and buy the prod- 
uct that he sold her on from one of 
the cut-price outlets 

This not only discourages his 
salesman, but if there is much of that 
sort of thing the salesman can't earn 
the money he can get in some other 
line of work, and off he goes. There 
are certainly some divergent opinions 
as to the be st sales methods and prac- 
tices in the appliance business 

I recently read an article by a big 
wheel in the electric housewares end 
of the manufacturing business, who 
said the way to sell electric housewares 
in volume was to expose them to the 
public in as many different outlets as 
possible. In other words, he says we 
need more dealers and more different 
types of stores handling electric house- 
wares. Other manufacturers, and cer- 
tainly many distributors and dealers, 
belier= that the industry would be 
muci ter off and more products 
could uitimately be sold if there were 
more selectivity in both distribution 
and retailing. Probably the product it- 
self and the policy of each individual 
manufacturer must determine the best 
method in each case. I personally think 
that the selective type of operation is 
better. Certainly that appears to be so 
in areas where smaller towns and Cities 
predominate 

Major appliances and television 
have usually been sold on a franchised 
distributor basis, and this has been car- 
ried through to the dealers in many 
cases. However, dealers frequently 
complain that so many retail outlets 
have been established on some lines in 
some territories as to destroy the in- 
centive to push that particular line. 

In any event these are some of the 
things that have caused a woeful lack 
of good retail appliance salesmen. 

I read the complaint of one dealer 
who said that as his good old salesmen 
died off, he could find no one to take 
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their places. I also note that we live, 
on an average, 21 years longer than our 
ancestors did and that one of our grow- 
ing social problems is that of the older 
folks required to retire at 65 who still 
want to work to keep themselves oc- 
cupied or need to work to pay current 
living expenses. Maybe we have here 
a partial answer to this sales problem. 
By making allowances for age and 
needs, in order to keep the job from 
being too confining, I believe that ap- 
pliance dealers can recruit some good 
older men to augment their sales 
forces. I see where a large distributing 
organization has been doing some ex- 
perimenting along the line of recruit- 
ing and training part time retail ap- 
pliance salesmen. Results have been 
good and I believe that some of the 
recruits probably came from the older 
group I mentioned. 

Another thing that our industry as 
a whole must do, in order to cope with 
the problems of high salesman turn- 
over, is to streamline our sales train- 
ing methods. We need less words and 
more pictures, along the lines the gov- 
ernment used in World War II, to give 
adequate and quick training to these 


new sales recruits. ‘ 
In 
Cerpiyety Ca 
* * 4 le rt 
Adequate Wiring Attes, Ed eo), 1°? an, 
c Ing C 7 
Ord or” thas Or 


(Continued from page 57) than Cab) e 
e 


dience of nearly 600.” 

Now over five months old, the wir- 
ing promotion is reaping substantial 
reward. Here are the up-to-date figures 
on the plan as presented by Mr. Wiatt: 

One hundred and seventy-seven jobs 
from 85 contractors having a total con- 
tract value of $39,054. Those taking 
12 months to pay represent 16 pet 
cent of the jobs and 12 per cent of 
the money; those taking 24 months 
represent 26 per cent of the jobs and 
21 per cent of the money; those taking CERTIFIE 
36 months represent 58 per cent of the 
jobs and 67 per cent of the money 
(the plan is under a 12, 24 and 36 
month payment system). The jobs 
have run from $40 to $650 with an 
average of $222. Relatively few agree- 
ments have been refused because of 
poor credit rating of the property 
owner. The maximum jobs accepted 
from a single contractor is 10. The 
goal is to accept wiring jobs at the rate 
of 100 per month. 

e The Dealer’s Role — Emerson 
Dole, general manager, Appliance Cen- 
ters, Inc., Wichita, Kan., posed the 
rhetorical question, “What more can 
and should we do to get (the) dealer 


40% NEOPRENE BY WEIGHT, jug 
D _ . 4 
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AXIAL 


LOW PRICE | 


A CEILING OR WALL 
VENTILATOR THAT GIVES YOU 


The new low-cost Trade-Wind Axial Flow Ventilator now makes it 
possible to use either wall or ceiling installation with the same 
unit of this revolutionary new ventilator. The unit can be installed 
between joists in the ceiling or between studs in the side wall 

The Trade-Wind gives you straight-through axial air flow plus 
super-powered suction. And it sells at a low, |-o-w price which 
makes kitchen ventilation a must even in the most economically 
designed house. And it’s so good looking! Styled by a top indus 
trial designer, the Axial Flow adds a new distinctiveness to every 


kitchen. 


FOR 
CEILING 
INSTALLATION 
FOR 
WALL 


INSTALLATION 


Write or wire for complete details today. 
Originated by 


The optional backdraft damper 
shown at left, and wall cap 
shown above, are interchange 
able and make the Axial Flow the 
most versatile ventilator on the 
market 


TRADE-WIND MOTORFANS, INC. 


ves" o MAIN ST., LOS ANGELES 37, CALIF 








; PERFORMANCE 
. APPEARANCE GaNteene ye 


and his salesman boosting adequate 
wiring?’ and answered it in this way 
Get through to the dealer sales- 
man,’ Mr. Dole said. “Have a contest 
on how to work adequate wiring into 
the sales presentation, tying it in with 
the local electrical league. NARDA 
chapter or whatever local dealer group 
you may have the prize should be 
a completely adequate wiring of the 
salesman’s home, an additional oppor 
unity for publicizing this Cause 
We've tound Mr. Dole con 
whenever there's some 
the over-all interests of 
the distributors are behind 
Put distributors to 
the dealer and the 
the adequate wir 
it with one big 
nnoy distributors 
inor mailings and 
iren t related Oo a 
Advertising Speaking of 
lvertising program in 
) the promotion of ade 
ranklin D. Schooler. 
ic Co., Inc., Kan 
t stress must first 
e need for elec 
particularly in 
) to 15 years of 
yt financing such 
iS necessary 
thin the last few weeks, 
rrangements with our 
a financing pro 
told the wiring 
ll be done in the 
Ticle | loans which are 
onsumer loans guaran 
Federal Housing Admin 
terms of which are nor 
1 small down payment or 
4 


wn paym<¢ nt and 


payment schedule. The rate of 
interest on this type loan is nominal 


maximum 46 
month 
It also aftords the contractor an oppor 
tunity to have a good turnover on his 
investment by receiving his pay for 
the work shortly after the completion 
certificate has been signed 
e Down on the Farm—Wiring on 
the American tarm came in for its 
the adequate wiring spotlight 
H. H. Watson, Construc- 
1 Materials Division, General Elec- 
tric Co., and chairman of the NEMA 
Farm Wiring Committee, spoke of the 
untapped wiring market on the farm 
Among other things he remarked 
e Farm wiring historically and tra- 
ditionally is a disgrace to the electrical 


industry. America’s average farm in 
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vestment of $20,000 of capital per 
farm is shackled by horse and buggy 
electric distribution on the farm and 
in the farm buildings. The wiring on 
the farm is little more than copper 
cobwebs 

e The potential modernization mar 
ket for labor and materials has been 
estimated at $2 billion for the 5 mil 
lion wired farms as compared wit! 
$2.5 billion for the 42 million wired 
homes in this country. This means that 
the American farm is eight to t 
times as poorly wired as the American 
home if these figures can be reduce 
to such a numerical comparison 
e Another Salesman Working 
with home financing agencies throue! 
residential appraisers was discussed ; 
the Tenth Annual Adequate Wirin 
Conference by Frances K. Legas, S« 
ciety of Residential Appraisers. Miss 
Legas introduced the residential ap 


praiser as a new salesman to convince 
the financial industry that the added 
cost of adequate wiring is a real at 
necessary investment in the long-rane« 
usefulness of the hemes being built 
today 

It is unfortunate that minimum 
standards have been accepted as 
standards throughout the buildin 
dustry because of the pressure to min 
imize the down payment, Miss Leg: 


stated. “The minimum established b 


eovernment reeulations in the | 


;WOousiImnN 
field have dictated the practices of 
most builders because a great many of 
them depend on insured or guaranteed 
Mnancing 
It is our job together—the ay 
praisers and the electrical industry 
to see that the misconception of the 
role of government standards insofar 
as electrical wirine is concerned is cor 
rected. The thinking of financial man 
agement must be opened up and d 
rected to the standards of what is 
necessary and progressive in terms of 
incorporating the sound products of 
modern scientific research into the typi 
cal home 
Lester E. Barrett, president, Barrett 
Electrical Supply Co., St. Louis, Mo., 
presided over the adequate wiring con 


ference as general chairman 





Inventory Figures 
(Continued from page 58) 





both seasonally adjusted and unadjust- 
ed form, and are released about one 
month after the date they cover. In 
interpreting these figures, it should be 
remembered that they represent the 
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with these 


GUARANTEED 
STARTERS! 





@ You're dealing with a big, profitable, and 
ready market when you display and push Sylvania 
Fluorescent Starters. 


That's because every fluorescent lamp buyer needs 
an extra supply of these vitally important items 


Sylvania Starters are 
GUARANTEED AND APPROVED 


Sylvania now offers you 15 different types of start 
ers ... the most complete line of high-quality starters 
available today. All are fully guaranteed for an entire 
year. In addition, Sylvania Starters are ETL certified 
and approved by the Underwriters Laboratories and 
the Canadian Standards Association 


For jobber prices and full information call your 


Sylvania Representative or write to Dept. 4] -2704 


Sylvania today! 


noe, 
TERS Se | 





j 


greeny 


f 


Put this 

sales-making display 

on your counter 

It contains 4 of the most popular 
types of Sylvania Starters Takes 
up only “% sq. ft. of counter space 


SYLVANIA’ 


Sylvania Electric Products Inc., 1740 Broadway, New York 19, N. Y. 


LIGHTING e RADIO e ELECTRONICS ¢« TELEVISION 


In Canada: Sylvania Electric (Canada) Lid., University Tower Bidg., St. Catherine Street, Montreal, P. Q 





107 


This 65R threads 
1’ to 2” conduit with 1 set of dies 
»»-and it won’t jam! 


Your customers won’t find a die stock to equal this popular 
65R—anywhere! It saves time—one set of self-contained high- 
speed dies adjust to 1”, 1%”, 144” or 2” pipe or conduit in 10 
seconds! Mistake-proof self-centering workholder sets to size 
instantly! It saves trouble—lead screw won’t jam, it kicks 
out automatically when standard length thread is cut. Clean 
perfect threads, fast! Stock the RIG401 65R for fast turn- 
over. Order now for immediate delivery! 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO, U.S. A. 





Work-Sav 














book values of inventories at the end 
of the month and as such may reflect 
either of two influences: (1) the 
actual size (physical volume) of in- 
ventories and (2) changes in the 
price level. In computing a book value 
for inventories, the reporting com- 
panies price their goods either by their 
original cost or by replacement cost, 
whichever is lower. Accountants have 
developed many complex refinements 
for determining these values. It is im- 
portant to remember that price changes 
are a factor in the figures. 

Also, in interpreting the figures, it 
should be remembered that they are 
estimates based on a relatively small 
sample. Thus, they are accurate indi- 
cators of the direction of an important 
change in inventories, but not exact 
indicators of the magnitude of the 
change 

1. Manufacturers’ Inventories 
The manufacturers’ inventory figure 
includes the total stock of materials 
owned by manufacturing companies. 
These goods may be at any stage of 
production—in transit, in a warehouse 
awaiting manufacture, in the process 
of fabrication or in a manufacturers’ 
sales branch. The companies surveyed 
for this figure account for about 45 
per cent of all manufacturing sales. 
Inventory estimates are provided for 
two major groups—durables and non- 
durables. The durable group is further 
subdivided into 15 industrial classi- 
fications and the nondurable group 
into 17 industrial classifications. 

2. Wholesalers’ Inventories—The 
basic data for the OBE wholesale in- 
ventory figure is collected by the 
Bureau of the Census through its con- 
tact with 4,000 merchant wholesalers. 
This sample covers about 13 per cent 
of total wholesale stocks. (In the case 
of ELECTRICAL WHOLESALING'S Busi- 
ness Index for full-line electrical whole- 
salers, however, the inventory informa- 
tion used is based on reports by about 
80 per cent of the full-line group to 
the Bureau of the Census—Ed. Note.) 
The Bureau of the Census relays its 
data to the OBE which estimates in- 
ventories held by all types of whole- 
salers from the Census data 

3. Retail Inventories—Retail in- 
ventories, as measured by the OBE, 
encompass much more than the Fed- 
eral Reserve Board index of depart- 
ment store stocks. The OBE covers all 
types of retail selling operations, in- 
cluding restaurants, drinking places 
and gasoline service stations as well as 
department stores. The sample from 
which the figure is derived covers 25 
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per cent of all retail operations. Inven- 
tory figures are collected from 19,000 
independent retail stores and 1,400 
chains, and a special regional sample 
of 8,000 stores. 


The OBE retail figure is also broken 
up into durables and nondurables. This 
breakdown is fairly rough, as the re- 
porting companies are classified accord 
ing to their dominant line of business 
—durable or nondurable. As 
nondurable items carried by a retailer 


a result, 


dealing primarily in durable goods are 
classified as durable go ds 
The retail inventory figures are re- 
adjusted at the end of each year. At 
one time, they were adjusted to base 
data of Retail 
Now they are adjusted on the 


year the “Census of 
Trade 
basis of a survey of 100,000 establish 
ments—a considerably broader sample 
than is used to work up the month-t 


month figures 


Changes in Inventories 


The figures on changes in over-all 
business inventories are compiled by 
the Office of 
the quarterly estimates of Gross Na- 


Business Economics for 


tional Product which represents the 
sum picture of all economic activity 
Certain conceptual changes must be 
made in the Office of Business Eco- 
nomics’ monthly business inventory 
figures to fit them into the national 
product accounts. These changes are 
primarily in the scope of the figures 
and in pricing inventories 

Several classes of economic activity 
which are excluded from the monthly 
Business Inventory figures discussed 
earlier must be included in the Gross 
National Product. So OBE 


mates the amount of inventories held 


the esti- 
by agriculture, construction, mining, 
financial, insurance, real estate, trans- 
portation, communication, and _ public 
utility enterprises and adds them to 
inventories held in manufacturing and 
retail and wholesale trade 

The Gross National 
count aims at attaching a value to only 
that part of total inventories that is 


Product ac- 


added during the quarter, and at quot- 
ing changes in terms of prices prevail- 
ing at the end of the quarter. The in- 
flating or deflating effect of price 
changes during the quarter is thus 
washed out of the inventory figures 
for the two comparable periods 

The change in business inventory is 
estimated on a seasonally unadjusted 
basis as well as a seasonally adjusted 
basis. Each quarterly figure is usually 
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WHEN 
YOU SELL 


VAL 


YOU SELL 
CUSTOMER 


VAPOR-PROOF 
REFLECTORS 


and 


FIXTURES 


There are many locations where 
moisture and non-combustible 

dust conditions mean sales for 
QUAD vapor-proof reflectors and 
fixtures. The heavy cast hoods are 
made in vertical, concave, horizon- 

tal and outlet box types. 

The reflectors are porcelain enam- 
eled acid-resisting white inside and 
green outside. Listed as vapor-tight 
by Underwriters Laboratories. 

The QUAD line of reflectors consists 
of types for every industrial require- 
ment, both indoor and outdoor. It gives 
you the opportunity to realize profita- 
ble sales. Durability and correct design 
features each type. Sell QUAD for cus- 
tomer satisfaction. 


QUADRANGLE MFG. CO. 


725. PEORIA ST. CHICAGO7, (ILL. 





expressed terms of annual rate 
That is, the quarterly change is mul 
tiplied by 

These figures are rough approxima 


ons, but t y are valuable as indi 


cators of the rate at which inventories 
are be ing fe rmed or worked off luring 
the quarter. About two months lag 
takes place before the figures are made 


public 
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icies. sales plans and 
lopment. It was mutually 
the expense of these semi 
shared between the dis 
tler-Hammer com 

the program was 

| 


up and visualizing 


typical sales Situations 
Technical t pics covered such sub 
' as ¢ noters and controls, wirin 
TRANSFORMERS liagr: distribution markets, over 
load protectior manual starters 
I [ t CCeSssories, safety 
nce equipment, 
nal Electric 


numbering sys 


be expanded to 


... are STAR PERFORMERS th #¢ciswrice and branch offices of th 
3 of the 19 Marcus at the Cincinnati Garden! Those responsible for preparation 


transformers installed or tne naterial the seminars in 


€ 


with ratings up to 


Feeding the power where and when needed at Ide nes, vice president in 
150 KVA 7 


Cincinnati’s huge and busy “Garden” is another harge of sales B. Harwood, vice 
important assignment for MARCUS Dry Type pi in charge of engineering: 
Transformers. es manager, district 
Because all Marcus Dry Type Transformers are sale uch, manager, distribu 
now being constructed with Hi-Heat, Hi-Die- tor sales Brice, F. C. McNicol 





va ) lectric Magnet Wire, insulation levels of at nd elson, division managers, 
Capacities from least 10 times present industry standards are industrial control sal | 
1to 3000 KVA 
e DISTRIBUTION 
e GENERAL PURPOSE . 
UNIT SUBSTATION trouble-free performance and matchless depen- e! ewark oft nd E. L. Singler, 
PHASE CHANGING dability made Marcus Dry Type Transformers 
—~ the choice of the Beltzhoover Electric Co., of 
WELDING Cincinnati, Electrical Contractors for the pro- 
MOTOR STARTING ject, and A. M. Kinney, Inc. the consulting 
SPECIAL Engineer on the job 


Johnson, 
easily attained. livision Manager oltage distribu- 


This factor alone, plus an enviable record of tor sales eese, branch man 





Increase your power Performance Standards 
with Marcus Dry Type Transformers. 


—MARCUS— 


“Mark of Q ri lity” 
ae TRANSFORMER CO., INC. SALESMEN insp ' 
Representatives in rincvs! Chis MILLIE. 5, © NEW JERSEY Hamlets tea ttheesdda phates Ge. 


tributor sa ar was held March 


ONE OF THE WORLD'S LARGEST MANUFACTURERS OF DRY TYPE TRANSFORMERS EXCLUSIVELY 3 through | 1e program is expected 
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Federal Completes Offices 
NEWARK, N. J.—The new execu 


tive and sales headquarters plant of 
Federal Electric Products Co., were 
completed on April 15. Thomas M 
Cole, president, said, “This important 
addition to our main plant is made 
necessary by the recent rapid growth 
and expansion of operations through 
out the Federal organization The 
company has 11 plants located in 


major sections of the country 


Sales Contest Opens 
For Norge Salesmen 


CHICAGO, ILI Seven-day, all ex 
pense paid Miami vacations are the 
grand prizes in a nine-month sales 
contest for distributor salesmen. The 
contest is sponsored by the Norge 
division, Borg-Warner Corp 

The vacations will be awarded t 
wholesale salesmen selling a specific 
number of appliances in accordance 
with contest rules. Winners will als 
have their choice of a diamond ring 
or wrist watch. Awards will be an 
nounced at distributor CONVENTIONS 
with contest rules. Winners will als« 


be held late this yeas 


Mailman Buys Roller-Smith 
BETHLEHEM, PA—The R: 


Smith Corp., manufacturer of circt 
breakers, switch gear. precision 
ances, watt-hour meters, has been put 
chased by the Mailman interests. J. ] 
Mailman is the new president. Elmer 
T. Carlson, who is retired from G. E.. 
is vice president and general manager 
The company expects to increase ca 
pacity of the plant, expand distribution 
and introduce new designs. Roller- 


Smith employees number about 1,000 


New Brunswick Branch 
Opened By Graybar 
NEW BRUNSWICK. N. | —W.G 


Trometter is mana of the 
branch of the ie 8 Electric ¢ 
Inc., in this city. Eastern District Man 
iger Herbert Metz made the announce 
ment 

A native of Jersey City, Mr. Tromet 
ter has been a salesman at Newark 
since 1945. He joined the company a: 


a student in 1937 and 


served as omece 
salesman from 1938 to 1945 

The 20,000 sq. ft., modern office 
and warehouse building has been built 
on 4) acres in the industrial section 
of town. It is located at 2762 Liv 
ingston Ave 


April, 1954—ELECTRICAL WHOLESALING 


Manarch 


“FLOWS” BRASS to FIBRE to give 
you a QUALITY FUSE with 


\Manarchi 


as wasn 


Fuses 


Fitting = 


LONGER LIFE! 


Flows” to Fibt© 


$s 
we for Perfect 


Monarch is the only fuse with 
this new construction feature. 
Fibre barrels cannot loosen 
from brass fittings. There are 
no rivets or pins to cause hot 
spots and char the fibre bar- 
rel. It means you geta quality 
fuse with better protection 
... over a longer operating 
period ... and at the regular 
fuse price. 








Ask your wholesaler now or 
write for further information. 


” ger 


Manarch Fuse Ca.u00. 


Jamestown, New York 








GARCY VISUALIER 
Two-lamp and four-lamp units 
in 4 ft. and 8 ft. lengths for 
standard, rapid start or 
slimline lamps. 




















Take all the people who normally have a voice in the selection of 
lighting fixtures. Seat ‘em around a conference table, and 
you can quickly get them to agree on Garcy. 


The reason is that Garcy, by design, looks out for everyone’s interest. 
Architects and designers like Garcy’s clean styling and impressive 
appearance. Lighting engineers approve the high efficiency and low 
surface brightness which is combined, in the Visualier pictured 
above, with 45° x 45° shielding. 


The exclusive one-piece shielding body is a favored feature with everyone. 
The complete louver, together with side panels, is formed as a single 
metal stamping . . . for great inherent strength, no rusting of 

welded parts, no loosening due to vibration. 


For the electrical contractor, the one-piece shielding body is a real boon. 
With fewer parts to unwrap, carry up ladders and assemble, it saves 
many installation man-hours and dollars. Maintenance people 

are equally enthusiastic about the one-piece shielding body. Since it 
embodies 80% of the fixture’s reflective surfaces, cleaning is fast 

and thorough. The shielding body may be cleaned by merely immersing 
it in a drum of detergent, leaving only the surface of the chassis 

to be cleaned by hand. 


With Garcy it’s “Quality .. . by design.” Send for Catalog L-110. 


Quality by Design 





GARDEN CITY PLATING & MFG. CO., 1740 N. Ashland Ave., Chicago 22, Ill. 


In Canada: Garcy Co. of Canada, Ltd., 191 Niagara St., Toronto | 


112 





Rigid Steel Conduit 
In The AW Program 

NEW YORK, N. Y.—Consolidated 
Edison, within its own organization, 
has taken an approach to the present 
wiring crises in this area. The utility 
has set up an adequate wiring bureau 
which offers free, a non-competitive 
advisory service for present and poten- 
tial wiring problems 

Inquiries comes from owners, fi- 
nance companies, architects, consulting 
engineers, management companies, 
builders and contractors. In its few 
months of operation the bureau has 
made recommendations in the design 
of wiring systems to be installed in 
some 50 new structures, and has been 
involved in the rewiring of at least 
200 existing buildings 
e Improvements Vary — The im- 
provements to be gained varies with 
conditions. The size of the existing 
conduit and the wire already in it has 
a great deal of bearing on the rate of 
increased capacity to be obtained 
However, with the code permitting 50 
per cent conduit full occupancy on re- 
wiring, as against 40 per cent for new 
wiring, the bureau recommends load- 
ing present raceways to Capacity and 
replacing old rubber covered wires 
with new ones having modern, thinner 
insulation. This method usually pro- 
vides double, sometimes triple, the 
present electrical service in a building. 
It also saves the cost of additional riser 
conduit, although necessary basement 
changes almost always entail some new 
conduit installation 

For overloaded systems where the 
plan falls short of meeting emergen- 
cies, it is suggested (in addition to re- 
wiring the raceways) that lower floors 
be cut off from the present systems, 
new conduit run in to service these 
floors, and changes made in basements 
appropriate to a split system. The dual 
advantage makes it less costly than a 
complete rewiring job, and also fewer 
tenants are inconvenienced during the 
rewiring operation. 
e Long Range — The utility urges 
long range planning for electrical wir- 
ing. For example, it recommends run- 
ning in extra steel raceways during 
construction and using at least a size 
larger conduit than risers require. This 
is said to add little to the original in- 
stallation costs and puts buildings in a 
better situation to acquire greater ca- 
pacity when and if it is required later 
on. In all new construction, with sys- 
tems thus liberally designed, wires can 
be pulled into the already installed, 
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THOMAS R. GOLD is manager of the 
new Unistrut division of Barrett Elec- 
trical Supply Co., St. Louis, Mo. He 
joined Barrett at the beginning of 
the year and will be in complete 
charge of Unistrut sales and service 
in the St. Louis territory 





unused conduit, and/or, added to the 
larger capacity raceways at nominal 
costs. 

Sufficient flexibility to meet future 
demands should be of concern to own- 
ers. The uses of electricity for antici- 
pated uses are continually growing. 
Color TV alone using three times as 
much current as today’s black and 
white sets, will intensify the need for 
greater electrical capacity. Air condi- 
tioning, already taxing wiring systems 
so heavily in many buildings, may be 
limited, or prohibited. However, its 
use will be standard in industrial, com- 
mercial and residential structures, in 
the near future. 


Nepo Granted Patents, 
Announces New Catalog 
CHICAGO, ILL.—The Nepo Manu- 


facturing Co., has been granted U. S 
Patents no. 2,653,002 and 2,660,391 
on models (cat. no.) W52A and R52B 
hinged brackets and mast arms. N. E. 
Passman, head of Nepo, also states the 
firm has obtained no. 2,271,836 cover- 
ing the spinning of the Alzac proc- 
essed aluminum reflector directly over 
the glass refractor of the 100D mer- 
cury vapor luminaire. 

The company will announce a com- 
plete line of floodlighting equipment 
developed around their patents. A new 
catalog, describing the complete line 
of lighting equipment, poles and fit- 
tings will be available April 28. 


Struthers-Dunn Moves 
PITMAN, N.J.— Struthers-Dunn, 


Inc., relay manufacturer, has moved 
from 150 N. 13th St. Philadelphia, 
to Lambs Rd., this city. All business 
will be conducted from Pitman, which 
is approximately 15 miles south of the 
Philadelphia~-Camden Area. 
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- Porcelain Products’ 


Ce 
Service Enirali 
Basis & Brackets 


the real answer for new one-story ranch 
type houses that simply have to 
have elevated service entrances. 


BEST 2 INCH PIPE MAST 
ON THE MARKET 


The only pipe mast with exclusive patented roor 
plate to carry the load. Adjusts to any roof pitch. 


Pull of service drops distributed over the rafters 
by roof plate, fastened to the mast. Stronger 

than other styles with same wire clearance above 
roof because of its shorter cantilever. Roof plate 
absolutely prevents leaks from pipe sway, even 

in heavy storms. All parts hot-dip galvanized or 
aluminum alloy. Good looking. Simple to 
install—saves hours of labor. Ask for Series 
No. 2070. 





ELEVATED ROOF BRACKETS 
Low labor cost...low material co 


Built for strength and easy mounting. All 
three legs have pivoting mounting shoes, 
which lie flat against any roof. Simply mount 
front legs on rafter and rear legs will automati- 
cally find rafters. Because of pivots, and 
tripod design, there’s minimum pull on threads 
of lag screws. Pull on brackets from any 
angle results in stress across screws. Bracket is 
die-formed and welded from hi-strength 
structural steel, hot-dip galvanized after fab- 
rication. Ask for Series No. 2080. 














Mount service drops directly on roofs, this 
approved inexpensive way. Hot-dip galvanized 
steel plate mounts wnder shingles. Mounting 
slots on 16” and 18” centers allow lag screws 
to hold plate to rafters. Practically no dead-end 
pull on lag screws, because pull of service 

drops results in stress across lags. Strong. Leak-free. 

Ask for Series No. 2090. 


Porcelain Products, lac. 





a) 4 >) 


#1000 MCM — #14 





SLU 11 SIZES 


#1000 MCM — #14 





TERMINAL BLOCKS 


XT 6 SIZES 


# 500 MCM — #14 





eatealielll 


CAN NEUTRAL 


60, 100 & 200 AMPS. 


catenin 


VT 6 SIZES 


# 600 MCM — #14 





FUSE CLIPS 


MANY SIZES AND TYPES 





ke) v4 3.) 


#500 MCM — #6 





WRITE FOR 80-PAGE CATALOG 


ILSCO 5746 LAG Shs) el. hayes ae 


CINCINNATI 27, OHIO 


R. B. Sayre Elected 
Graybar Director 
NEW YORK, N. Y.—R. B. Sayre, 


vice president of the Graybar Electric 
Co., Inc., has been elected a director 
and a member of the executive com 
miuttes 

Mr. Sayre began his career in 1921 
as a Memphis warehouseman He was 
a salesman at Memphis from 1923 to 


1939. when he was transferred t> At 


R. B. Sayre 


the outside con 
1943 he re 
branch manager 
bec ime district 
e, Fla. In March 
ew York as as- 
He became Vice 
iry of this year 
ember of the execu 


of the N.A.E.D 


GE Supply Buys 
Part Of St. Paul Plant 
ST. PAUI MINN Purchase by 
the General Electric Supply Company 
of one of three main buildings of the 
oper & Co. plant in this 
en announced by Charles 


ewly appointed district 


he sale to Gesco is 
the rood processing ind 
The plant is 
Ave., about 300 
ft. north of n ity Ave. It con 
sists of three floors and basement with 
140,000 sq. ft. « oor area. The new 
locatiot Will us listrict and local 
sales offices, parts na service depart 
ments, as well as warehousing facilities 
Sale price 1 excess of $500,000 
Another will be spent by 
both Gesco iggs Cooper on 
necessary change-over and remodeling 
work 
Gesc fr many years conducted 
business ron its present le cation at 
] th St., Se. Paul. The com 
pany xp tO move into its new 
quarters sometime this spring. They 


will employ | 00 people 
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American Electric Named 

HARTFORD, CONN.—The Amer 
ican Electric Supply Co., has been 
named an authorized distributor of 
Cutler-Hammer, Inc., products. A stock 
will be maintained in American Elec 
trics own Hartford warehouses, while 
other products in the line are readily 
available, through them, from the 
manufacturer's own warehouses. L. A 
Senofonte, treasurer, made the an 
nouncement 


Oster Purchases 


Cummins Power Tools 

RACINE, WIS.—The John Oster 
Manufacturing Co., has purchased the 
Cummins portable tool division, Cum- 
mins-Chicago Corp. President John 
Oster states that no changes in the 
Cummins sales organization are con 
templated 

“We are very pleased,” Mr. Oster 
said, “to add the fine Cummins power 
tools to our line.” The announcement 
was made jointly by Mr. Oster, and 
Paul Jones, president of the Cummins 


Chicago Corp. 


Westinghouse Dealer 


Finance Plan 

NEW YORK. N.Y A new plan 
to provide additional financial assist 
ance for retail dealers, thus enabling 
them to increase consumer product 
sales, has been approved by the West 
inghouse Electric Corporation's board 

Gwilym A. Price, president, said 
Westinghouse is organizing a credit 
corporation, a wholly-owned subsidiary 
to be capitalized at $10 million. The 
new organization will supplement, not 
replace, the six-year old Westinghouse 
Equity Plan, under which more than 
1,500 banks and credit agencies are 
providing local financing 

The new credit corporation will aid 
dealers in meeting stiffer competition 
and help in marketing new products 
as well as increasing sales of estab 
lished lines 

It is expected to achieve these 
goals,” Mr. Price stated, “by making 
maximum credit available to dealers 
by offering financing for installment 
buying sufhciently flexible to meet 
varying economic conditions, and by 
providing financial aid for special pro 
motions where such aid is not now 
available.” 


The first cffice, to be opened in mid 


April, will serve Pennsylvania, Ohio, 


West Virginia, Kentucky, Michigan, 
Indiana, New York and Maryland 
Additional offices will be set up later 
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The long lasting Trouble Free 


Service Wiring Devices 


offers your customers, plus the 
many easier and faster (Cors3) 
installation features means 
profits to you because, once 
they’ve tried (Cor3) Wiring 
Devices they’ll be back for more 
Recommend and sell with profit 


Wiring Devices 





Write for free Illustrated Catalog 











4 


\ 














DEVICES 


mean 
profits 
fo you 





KNOX PORCELAIN CORP. 


KRNQOXKVILLE t, TENNESSEE 











wth GRATELITE 


create a 


buy here! 
atmosphere with new 


LouversDi er 


the magic combination of architectural 
beauty and sales-building lighting for 
contemporary store interiors. 


GUTH MAGIC-LITE is well-shielded by 
ao GRATELITE Louver-Diffuser. It 
transforms the direct light into softly 
flattering illumination, essential for 
good merchandising. 


LOW ORIGINAL COST—LOW UPKEEP COST 


* Trademark 
**U.S. & Can. Pats. Pend. 
Trademark Registered 


Uses least expensive lamps—GrateLite 
Louvers are cleaned in 2 minutes. 


VERSATILE 


Mount singly or in patterns. Recess 
or surface. 24’ or 12’ square sizes. 


May we send you our new 
Magic-lite Catalog901-G? 


THE EDWIN F. GUTH CO. ST. LOUIS 3, MO. 


Midtte on Lighturg hace igor 





PRODUCT MANAGERS discuss dead- 
end fitting features at TGB plant in 
Elizabeth, N. J. (L. to r.) Donald A 
Byers, Edward C. Hewitt, general sales 
manager, Edward |. Osborne and John 
J. Klosin. 


Reorganized T&B Sales 
Aimed At Better Service 


ELIZABETH, N. J.—To provide 
better customer service The Thomas & 
Betts Co. has named three sales execu- 
tives to newly created posts as product 
managers. In making the announce- 
ment Edward C. Hewitt, general sales 
manager, said that each will report to 
him and will have staff responsibility 
for the entire marketing operation of 
his own product line 

The new product managers are: 
Donald A. Byers, terminals and small 
solderless fittings; Edward I. Osborne, 
conduit fittings; and John J. Klosin, 
cast solderless, T&B method and util- 
ity fittings. All three men have been 
with the company. The Thomas & 
Betts Co. has also announced three 
new posts in its national sales organi- 
zation, each to be called division man- 
agers. Named to these positions were: 
Karl G. Kempf, Pacific Coast div.; H. 
C. Moses, Jr., Western division; and 
C. A. Biddulph, Eastern division. They 
will head up and manage the regional 
sales organizations in the field and re- 
port directly to Mr. Hewitt. 


Elect NEDA Officers 

NEW YORK, N.Y.—Officers of the 
National Electronic Distributors Asso- 
ciation for the coming year are: 

Aaron Lippman, Aaron Lippman & 
Co., Newark, N.J., chairman of the 
board 

Dahl W. Mack, Scranton Radio and 
Television Supply Co., Scranton, Pa., 
president 

R. C. Whitehead, Whitehead Radio 
Co., Columbus, Ohio, treasurer. 

Albert Steinberg, Albert Steinberg 
& Co., Philadelphia, Pa., secretary. 

L. B. Calamaras, NEDA National 
Office, Chicago, Ill, executive vice 
president. 
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The American Consumer 
In 1954—An Enigma? 

NEW YORK, N.Y.—The Ameri- 
can consumer will be put to the test 
in 1954. The test is to determine 
whether the consuming public can con- 
tribute a major share of the economic 
strength needed to reverse the present 
slow slide in business activity and start 
the economy moving toward new 
heights of prosperity. 

Consumer spending has risen steadi- 
ly since 1950. The rise has been sup- 
ported by a rapid growth in consumer 
income, which originated primarily in 
an extraordinary boom in Government 
defense expenditures, and spending by 
business for new plants and equip- 
ment. With the economy thus obvi- 
ously stimulated, the importance of 
consumers in the economic picture has 
been somewhat obscured—despite the 
fact they have continued to purchase 
nearly two-thirds of the goods and 
services produced each year. 


e Situation Different—The situation 
is different today. This could be the 
year in which some of the important 
sources of consumer income, such as 
government expenditures and possible 
business capital spending, come down 
a bit from the rather high levels of 
last year. Consumers, however, will 
have very nearly as much income, after 
taxes, in 1954 as in 1953, even if the 
present slow slide in business activity 
continues. 

One of the key facts about consumer 
spending this year may be that it will 
be harder to sell the kinds of goods 
that lower income people normally 
buy. It may be easier to sell to upper 
income people, because many of them 
will have larger incomes after taxes 
than they did last year. 

While consumer savings are at a 
record high, this bright aspect is 
slightly marred by the size of consu- 
mer debts. All in all, the financial posi- 
tion of consumers, as a group, is 
excellent. Their incomes are high and 
expected to stay so. They have huge 
savings, and their debts, while large, 
are not particularly burdensome. They 
are able, if they want to, to buy at 
least as much as they did in 1953. 


e Hold Expenditures—It may be 
dificult to hold total consumer ex- 
penditures as high as they were last 
year. The main reason is that the up- 
per brackets tend to save more money 
than those in the lower brackets. So 
if their incomes go up, they are likely 
to save a good portion of it. The 
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M&W 


SERVICE ENTRANCE MAST 


FOR SERVICES THREE NO. 10 
TO THREE NO. 2 INCLUSIVE 





TYPICAL ENTRANCE MAST 
INSTALLATION 


Make Installations EASIER, FASTER 
with these TIME-SAVER KITS! 


NOW you can obtain ALL IN ONE PACKAGE all needed fittings for 
quick, complete entrance mast installations. Including (A) 14” Service 
Entrance Head, (B) Threadless Top Fitting 2” or 22” to 114”, (C) Heavy 
Duty Mal. Iron H.D.G. Ins. Bracket, (D) 2” or 2%” One Hole Strap, (E) 
Threadless Bottom Fitting for inside of 2” or 2'/2” conduit or pipe to 1” or 
1%". The one-bolt Insulator Bracket made of galvanized malleable iron. 
Insulators feature wet process porcelain spools with /2” pin and brass 
cotter. For fast, time-saving installations, order these M& W Kits: 


FOR 2” Pipe or Conduit SM- 
200 Kit Consists of 1/4” Entrance 
Head, Pole Top Fitting, 3 Pipe Straps 
and Pole Bottom Fitting with 14” to 
1” reducer. 


SM-200-I Kit. Same as above 
except also includes three Insulator 
Brackets. 


FOR 2'," Pipe or Conduit SM- 
250 Kit Consists of 1'4” Entrance 
Head, Pole Top Fitting, 3 Pipe Straps 
and Pole Bottom Fitting with 1%" to 
1” reducer. 


SM-250-I Kit. Same as above 
except also includes three Insulator 
Brackets. 


All parts furnished in kit form or separately. Ready for im- 
mediate delivery. See your jobber or write for 1954 Catalog 


@ MANUFACTURERS OF WATERTIGHT SERVICE ENTRANCE CONNECTORS — 
GROUND CLAMPS & RODS — BX-ROMEX CONNECTORS — WIRE HOLDERS — 
SERVICE ENTRANCE FITTINGS — CONDUIT HANGERS & INSULATOR SUPPORTS. 


The M. & W. ELECTRIC MFG. CO., Inc. 


EAST 


PALESTINE, OHIO 





FULLMAN | alr ob e 


ml-Yeldlerel a ageteltlars 


ADJUSTABLE 
WATERTIGHT 
FLOOR BOXES 
e 
NON-ADJUSTABLE 
WATERTIGHT 
FLOOR BOXES 


e 
ADJUSTABLE 
GANG FLOOR BOXES 
1-2-3 AND 4 
Sd 
FLOOR JUNCTION 
BOXES 


UTILITY OUTLETS 
e 
NOZZLES AND 
FLOOR BOX 
ACCESSORIES 
e 
INSULATOR 
SUPPORTS 


s 
PIPE AND CONDUIT 
HANGERS 
+ 
ARMORED 
CABLE SUPPORTS 


. 
CABLE CLIPS 
= 


STAPLES 


« 
FISH WIRE 


Pullman Manufacturing Co. 


1209-1215 JEFFERSON STREET 


LATROBE, PA. 


McGraw-Hill Department of Eco- 
nomics believes the American consu- 
mer is not going to be frightened to 
the point of postponing realization of 
significant share of his earthly de- 
sires because of gloomy talk—such as 
a depression. The department also be- 
lieves that income will not decline 
seriously during the year and cannot 
see a major withdrawal from the con- 
sumer markets 
The chances are that 1954 will see 
stwar high in efforts to get people 
ore things badly enough to 
increase their spending to get them 
Salesmanship, everything from docr- 
bell to product design, will be valued 
as it has not been for years 
Late 1954 may see the greatest burst 
of radically new designs in appliances, 
furniture and automobiles that the 
nation has ever had. The consumer 
will be tempted at every turn. If he 
is typical, there is every reason he will 
fall tor something. If enough consu- 
fall, their surrender can be the 
signal tor the strong reversal of the 
recent slow downtrend in general 
ECONOMIC activity 
Shades Of Dick Tracy— 
Hearing Aid Type Radio! 
SYRACUSE, N. ¥ A small radio 
receiver, which can be worn like a 
hearing aid, has been developed by two 
engineers. The unit 
vil defense where a 
receiver, operat- 
) number of stand- 
ies, is desired 
J. J. Suran, who 
G.E.’s_ electronics 
radio is tuned to 
frequency, 1240 
his is one of two channels 
stations in broadcasting 
tions to the gen 
mergency periods 
aring aid type ear- 
about 5 oz. It can 
i shirt or vest pocket, 
be capable of continuous 
operation for more than a month with 
out battery replacement. Two tiny bat 
teries. similar to those used in a pen 
ize flashlight power th¢ radio. Long 
battery life is accomplished through 


| 


use of germanium devices (a transistor 


and double-based diode ), which do the 
radio detection and amplifying work 
with less power requirements than con- 
ventional radio tubes 

Messrs. Chow and Suran say the ra- 
dio needs further development before 
it can be considered for mass produc- 
tion 
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HERSHNER CROSS is genera! manage: 
of the jistribution assemblie d 
General Electric Co., Plainville 

He was general manager of the 

bull Components dept. Mr. Cro 

also served in the appliance and 
chandise department, the management 
research division, the small apparatu 
division and the specialty transformer 
and ballast department. During World 
War II, he served in the Oversea 

ply div Army Transportation 

He became a Lieut. Colonel in 





New Leisure Habits— 

TV’S Novelty Over 
WASHINGTON, D<¢ -Steady in- 

come rises in nearly every industry 


destroy or 


television was supposed to 
curtail, are forecast in the fifth annual 
report published by the sports con 
mittee of the Radio-Electronics-Tele 
vision Manufacturers Assn. Many in 
dustries reached their all-time peak in 
1953—income, attendance or sales 
wise despite some dire predictions 

Television’s drastic effects are based 
on one big fact. The average TV set 
is turned on between four and five 
hours a day. The assumption is this 
time must have been attained at the 
expense of other types of recreation 
Figures show this has not been the 
case! 
e Best Years—Compiled by Jerry N 
Jordan, the report reveals newspapers, 
magazines, radio, books, pro football 
track and harness racing, concerts, all 
had the best years in their history. Mo 
tion pictures, college football, boxing 
and basketball are again climbing after 
several declining years 

TV's novelty effect can be said to 
be over. Habits have been formed 
Enormous increases in time and labor 
saving devices since World War II 
have made for more leisure time. In 
1945, 20 million homes had electric 
refrigerators; today about 39 million 
have them. In 1945, 14 million homes 
had vacuum cieaners; today 26 million 
have them. In 1945, 17 million homes 
had electric washing machines, 23 mil 
lion had irons, none had dryers, today 
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a Easier Sales 
© in ‘54 mean 


F ihn,“ 5 


=/ Bigger profits! 





MOTORDOR KITCHEN FANS 
AND ELECTRIC FAN-TYPE HEATERS 


For 22 years, Broan has specialized in the production of Kitchen Ventilating Fans 
and Electric, Fan-type, Bathroom Heaters. Today, the complet roan line with 
performance features unmatched in the entire industr / tche an and 
Bathroom Heater sales in several important markets, and h he er iastic en- 
dorsemeént of Electrical Contractors, Builders and Architec 
MORE PROFITS FOR YOU AND YOUR CUSTOMERS 
Preference for Broan products among leading Elects 
stantly. Here's why — (1) befter quality; (2) 
(3) bigger profits 

Broan can help you increase your sales and attract new 

Jail the coupon for proof. 


No. 11 MOTORDOR 10” Woll Fan, with Insulated and interior view of No. 6 
Motor Operated Outer Door, Telescoping Sleeve, and Chain Control 10” Wall 
**Fantom-Gril'* Fan, with *‘Fantom-Gril 


EIN = 
7 4 ‘~S 


No. 400 Ceiling Fan (10”) No. 451 Ceiling or Wall 

with stainless steel grill Fan (10”) with back draft No. $-12 Electric Fan-type 
and bock droft damper in damper and stainless steel Bathroom Heater ° . 
housing. 1200 watts 


BROAN MFG. CO 
1671 N. Woter St 


Ple 


MFG. CO. 
NC. 
No. U-15 Electric Fan-Type 
Bathroom Heater 


1500 watts. ~ 1671 N. WATER STREET * MILWAUKEE 2, WISCONSIN 














COMPARE . . . QUALITY, PRICE 
EASE OF INSTALLATION 


And You'll Switch To 


the N EW as = saves meal 
‘nme’ INTERCHANGE LINE 


INTERCHANGEABLE WITH ALL STANDARD LINES 
OF WIRING DEVICES 


No. 901 With these interchangeable devices hundreds 


T-RATED SINGLE ines ee 
POLE SWITCH of different combinations are possible in a very 


compact space. Yet ingenuity in design makes 
these devices as sturdy as their larger brothers 
in the Eagle Line. They are the most advanced 
in design and with the modern Eagaline wall 


No. 902 plates offer the most attractive line today. 


POWER 
RECEPTACLE 


No. 956 


2 GANG 
6 DEVICE 
WALL PLATE 


J Check 
These Features 


@ All devices interchangeable with all standard wir- 
ing devices. 
All devices are of bakelite totally enclosed mech- 
anisms. 
All switches and receptacles have double wipe 
phosphor bronze contacts. 
Large head binding screws, ample for #10 wire. 
Large radius on receptacle contacts permits easy 
entry of Plug Cap prongs. 
Wall plates carry the distinctive Eagle design. 
Correct mounting strap is packed with each wall 
plate in individual envelopes. 
Ali wiring devices are individually boxed and 
Listed by Underwriters’ Laboratories. 
WRITE FOR FREE DESCRIPTIVE BROCHURE 

ILLUSTRATING COMPLETE LINE 


“Perfection Is Not An Accident” 


EAGLE ELECTRIC 
Mfg. Co., Inc. 


LONG ISLAND CITY 1, NEW YORK 
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34 million have washing machines, 39 
million have irons and 2 million have 
dryers. Many many additional hours of 
labor and time are saved by other 
electrical appliances, faster transporta- 
tion, shorter working hours, automatic 
heating, power tools. 

The ability of men in the recreation 
industry to find ways to live with tele- 
vision, and still make a profit, also 
accounts for the rise in many fields. 

Since V-J day, Americans have 

bought 107 million radios. Many of 
these were purchased in the last five 
years. Since 1948 more new radio 
stations were built than in the whole 
25 years preceding the advent of tele- 
vision. Twice as many radios are used 
today than were in use when TV began 
in earnest. This makes radio one of 
the livest corpse's in history. 
e Does Compete Television does 
compete with other forms of recrea- 
tion the report states. But it competes 
because it is good entertainment, not 
because it is free. More than 50 million 
people staying at home to watch “I 
Love Lucy,” is tougher competition for 
any sport than the telecast of the 
sport itself. Similarly, 43 million 
watching a Sunday World Series tele- 
cast knocks competing TV shows for 
a loop. 

“Top attractions still sell out, 
whether televised or not,” the report 
says, “and also draw big TV audiences. 
Mediocre events neither draw well at 
the gate nor over the airwaves.” People 
are more discriminating in what they 
do with their free time. Good shows 
last longer, bad ones flop faster. Pro- 
fessional football which televises prac- 
tically every game, had its best financial 
and attendance year in 1953, while 
seldom-screened college football sank 
further into the doldrums. 

Magazines were a medium radio 
was supposed to kill off 30 years ago. 
TV was supposed to bury what was 
left. But magazines have enlivened 
their editorial matter, used more color, 
and have increased their circulation 
twice as fast as the population has 
grown. Nearly half of the first 100 
TV stations are owned and operated 
by newspapers 

Book publishers have found a gold 
mine in paper back editions. Long 
playing records and high fidelity have 
boosted the home record market. Box- 
ing through the medium of TV, has 
become a topic of conversation in mil- 
lions of homes. 

The report concludes that the fu- 
ture is brighter for all concerned. The 
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RECENTLY ELECTED officers of Acme 
Electric Corp., are Curtis F. Falldine 
left, and Carl |. Anderson. Mr. Fall 
dine, formerly controller was elected 
treasurer. Mr. Anderson who had been 
assistant treasurer, is now secretary 


electronic’s industry, which produced 
TV, will speed up time and labor 
saving devices, and give still addi 
tional time for all forms of recreation 
Between 750 and 1,000 TV stations 
by 1957 are predicted. Color television 
will not make black-and-white obsolete 
but color is coming faster than most 


people think 





PEOPLE IN THE NEWS 











Max D. Orr, formerly general sales 
manager, is now vice president in 
charge of Sales for the Advance Trans 
former Company 


Fred Hale has replaced Henry J. 
Zellweger as advertising manager for 
the Utica Drop Forge & Tool Corp 


William J. Regan is district sales 
representative for the electrical divi- 
sion of Olin Industries, Inc. He covers 
Southern California, Arizona and part 
of New Mexico, with headquarters at 
Alhambra, Calif 


Duke Leyhe is an outside salesman 
for The Greenfield Electric Co., Inc., 
Baltimore. 


Hardy B. Payor is regional sales 
manager of the Great Lake area for 
Landers, Frary & Clark, New Britain, 
Conn. His headquarters are in Cleve- 
land. 


William Gebhardt covers the Bal- 
timore area for the Dorman Electric 
Supply Co. Gerson Dorman is the 
owner of the firm which was estab- 
lished in 1941 


Robert E. Morrill is sales develop- 
ment manager of the home cleaning 
equipment division, Landers, Frary & 
Clark. He was district manager in 
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UF NON-METALLIC SHEATHED 
UNDERGROUND FEEDER CABLE 


OFFICE 
ANNUNCIATOR CABLE 











TW BUILDING WIRES 


EEE 


WEATHERPROOF WIRES 
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THERMOSTAT CABLES 


FLEXIBLE CORO 





FIXTURE WIRE 


me 


HEATER CORD 


Se 





TELEPHONE WIRES 


SSS 


ALARM AND SIGNAL WIRES 





at ceeetiel 


NEON SIGN AND O/L BURNER IGNITION CABLE 
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Southern California. Mr. Morrill’s 
headquarters are in New Britain, 


Conn 


Charles A. Womack, president, 
Womack Electric and Supply Co., Dan- 
ville, Va., participated in the annual 
school for presidents at Boca Raton, 
Fla., conducted by the Young Presi- 
dents’ Organization. One of the speak 
ers was Vice President Richard M. 
Nixon. YPO is composed of men who 


ecame presidents of substantial cor 


porations by the age of 39 
ay 
AREEZN or . A. Heator is sales manager of 
- as e appliance merchandising division 
Quiet - “s sly 


. 
Efficient Rugged ) tr. ] 
Fai ts Crvtlceg Freshness of ering lh “1 Co. Detroit, Mich 


CAPACITIES FOR ALL REQUIREMENTS 
ee US ReCe! Your PRoman —_ Stanton Fremont ts manager of 
ippliance division of the Admiral 
branches. Mr. Fre 
e : : nanag th 
Put These Colorful manager of the 
ince Sales Corp., 


Shoppe r-Stoppers [ I ( Ke qa consumer! products 
To Work and Watch anager of the Westinghouse Electric 
These Quality ie ad | 

BREEZOS Move! cis af ae tun. cue dei, 


and it Leach Relay Co., 
Inet almer lectric Mfg. Co., and 


BREEZO FANS Jettries ran o. James K. 


Osigt  RFFICIENT RUGGED Dysart is | nanager of the Leach 
Mest ' 
Ask us to help you 


r 
é f on a four man 


J. Ralph Corbett, president of Nu 


FREE COUNTER DISPLAY for -, 4 
“Buffalo” dealers and distributors 

Red, green and brown, with de selgium. part of a technical assistance 
sign duplicated on both sides. 2! r 
wide by 10” deep by 35” high Pp £ ran SY appointed by The 
assembled. Accommodates one 16 mn € zn Operations Ad- 
design “A” NV-BREEZO (fan \ ) a —————- AMM en 86 |) «ministratic headed by Harold Stas- 
available at stocking distributor : ee 

price). Can be used as demon 
strator for many easy sales, too 


gemen Specialists tor 


sen 


customers are readily “sold” when 
they see how quietly and quick!; . ot n nal counts for the Admiral 
this husky fan exhausts hot, stale 
air. N ty 
COMPACT FLOOR TYP! ay vertisiny manaver ror Admiral, Mr 
STOPPER”, iS” wide by 20 . pe: Medica had been advertising manager 
deep by 2” high with green, , 
brown and red display duplicated 
on both sides. Easy to assembk , . : . Conn 

Available to active “Buffalo” dea! 4 ” fas 

ers and distributors at net cost of = ; Bernard Eichwald, electrical engin- 
$17.00 when accompanied by 7 \ eal * . ber of Eict ld 
order for the 8”, 12” and 16 4 ce ee eee ae reine 
Design “A” NV-BREEZOS which Associates, engineers and consultants, 
the stand displays. so was recently app inted to the special 
Better get your order in now for 
one or both for your biggest fan 
year ever! Immediate shipment ' Commerce and 
from stock. Also order your FRE! | New York. This committee was estab- 
advertising pieces with your name 
imprinted. 


Alfred A. Medica is sales manager 


Corp., Chicago. Formerly assistant ad- 


of Orkil, Inc listributors of Hartford, 


committee on Adequate Wiring of the 


Industry Association of 


lished to investigate, advise, and offer 
some solution to the electrical wiring 
BUFFALO FORGE COMPANY prc blem in New York ¢ ity buildings 
214 Mortimer St. ° Buffalo, N. Y. 
PUBLISHERS OF “FAN ENGINEERING” HANDBOOK Shirrel Kasle, executive vice presi 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont. dent of Inland Distributors, Kansas 
P > > 26 ati > ; Iry “ins ‘tie | 

Sales Representatives in all Principal Cities | Cicy. Me has been elected president 

Ventilating Air Cleaning Air Tempering Induced Droft Exhausting | . 
Sinai eae Cooling eaiten rem Uovlen | of the University of Michigan alumni 
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RAYMOND K. were 
manager t 
Syracuse 


been witt 





in the Southwest 
ering seven states 


10,000 members 


George Ustin is chiet eng 
Buchanan Electrical Pro 
Hillside, N. J. He was : 
the Hatheld Wire and ¢ 


Chester F. Gilbert 
and general manage 


‘ rganized W estinghou 


W. L. Duncan, Gene: 
Supply Co., Denver, ts chairn 
and prom tion section Rocky Moun 


tain Electrical League 


Gayle Lewis has been appoint 
vice president in charge of marketing 
for the J. R. Richards Co., Carneg 
Pa. George W. McCall, Jr., succeeds 


him as sales manager 


Ralph A. Henderson is Dallas sales 
manager of magnetic recording tapé¢ 
and electrical products for the Minn 
sota Mining & Manufacturing Co. He 
supervises sales in Texas, Oklahoma 


Mississippi and Louisiana 


Thomas L. Arnold is sales manager 
of the heating division of Fedders 
Quigan Corp. Anthony J. DeFino, 
vice president, announces that Mr 
Arnold previously served as sales man 
ager of the heating division of the 
Bush Manufacturing Co., and as gen- 
eral manager of the Vulcan Radiator 
Co. His headquarters are in the firm's 


Trenton, N. J. plant 


Martin D. Bergan is engineering 
technical director of the Thomas & 
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for you 
and for your customers 


a IN N GOLD 
on ebony plaque 


We are grows w 
engrave your name 
ow your custom 
r name on 
your authoriza 
tien. Display ce 
tor use 

ue without 








Trine’s newest display with beouti- 

vi, simulated wood grain back- 

ground provides ao perfect setting 

or your 24 proven best selling 

push buttons—all ditferent—in as- 

sorted finishes on solid brass. Size ' This attractive 
154” x 222” x 3/16” thick. Easel oo" double price card 
tor standing; eyelets for hanging > ggathntale 
Packaged Deal includes sample — go 
lisplay and introductory ‘back 

up” stock of 39 assorted push 

buttons packed in_ individual, 

colorful Trine boxes) for a total } complete Distr ib. 
of 63 push buttons. You pay only or-Dealer pri 
tor push buttons. Labeled shipping nformatior for 
carton suitable for mailing to . C selling snd re 
your ustomer spate 


TRINE MANUFACTURING CORP., NEW YORK 61, WN. Y. 


a new policy...of meeronee to YOU! 


Jaz NAY ify mY a~ 
EVERY YMRS 
EOI 7 Wr 
IS ue ies 


PRECISION k 


Precision | cua 


Transforme 
now backed by a 3 


5-YEAR GUARANTEE 


r 





> — , ade 
Protection and assurance you want, ieee 600 desennis ee ee 


need and deserve! It’s yours with yours 
Precision Transformer’s industry- Built to exceed latest NEMA standards 
hak : 1 TI Class "'B" insulating materials 

é xy 5-yer ruari e 
shaking »-year guarantec ‘ om Rugged, long-lasting construction 
long-term guarantee Is Precision’s Easy installation and maintenance 
way of proving complete confidence Efficient, trouble-free service 
Accepted by leading engineers and 


in the unexcelled dependability of 
industries 


their products. Be protected, be 
precise —order Precision! 
Y% TO 1000 KVA 
VOLTAGES TO 15KV 


Write today for FREE Catalog and valu- 
able technical data sheets. rr anton cn 
660 West Grand Ave. @ Chicago Ww 


SEeley 8-2740 














VAP-OIL-TITE 


Fouled contacts cause costly 
burnouts and down-time. Use 
VAP-OIL-TITE FITTINGS 
with Plastic Covered Flexible 
Metallic Conduit for Sure Seal- 
ing of wiring on oil, water, dust 
and vapor tite equipment. 


FITTINGS 


because a collar covers metal 
edges making burring unneces- 
sary. Furnished in numerous 
types with body sizes from 
34” to 2". Write or wire today 
for bulletin #MT-104 giving 
types, sizes and prices. 


VAP-OIL-TITE’S exclusive 
threaded bushing not only 
insures positive grounding but 
also makes fitting easier to install 


SIMPLET ELECTRIC COMPANY 


7, Nev 














Why RELIANCE TIME SWITCHES 
Are OUTSTANDING VALUES... 





THEY ARE GUARANTEED 


Every Reliance time switch you sell is guaranteed for 
18 months. This complete warranty includes both ma- 
terials and craftsmanship. 


ACCURATELY RATED 


Reliance time switches are built in capacities con- 
forming with recommended NEMA ratings and are 
listed by Underwriters’ Laboratories, Inc. 


QUALITY CONSTRUCTION 


¢ Minimum of working parts 

¢ Heavy, brass cut gears and steel pinions 

e¢ Ground and polished steel shafts 
Non-arcing, pit-resistant contacts 
Expert workmanship 


RELIANCE AUTOMATIC LIGHTING COMPANY 


1911 MEAD ST. RACINE, WIS. 


Low Cost Model ‘‘400"’ 


WRITE FOR 
FREE CATALOG 


RELIANCE TIME SWITCHES 








Betts Co., announces N. J. Mac- 
Donald, vice president. Mr. Bergan, 
formerly director of research, guides, 
reviews and approves proposals for 
new product designs prior to their 
submission to T & B's development 
executive committee. 


Douglas A. Lapham is manager of 
the marketing department at The Ses- 
sions Clock Co., Forestville, Conn. He 
replaced C. L. Allen who resigned. 
Mr. Lapham also continues as manager 
of the company’s clock sales division 
Homer D. Schoen, formerly sales 
planning manager for clock sales, 1s 
now assistant manager of the clock 


sales division. 


Patrick J. Brassil is assistant sales 
manager for the Precision Transformer 
Corp., Chicago. John Smith, Jr., is 
sales manager. Mr. Brassil also repre- 
sents the firm in the Midwest area 


Robert G. Mcllroy, president, 
Pittsburgh Standard Conduit Co., at- 
tended the annual “School for Presi- 
dents,” held in March at Boca Raton, 
Fla. 


Michael Craffey and Alfred Ross 
are two new district managers for 
Quicfrez, Inc., according to Harry 
Ryan, vice president, sales. Mr. Craf- 
fey is in charge of sales in Michigan, 
Ohio and Indiana. Mr. Ross is in 
charge of the northern New Jersey, 
metropolitan New York and Connec- 


ticut area. 


Albert E. Feinberg, with Advance 
Transformer Co., since 1946 as chief 
engineer, has been elected vice presi- 
dent in charge of engineering 


Joe Todd is Cory Corp. territory 
manager for North Carolina and South 
Carolina 


Robert N. Woodworth is national 
field sales manager for Quicfrez, Inc., 
Fond du Lac, Wis. Charles Pratt is 
district manager in Atlanta, Ga., and 
John Quinn is district manager for 
California 


Art Goodrich is manager of the 
major appliances department of 
McLennan, McFeely & Prior, Van- 
couver, B.C 


R. H. Hiller has joined Benjamin 
Electric Mfg. Co.'s staff in Atlanta. 
A. A. Michel heads the Nashville ter- 
ritory for the Des Plaines, IIl., com- 
pany. Prior to joining Benjamin in 
1953, Mr. Michel had been with the 
Goodrich Electric Co., and the Apple- 
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Electric Co. Vern Winn has 


joined the Detroit staff. 


ton 


Sheldon Shaffer, formerly factory 
sales representative, is now advertising 
manager of Dominion Electric Corp., 


Mansfield, Ohio. 


Frank P. Schram and Harold R. 
Berkal are members of the sales en- 
gineering staff, Chicago office, Pitts 
burgh Reflector Co. They cover north- 
ern Illinois, Wisconsin, Michigan and 
Indiana. 


Robert W. Murdock is commer- 
cial product salesman for the Cory 
Corporation. He works in the Chicago 
territory exclusively. 


Joseph A. Petrick is works man- 
ager of Kellogg Switchboard and Sup- 
ply Co., a division of International 
Telephone and Telegraph Corp., Chi- 
cago. Jerry J. Zak is assistant works 
manager. 





OBITUARIES 





Maurice Abraham 


Maurice Abraham president of Mau- 
rice Electric Supply Co., Inc., Wash- 
ington, D. C., died on March 8th. He 
established the firm in 1922 


Pat C. Gilham 


Pat C. Gilham, Jr., 46, president, 
Electric Sales & Service Co., Atlanta, 
died of a heart attack on March 13th 
He had been in ill health for two years. 

Mr. Gilham was a graduate of Geor- 
gia Tech. In 1927 he founded the Gil 
ham Electric Co., with his father, the 
late P. C. Gilham, Sr. Together with 
his brother Harry, Mr. Gilham founded 
Electric Sales & Service in 1933 


Harry L. Harper 


Harry L. Harper, formerly Pacific 
Coast manager of distribution for the 
Graybar Electric Co., Inc., died on 
March 14, in Los Angeles. He was 67 
years of age. 

Mr. Harper retired two years ago 
because of ill health. He was a past 
president of the Los Angeles Chamber 
of Commerce, the Pacific Coast Elec- 
trical Association, and the Pacific Zone, 
National Association of Electrical Dis- 
tributors. He was a founder and first 
president of the Los Angeles Electric 
Club. Mr. Harper is survived by his 
wife, a daughter and three grand- 
children. 
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help you sell 


Active distributor support is an important 
phase of the FEEDRAIL sales program. 
This support extends far beyond the lim- 
its of national industrial and trade pub- 
lication advertising. 

FEEDRAIL backs up its distributors with 
a continual flow of selling tips showing 
how FEEDRAIL trolley busways make 
plant operations safer, faster, more eco- 
nomical — with a comprehensive direct 
mail program directed to manufacturers 
— with cataloging aids — shows and ex- 
D4-2 


ic 
RAIL 


Quatirigs 





srpectratiy 





Crimp-Type 
TERMINAL 
LUGS 


® Wire sizes 8 through 4/0 


Sherman Crimping Tool. 





and ampere rating. 


® Completely seamless — made 
under exclusive Sherman patents. 


Investigate Sherman Crimp-Type 
Terminal Lugs They're Fast, 
Positive and Economical — Write 
for Bulletin. 


For Commercial Wire 


® Approved by Underwriter’s 
Laboratories when used with the 


Highest grade electrolytic copper, 
plainly marked with wire size 


FEEDRAIL Trolley Busways 


hibits — and with competent engineering 
assistance where needed. 

It is active, market-wise promotion like 
this that has built, and continues to 
build, acceptance for FEEDRAIL. It has 
made FEEDRAIL the ‘‘buy-word"’ for trol- 
ley busway electrification of cranes and 
hoists, moving test lines, production and 
assembly lines and portable tools. 

Your nearest Feedrail representative is 
ready to serve you. For other details, 
write us. Attention Dept. W-4. 


Hever Zecomes bsolele 
FEEDRAIL CORPORATION 


Subsidiary of Russell & Stoll Company, Inc 
125 BARCLAY STREET * 


REPRESS EMTATIVES '# 


NEW YORK 7,N.Y 


PRirncrrat cireiecs 


SIZES AVAILABLE 
“Mex. | 





Amp 
Cap 
No N. B.C 
STs 35 
ST6 50 
sT4 70 
ST2 90 
sto | 125 
$T2/0| 150 
S13/0| 175 
S14/0| 225 




















ELECTRICAL FITTINGS 
FOR WIRE- AND CABLE 








JACKSON INDUSTRIAL MANUFACTURERS NAME 
REFLECTORS -- 


SALES REPRESENTATIVES 








Precision Transformer Corp., Chi- 
cago, has announced the appointment 
of J. L. Finnicum and Associates, Cleve- 


land, to cover northern Ohio. Paul 


Waggoner, Cincinnati, represents Pre 
cision in southern Ohi 
J. R. Richards Co., Carnegie, Pa., has 


0 U A L : T y 1614 ppointe 1 the M. B. Squires Co., Pitts- 


burgh, to represent them in western 


THAT PAYS OFF IN i R 0 F | T S see Pennsylvan: West Virginia and a 


part of Ohi 





The Jackson line of Industrial Reflectors 
is complete to handle any industrial 1 i a 
lighting job. The established quality and 
our prompt service make your 

selling profitable. B. Richardson olumbia, S. C., to 

handle its full of distributor 


minghan A] has appointed James 


Manufacturers of 

REFLECTORS products in tl rth Carolina and 
YARDLIGHTS fo Carlin 

VAPORPROOF UNITS ‘ 

WEATHERPROOF SOCKETS 








ASSOCIATION NEWS 
SOLD ONLY THRU 


ptetateercntne JACKSON CHATTANOOGA — The Electric 


FLECT RICA? League ot Chattanooga announces that 


COMPANY the 1954 Electric Show is scheduled 


for May 18 through 22. It will be held 
900- JREN STREET 7, ILLINOIS re 
900-910 W. VAN BUREN STREE CHICAGO 7, ILL | ia ie Wl asne Bask Bild Biewee aol 





is sponsored by the league with the 





Electric Power ard of Chattanooga 


> 9 a - . W / The show is open to exhibitors of ap 
Citas 3 vn aster ay. pliances electric heating and cooling 
equipment, lighting equipment and 

lamps, wiring devices and materials 

Ue KEES adjustable OUTLET Portable lamp dealers, distributors and 
manufacturers will have a Lamp 

BOX HANGERS Fashion Festival Television, air con- 
litioning and electric heating will be 

No. 9139 strongly featured. The new 75,000 watt 

G.E. lamp bulb (largest in the world ) 
will be on display and will be lighted 


| 


during the show 


DENVER New Rocky Mountain 


Electrical League headquarters are lo- 





cated at 10 Glenarm Place, Denver 


A Universal i Cok 
Box Hanger The League hopes to present an out 
line of what may be done locally on 


Yes, Kees adjustable outlet box hangers are More easily installed than a bar hanger 
he adequate wiring 


easier, and quicker, t ere’s no need to Fastens to joist with 3 nails. Bracket is heavy { gram during 


a the joist, for ffset’’ Kees hangers moy pressed steel ten inches long. Three inches wid its 1954 opring conference. The con- 
be fastened to higher or low ide of joist at nailing end. Rigid and amply strong. Lower 
Box may be adjusted to any position from cios dge is formed into tube on which the fixture 

’ 
to ten inches out m joist stud slides. Stud can be positioned exactly Shirley-Savoy Hotel. Chairman of the 


ference will be held May 2-4, in the 


Comes complete with fixture-stud and over-size adequate wiring committee 1s J | 
notched locknut. (Outlet box not furnished : 


F é : : | . S 
Since 1874 iniure Mm 4 fype ceil Write for complete information Vanneman, General Electric Supply 


Co 


Box 523 for Free Catalog KANSAS CITY, MO.—Robert F 


Janda resigned from The Electric Asso- 


cS . : ciation of Kansas City’s board of di- 
F. D. KEES MFG. co. dpa 1aviol nsa y Oar i 


rectors when he was transferred to 








Houston, Tex. Mr. Janda is district 
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appliance sales manager of the Gulf 
Coast district for the Graybar tlec 


tric Co 


MINNEAPOLIS - Twelve guest 


speakers addressed sessions of ind 


uSCtry 
groups at the 17th annual Upper Mid- 
west Convention held in St. Paul, 
March 21-24. They included: Fred H 
Strong, deputy REA administrator; | 
R. Taylor, vice president of Motorola 
Inc.; Theodore C. Sargent, Sylvania 
Electric Products Inc.; Lester E. Bar 
rett, president of the Barrett Electrical 
Supply Co., St. Louis; E. R. Cornish 
director of research, NECA; R. I 
Scott, coordinator of Westinghouse’s 
t-H electric program; W. H. Gove 
sales development manager, Minnesota 
Mining and Manufacturing Co.; Ralph 
M. Zeuthen, vice president, Campbell 
Mithum, Inc.; Sam Rosch, consulting 
engineer, Anaconda Wire & Cable ¢ 

P. Howard Farley, manager of sales 
promotion, NECA; Thomas Millard 
applications engineer, G.E.; and Dean 
Robert F. Patterson, school of business 
University of South Dakota 


LOS ANGELES—The Electric League 
of Los Angeles, Inc., is setting u 
high fidelity division as a 

meeting ground for manufacturers, d!s 
tributors and retailers. Edward A 


shuler is the chairman 


PASSAIC—The installation of officers 
and Ladies Night of the Passaic 
County Electrical League will be hel 
at the Wayne Country Club, Preakness, 
N.]., on May 19 


PHILADELPHIA— Victor G. Brobst 
assistant treasurer and assistant secre 
tary of Peirce-Phelps, Inc., has been r¢ 
elected president of the Philadelphi 
Manufacturers and Wholesale Dis 
tributors Assn. He was unopposed for 


a third term 





NEW LITERATURE 








Fuse Cutouts—Open-drop fuse cut 
outs for sectionalizing main feeders, 
switching transformers, capacitor banks 
and other loads are the subject of 

two-color, 16-page bulletin. Shown are 
all ratings of G.E. units, how the open 
dropout cutout clears fault current, 
and how the load-break fuseholder 
breaks the load. Also included are the 
unit-combination arrester and cutout, 
and separate and combination mount- 
ings. Applications of the cutouts are 
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BIGGER Profits! 
with 


Reliance PLATES 


in The 
NEW STANDARD DESIGN 


@ All styles at one price per 
M gang 


Strength with flexibility 


Positive color uniformity — 
ivory and brown 


Complete line fits all stand- 
ard wiring devices 


@ immediate shipments 


Write today for low prices, samples 
and catalog sheet showing all styles. 


x eliauce MOLDED PLASTICS, INC. 


335 Barton Street, Pawtucket, Rhode Island 


Just one of hundreds 
- of Specification Grade’ 


od 


| Saux. Devices 


in the new 


| Shatek. 
1954 CATALOG 
(Yours for the asking) 





SLATER ELECTRIC & MFG. CO., INC. WOODSIDE, N. Y. 





cited and discussed. Copies may be 
obtained from the General Electric Co., 
Schenectady 5, N. Y. 


Fans—A 20-page, four-color catalog 
carries a modern art treatment from 
cover to cover, symbolizing the modern 
look in all the manufacturer's new 
fans. Included is information on the 
five year guarantee on all portable fans. 
Catalog is published by the Signal 
Electric Manufacturing Co., Meno- 
minee, Mich 


Sockets—Two phenolic sockets and a 
push button brass socket are explained 


and illustrated in a bulletin. Cut-away 
sections show the heavy duty construc- 
tion of these sockets, while other illus- 
trations point up the phenolic models. 
Copies are available from The McGill 
Manufacturing Co., Valparaiso, Ind. 

Store Lighting—‘Lighting Shopping 
Centers” is an 80-page guide on the 
illumination of shopping centers, 
stores, and supermarkets. The book 
also suggests relighting for inadequate 
facilities. A section on lighting funda- 
mentals explains the manner of de- 
termining lighting requirements. The 


handbook is indexed both by subject 


SAVE TIME ON WIRING INSTALLATION JOBS WITH 
KEYSTONE WIREWAYS AND AUXILIARY FITTINGS! 


Next time you’re figuring a wiring installation job, you'll 
find it pays to specify Keystone Wireways and Auxiliary 
Fittings. They’re quality built from end to end .. . designed to 
permit quick, easy, economical installation of wiring for main 
power lines, feeders, branch circuits, meter boards, service 
boards, loadside switches, etc. And they’re available in both 
flanged and flangeless styles in the most complete range of 


sizes and lengths .. 


. 2%" x 214%," x 1’ through 8” x 8” x 5’... 


to meet your exact requirements. 


FREE CATALOG describes and 
illustrates the entire line of Keystone 
Wireways and Fittings, Cutout Boxes, 
Pull Boxes, Outlet Boxes, Switch 
Boxes, Covers, and Bar Hangers. 
Contains complete specifications and 
prices. Send for your free copy today! 


KEYSTONE MANUFACTURING COMPANY 


23328 SHERWOOD AVENUE 
CENTER LINE (Detroit), MICHIGAN 


Sold Through Leading Electrical Distributors Coast-to-Coast 





Do it quick, easy, accurately with a HYKON 


WIRE MEASURER 


New “TUMS” Unit has Meter and Take-up Reel 
mounted on all-welded framework for compact, rug- 
ged service. Takes wire up to 1” diam., registers to 
1000 ft., and holds up to 1500 ft. of No. 14 wire. 
Take-up Reel has tapered cone for easy coil removal. 
Portable or fixed. Built for service and economy. | 
Write for details and catalog. 








Box 923, Mt. Union 
ALLIANCE, OHIO 





matter and equipment. Copies are 
available from the Holophane Co., Inc., 
342 Madison Ave., New York 17, 
a. 


Enclosures—"Evaluating Shielded En- 
closures,” is an engineering study 
aimed at eliminating uncertainty and 
confusion in purchasing the equip- 
ment. It reduces the major factors in- 
volved in shielded enclosure specifica- 
tions to their basic engineering 
equivalents, compares and evaluates 
them. Information attenua- 
tion vs. 
measured and what they mean in terms 
of actual performance; screen rooms 
vs. solid sheet enclosures and where 
each should be used in terms of both 


includes 


insertion loss; how each is 


physical and electrical considerations; 
and the advantages and disadvantages 
of the many shielding materials avail- 
able. Copies may be obtained from The 
Ace Engineering and Machine Co., 
3644 N. Lawrence St., Philadelphia 
10, Pa. 


Ballasts—A four-page selection guide 
covering the company’s complete line 
of fluorescent lamp ballasts contains 
wiring diagrams of 24 circuits, cross- 
section dimensions, lists prices and 
electrical specifications for all types of 
ballasts. Includes those for general 
line fluorescents, outdoor applications, 
germicidal fluorescents, rapid-start and 
circline lamps and d.c. operation. Pub- 
lished by the General Electric Co., 
Schenectady 5, N.Y 


Machine, Bench Lights—A new and 
improved line of machine and bench 
lights is explained in a recently issued 
catalog. Line of machine lights is de- 
signed for mounting directly to presses 
and other factory equipment. Fixtures 
are available in various lengths with 
adjustable joints to permit spotting the 
light where needed. Units feature a 
deluxe socket and sturdy cast alumi- 
num reflector. Complete information 
may be had from the Steber Manufac- 
turing Co., Broadview, IIL 


Resistors—Engineering bulletin gives 
specifications and laboratory perform- 
ance data for new “P” type encapsu- 
lated precision wirewound resistors. 
Listed are 11 different type units in 
both radial lug and axial lead styles. 
Charts give performance data. Copies 
may be obtained from the Shallcross 
Mfg. Co., Collingdale, Pa. 

Home Air Cleaner—Ceiling  sus- 
pended model of the electrostatic air 


cleaner is described in a four-page 
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You Can Make A 
Good Wiring Job 


BETTER 


WITH 


UNIVERSAL 
PORCELAIN 
INSULATORS 








Your wiring installations will be right 
from start to finish when you use 
UNIVERSAL porcelain insulators! They 
have uniform body density, high dielec- 
tric and physical strength, resistance to 
temperature extremes, moisture, fumes, 
smoke and most acids... your positive 
assurance of long, trouble-free service. 


~~ UNIVERSAL 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 
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bulletin. Device removes 90 per cent 
of all airborne dust and pollen. It is 
effective against tobacco smoke parti- 
cles. The bulletin illustrates how the 
unit may be installed in the cold air 
return duct of conventional warm air 
heating systems, in either horizontal 
or vertical position. Necessary service 
and utility connections are listed. 
Copies may be obtained 
Westinghouse Electric Corp., air con 
ditioning div., Hyde Park, Boston 36 
Mass. 


from the 


Insulated Chokes 
data on new sizes and extended ranges 


— Comprehensive 


construction, insulation, humidity, ag 
ing, applications, color coding of insu 
lated chokes also includes detailed 
charts and graphs. Copies may be had 
from the International Resistance Ci 


Philadelphia 8, Pa 


Planned Lighting—The first of 
series of bulletins tells the 
planned lighting. Bulletin “A 


story of 

covers 
the essentials of good lighting, indi 
cates the recommended illuminating 
levels of all types of interior installa 
tions, explains the difference between 
fluorescent and _ incandescent light 
sources and outlines procedure for s¢ 


lecting the proper light source. as well 


FLOODLIGHTS 


OPEN AND ENCLOSED WEATHERPROOF 
TYPES WITH RANGE OF QUALITY AND 
BEAM SPREADS TO COVER ANY FLOOD- 
LIGHTING NEED. 


SERIES A 
750-1500W 


Latest in design to 
meet the most exacting 
lighting requirements. 
A variety of beam 
spreods for all 
applications. 


SERIES Y 
750-1500W 


A low cost unit to meet 
minimum standards. 
Highly efficient and 
with a wide angle dis- 
tribution to fit any need. 





Both units available in 
Slip Fitter, Wall, Pipe and 
Cross Arm mountings 











SPERO also makes “GUARANTEED” PORCELAIN 
ENAMEL REFLECTORS... FLOODLIGHTS... VAPOR - 





TIGHT UNITS... INSULATORS ... SWITCHPLATES 








THE SPERO ELECTRIC CORPORATION 


20500 St. Clair © Cleveland 17, Ohio 


FURNAS ELECTRIC 
DRUM CONTROLLERS 


Solved! 


how to lift 

950 lbs. 
1 ft. in just 
2 seconds 





Furnas Electric 
DRUM CONTROLLERS 
Exclusive on 
BUDGIT HOISTS 
FOR 14 YEARS 


THE REVERSING DRUM CONTROL YOU SEE 
HERE was designed by Furnas Electric for 


| the Shaw-Box Crane and Hoist Division 


of Manning, Maxwell & Moore, Inc., of 
Muskegon, Mich. After 14 years of service 
Bud git 
smooth responsiveness and durability 
of this switch is proved beyond ques- 
tion. Finger-tip control allows one hand 
to control the load while the other 
guides it. The controller is a modifica- 


on muscle-saving hoists, the 


tion of standard design 


You'll find a Furnas Electric controller 
and starter designed to fit your particular 
requirements. types include 
multi-speed, magnetic or cam. Ratings 
1-10 hp, 110 to 550 volts 


Control 


Profit today by selling tested and 
popular Furnas Electric controllers and 
magnetic starters. You can build your 
sales by handling the widest 
range of magnetic starters 
in the 1-50 hp range on the 
market today. Write today 
for full details to Furnas 
Electric Company, 1069 
McKee Street, Batavia, III. |~——= 

_ 

J 


EURINA'S 
XEERRANEX 


Betavia, Illinois 











for easier cafer 
—~ facter 
testing... 


the KNOPP 


Voltage Tester 


with the patented 


PROD - MOUNT 


Has 5 Safety Features 
-e.many uses 


When you sell the pace-setting Knopp Voltage 
Tester your custom say Goodbye to risky 
time-wasting fuss in testinc because of 5 main 
afety features exciusive Prod-mounting 
Socket in housing, moking this tester 
faster, and sofer to use, and ending tim 
*‘three-handed testing 2 protection 
Dual indicction cof voitage by lenoid a 
iamp work ng independently 3 positive 
readings 

5) thorough insulation throughout ven to the 
sharp point of each prod 

Well-built and shock-proof in a LAMINATED 
Bakelite housing (not molded plastic the Knopp 
Voltage Tester tells immediately and simply if 
circuit is open clos maqnitude of voitage 
between 110 and 600; o-c ord pure or recti 
fied; 25 or 60 cycles for testing old and new 
locating grounds, etc 


signal by hum and vibration; and 


circuits, fuses 


nation’s largest utilities, after 
Knopp Voitage testers by 


Some of the 
testing all brands, us 
the hundred 


Sell the widely-used, reliable Knopp Voltoge 
Tester with the original time-proved Prod-mount 
and other safety features. Write for illustrated 
free new descriptive Bulletin No. 425, prices ond 
discounts 


THE KNOPP 
Phase Sequence 
Indicator 
60 v. to 600 v.; 
25 to 60 cycles; 
Rotating Indica- 
tor shows se- 
quence A-B-C or 
C-B-A. Light- 
weight. Compact. 
Big time saver. 


Oley 


lLhactiical lacilidied lee. 
Lr CO XH hh 


4283 HOLDEN ST., OAKLAND 8, CALIF 


as the proper equipment, for each 
particular job. Another section cover 
the services offered to lighting equip 
ment users and specifiers, together with 
an outline of the designing and pr 
duction procedures followed in the 


company plant to manufacture sil 


vered-mirrored reflectors and _ other 
equipment. Copies may be had from 
the Pittsburgh Reflector Co., Pittsburgh 


Pa 


Condensed catalog 


Wiring Devices 


folder shows the basic items in the 
manufacturer's line of electrical wiring 
ition includes cap and 


devices. Intorm 


connector, automatic cord winder, port 
able hand lamps, sockets, vaporprooft 
portable hand lamps, bunghole lamps 
The folder is available from the Daniel 
Woodhead Cx North Jetterson St 


! 


( hicago 0, Ll} 


Condulets—Hazardous location 
dulet series bulletin contains: a tab: 
listing the commerical uses of hazard 
their flash points 
nperatures; articles SO 
53 National Elec 
itled descriptions 


explosion-proof and dust-tight elec 


al equipment conforming to thos 


ticles. St 








BATHROOM CABINETS 


REPRESENTATIVES WANTED 
CHOICE TERRITORIES NOW OPEN 


Texas — Georgia — Louisiana — 
West — Northwest — Intermoun- 
tain States —  Minneseota and 
Missouri. 

Long established, nationally knowr 
and advertised line of cabinets, con- 
sists of: Fluorescent and incandes 
cent lighted and unlighted bathroom 
cabinets — 2 mirror sliding door — 
Shelves In Door. Only manufactur>: 
of the exclusive ‘‘Juniorette’’ cab- 
inet. 

Consideration will be given to 
financially responsible and estab- 
lished representatives, with proven 
sales records. Warehouse facilities 
desirable but not essential. Attrac- 
tive commissions and warehouse ex- 
pense. Write giving full particulars 
—territory covered — age-educa- 
tion — how long selling — lines 
handied — types of wholesalers 
calling on. 


GENERAL CABINET CORP. 


1056 N. Wood Street 
Chicago 22, Illinois 





HERWIG 


FIXTURE OF TRUE 
DISTINCTION 


Exterior and interior fixtures in 
heavy cast iion, cast bronze or 
cast aluminum. Over 200 attractive 
modern, colonial, and gothic designs 
Herwig fixtures are in constant de 
mand for 


e SCHOOLS e HOMES 
e CHURCHES e LIBRARIES 
e PUBLIC BUILDINGS 





mtures are con 
\ structed in metal this thick 
\ 
\ They are built to las. as 


! as the building 
for Catalog 250 


HERWIG COMPANY 


Chicago 14, Ill 


THE 


] Sedgewick Street 














CLA 





SWIVEL U-BOLT 
CONNECTOR 


is designed to do just that... 


No Removable Parts 


Easily and Speedily 
Installed 


Sturdily Constructed 


MEET ALL REQUIREMENTS 
85% Copper Alloy © Ample Strength 
High Conductivity © Unaffected by Vibration 
Moisture Resistant 
Sizes Up to 1,000,000 CM. 
Approved by Engineers 
Specify K&H for YOUR Next Job 


For More Details, Sizes and Prices 


WRITE FOR CATALOG 5LC 


KRUEGER & HUDEPOHL 


VET oe Al, | ae * CINCINNATI 2, OHIO 
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Ae ee UT ee 


Only Y-ER E EAS has all these features 


© Creamy, non-corrosive lu- 
bricant. Never greasy or 
messy. 
Prevents sticking or set- 
ting. Specially helpful on 
saddles and turns. 
Does not run back on 
cables. 
Never harmful to hands 
or clothing. 
Permanently non-harmful 
to cables or conduit. < 


Write for 
descriptive 
booklet 





ee ee 
““ Lead, Rubber, Braid or 
(_ Synthetic Sov’ — Cables 
. —= 


Improved Y-ER EAS tested and approved by the 
Underwriters’ Laboratories, Inc 


AT ALL LEADING ELECTRICAL SUPPLY HOUSES 


}/ ELECTRO COMPOUND CO. 


3818 W. 150th St., Cleveland 11, Ohio 





STRIP 
HEATERS 


For Flat Surfaces, 
Shallow Pans, Hot 
Plates, Ovens, Platens, 
Dies, Plastic Extrud- 
ers. Melting Pots 
Tanks, Package Seal 
ers, etc. 


Rust-resisting sheath. 
Heater coil of nicke! 
chromium wire. Ter- 
minal screws, stain- 
less steel. 
115 and 230 volts 
Five Termina! 
Arrangements. 
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requesting the bulletin, no. 26 


Crouse-Hinds Co., Seventh North St 


Syracuse, N. ¥ 


EFans—C mplete fan line for home 
and industry is illustrated in 19 
catalog Specifications an 1 list pri 
are included. Line consists of electi 
ally reversible window 


fans, pedesta 


Circuit Breaker 
Modern Master 
booklet wl 

mprovements 


Th 


ditions a 
b i klet 

Product 
N. J 





SALES AIDS 








Burgess Battery Co., 


The ‘} 


thene 


power! 


Quiet Kool Newark 


motional Campaign for the 


of room air conditioners c 
the following contained in 
Catalog sheets illustrating the 
containing technical specifications 
| onsumet 


it1oOns 





1455 SPRING GARDEN AVE 
PITTSBURGH 12, PA. 





showing 





look to the leader 


KLEIN 
for ual 


CLIMBERS 


PLIERS 


SAFETY 
BELTS 


SAFETY 
STRAPS 


HERE'S SAFETY—SERVICE 


you can always depend on. 
For Klein tools and equipment 
are designed better for your 
jobs— made of the finest ma 
-individually tested 
and inspected. Look for the 
familiar Klein trade-mark— 


serving the electrical industry 


terials— 


“since 1857 


ASK YOUR SUPPLIER 
Foreign Distributor: 


International Standard Electric Corp., New York 
— Write for your 
aan free copy of the 
is Klein Pocket 
WEN TOUS Tool Guide 


Tod. 


wai LE ING 


3200 BELMONT AVE, CHICAGO 18, ILL 





|-Lole}-) mp7.) & 3) 
WITH GREENLEE 
TIMESAVING TOOLS 
FOR ELECTRICIANS 


HYDRAULIC BENDERS 
FOR CONDUIT, PIPE 
Quickly produce 
bends right om the job. 
With a GreEenvee 
Bender one man in 
but a few minutes 
makes smooth, accu- 
rate bends in pipe and 
conduit up to 5’. 
Compact, portable 

. Saves eng 
Saves materials. 


HAND BENDERS 

POR TUBING, PIPE, 

CONDUIT 

Quickly form small- 

radius bends without 

flattening or kinking. 

Especially designed to 

make neat bends for 

sharp corners, nooks and other close 
quarters. Saves up to 75% in time 
and materials on many jobs. 


KNOCKOUT PUNCHES 

AND CUTTERS 

For fast, easy enlarging of 
knockouts and cutting of 
holes in metal boxes, cabi- 
nets, panels. Various sizes 
and models for making open- 
ings for conduit sizes from 
14” up to 39”. To operate, 
simply turn with a wrench. 

HYDRAULIC 


KNOCKOUT PUNCH 
DRIVER 


Portable hydraulic unit | 
for driving GreENLEs | 


Knockout Punches. 

Speeds jobs... easily 

operated. Develops over 
11 tons of pressure so that conduit openings 
are cut in 10-gauge metal with case. 


CABLE PULLER 
AND BORING 
TOOLS 
Specifically de- 
pec , 4 


signed to save 3 


time, speed jobs... 


eliminate tedious, heavy 3 


work. Companion tools to 
many other Greentee timesavers for the 
electrician. 


~~ 


Electrical Tool Folder, Greenlee 
Rockford, Ill. 


Write for new 
Tool Co., 1844 Columbia Ave., 








| 
| 
| 


flier illustrating the availability of a 
full-color electric flashing display that 
is mounted on the air conditioner. The 
unit itself rests on a wrought iron 
table. Other sales aids include fliers 
illustrating the casement window appli- 
cation, advertising mats, selection 
charts. The chart is an aid in determin- 
ing the correct size air conditioner for 
various rooms under different heat 
loads. 


Viking Air Conditioning div., 
Cleveland 2, Ohio—Sales plan kit con- 
tains promotion program for “955” 
window fan. It has radio and television 
spot announcements, publicity releases, 
newspaper ad proofs, window stream- 
ers, a formal glossy photograph of the 
fan, and information on cooperative 
advertising program and floor display. 


United States Air Conditioning 
Corp., Minneapolis, Minn.—Point-of- 
sale display for room air conditioners 
includes a unit, suspended from the 
ceiling, which slowly and constantly 
revolves. Printed in five colors, it is 
out of the way when hung, yet readily 
seen and read. Furnished assembled 
and ready to hang. Copy stresses equip- 
ment features, including Fiberglas con- 
struction, push-button control panel, 
minimum projection into room and 
quiet operation 


Freshn’nd Aire Co., div. Cory Corp., 
Chicago, Ill—Point-of-purchase 3-D, 
full-color display offers eye-stopping 
animation achieved by alternating 
flasher lights. First upper section 
flashes “on,” calling attention to sales 
message concerning push-button all- 
weather control. Then the lower part 
flashes “on” and the hand touches one 
of the pushbutton controls to show 
how easy the air conditioner is to 
operate. Two full-color illustrations 
still emphasize another sales point. 








~ 


L. B. ALLEN 
CO., INC. 

6701 Bryn Mawr Ave. 

CHICAGO 31, ILL. 














ELECT OUR 
QUALITY FITTINGS 


#901 
Non Metallic 
Connector 


#523 
Entrance 
Cap 











ATLANTIC CONDUIT 


FITTINGS CO. 
BOSTON, MASS. 


MINERALLAC 2-HOLE 


PIPE STRAPS 


For Heavier Loads! 


Designed for use on loads 
too heavy for one-hole 
Jiffy clips. Made of all 
new zinc plated tempered 
steel to give strength and 
rigidity enough to support 
heavier pipes, cables, 
condults, etc. Avaliable 
in sizes to fit pipes and 
condults from %-In. to 
1-in. Can also be had 
in Everdur, copper, brass 
or aluminum. 


Gend for litercture and prices 
Specity MINERALLAC Staars. susnmes 


MINERALLAC ELECTRIC COMPANY 
23 N. Peoria St., Chicago 7, Illinois 


MINERALLAC 
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cLASSIFIED SELLING OPPORTUNITIES avvertisine 


AGENTS WANTED 


UNDISPLAYED RATE 


$1.20 a line, minimum 3 lines. 


To figure advance payment count 5 average words as a line. 
BOX NUMBERS count as one line additional in undisplayed ads. 
DISCOUNT OF 10% if full payment is made in advance for 
four consecutive insertions of undisplayed ads. 


__ Send NEW ADVERTISEMENTS to N. Y. Oftice, 330 W. 42nd st., 


LINES WANTED 





WANTED 


ASS’T. TO MGR. OF DISTRIBUTOR DIVISION 
Prominent manufacturer of electrical supply items 
looking for man with some (a let not necessary) ex- 
perience in selling distributors, contractors. indus- 
trials. Must present good appearance, be able to 
address Sales Meetirgs and be prepared to travel 
throughout U.S. Prefer man under 

SW 2161 Electrical Wholesaling 

330 W. 42 St., New York 36, N. Y. 





PCSITIONS WANTED 


on request. 
page. 


REPLIES Box N : Add t 3 —— i. 
NEW ) RK 


i i 52 
SAN FRANCI 

















R@©BOT OPERATORS 
OPEN ~ CLOSE ~ LOCK: DOORS, GATES 
 eleclronii ally 


| 
: r COMMERCIAL 
| 
; 


INDUSTRIAL 


RESIDENTIAL & SPECIAL 


Write ; 
ROBOT APPLIANCES. INC 





An 


Investment ¢ 


Productive advertising is an 
INVESTMENT rather 
an EXPENDITURE. 


than 


“Selling Opportunities” ad- 


vertisers almost invariably 


report prompt and satisfac- 


tory results. 


BE CONVINCED—send us 


your advertisement TODAY. 


Address 
Classified Advertising Division 


ELECTRICAL WHOLESALING 


330 W. 42nd St., N. Y. 36, N. Y. 





GOOD 


ARE YOU 





SELLING OPPOR TUNITIES OFFERED 


REPRESENTATIVE WANTED 


lustrial, ( 


Manufac turer 

mmercial, 
root venti 

it any noi terri 


trical 


established lit itdoor 
Georgia, Alabama, Missis 
Pp Box RW Electrical 
Wi 


pg, pho mcg hcoe ig? 4 WANTED To cover 
Louisiana and ississippi for top quality light 
mfgr. Send and personal 


ing resume of business 
l lesaling, 330 


history to RW Electrical Wh 
W. 42nd St., N. ¥ 6, N. Y 


Kentucky mar 
wanted by State 


New York 


ufacturers sales 


INDIANA AND 
re} Wire and Cable 


esentatives 


xSackie, 


REPRESENTATIVE WANTED - 
Ltg xt {fr. needs rep, in ( 


RW-2238, filetri al W lesaling 


Well-Knx 


eveland core. 


MANUFAC r URER Ol] ustrial Electric Ovens 
s¢ id bbers, needs active representation 
n Be ; P tts md Atlanta. Industrial con 

tacting ir rtant. Some technical ability desirable 

RW -2096, I tri Wholesaling 
SELLING OPPORTUNITIES WANTED 

MFGR’S. AGENT, Chicago —. iarters, o> ames 
me with excellent backer id and contac 

al ar 1 hardware wholesal 

ifact s a Illinois, Wisconsin, 


T re 
na R \2 40, Electrical 


Wholesz 


AGG ;RESSIVE MANUFACTURERS 


ering So astert 


Agent cov 
add itional 
Electrica 
36, N.Y 


states desires one 
» sell jobbers. RA-2192, 


W. 42nd St., New York 


Agent Eastern Pennz 
tria maintenance line 
icians of large Indus 

f time devoted t 


Electrical Whole 


EXPERIENCED 
desir ; 


MFG’S 
1 Inds 


EXPERIENCED MANUFACTURERS Repre 
desires good supply line. Covers South 
hio & Kentucky. Good followin g among Ele 
RA-2216, Electrical Wholesaling 
ROCKY MOUNTAIN Ter rritory 
rested in Electrical Li 
Available 
olesaling. 
LINE W ANTED: We cover Maryland 
Northern Virginia, and Washington, D.C., call 
ne on wholesalers, contractors, utilities, etc. Go 
technical background and active overage. F. ( 
Mc( =~ Co., 7136 Wisconsin Avenue, N.W 
Washington 14, D. C. Tel OLiver 4-6631 


Represer tative 
Travel Actively 
house Space Reply Box RA-2233 


lectrical WI 


METROPOLITAN New York 
wants p ipe, wire, boxes or cable 
RA-2291, E lectrical W he lesaling 
I voking for representation in the NY‘ 

area? Top man with 28 years of diversified ex 
perience in Electric Wholesaling desires to enter 
the agency field. Would you give me the oppor 

ynity of proving my ability by allowing me to be 
yc yur RA-2297, Electrical Wholesaling 


-MANUFACTURERS !- 


You will receive better results from your 
“Representative Wanted advertising” if you 
will state in your copy what territory or ter- 
ritories are available. 


AGGRESSIVE 
sales agency 


Write 


agent?’ 








BUSINESS OPPORTUNITIES 


DISPLAYED RATE 
The advertising rate is $11.50 per inch for all advertising ap 
pearing on other than a contract basis 
AN ADVERTISING 
vertically on one column, 


Contract rates quoted 
INCH is measured % inch 
3 columns 30 inches to a 


N. Y 36, N. Y., for May issue closing April 26th 





For YOUR Active Representation! 


Manufacturers’ Agent travels two 
men in the following territory: 

e Eastern Pennsylvania, 

e Southern Jersey, 

e Maryland, 

e Delaware and the 

e District of Columbia 
desires additional line to be sold to 
Electrical Wholesalers. 


RA 1426 Electrical Wholesaling 
330 West 42nd Street, New York 36, N.Y 








ONE GOOD LINE WANTED 


Four (4) Sales Engineers at your service 
We call on Architects, Engineers, Con 
Industrial Plants, and Wholesale 
Distributors. We cover Western Pennsy! 
vania, Western Maryland, West Virginia 
and adjoining counties in Ohio 


Offices in Erie 
burgh 


tractors, 


and Pitts 


Youngstown 


RA 1369 Electrical Wholesaling 
520 N. Michigan Ave., Chicago 11, Ill 








ADDITIONAL LINES WANTED! 


by Manufacturer's 
Washington 


Representatives covering 
Oregon, Idaho and Montana 
Qualifications 
5 years experience calling on architects, en 
gineers, electrical contractors and wholesalers 
in area 
Graduate Electrical Engineer 
Power Co. experience 
Member IES 
Following of 25 electrical wholesalers 
Resident salesmen in Portland and Seattle 
Efforts will be restricted to a few lines 
Write to Box 37 
317 Builders Exchange Bldg. 
320 S$. W. Stark St., 
Portiand 4, Oregon 


BA Sc. degree 











WANTED 


Electrical Manufacturing Business 


Electrical supplies, tools, 
instrument etc. 
Preferably items distributed 
through the Electrical Wholesa'er 


negotiations completely confidential 


BO 2060 Electrical Wholesaling 
330 West 42nd Street 
New York 36, N. Y. 
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xceptional 
quality ... 


elelateelicts Melt 
malelitceleliemiaela 
castings and steel 


Cre faalit ium elelicte, 
tolmeeladelticls 
resistance 


ver-all 
completeness 
of line 


educes 
Takcelivenivetsl 


AVAILABLE 
ONLY 
THROUGH 
ELECTRICAL 
WHOLESALERS 


makes 
“the best 
connections’ 


Write for 
Illustrated 
Catalog and 
Price List 
ELECTRICAL 
FITTINGS 
CORP. 
Dept. L-2] 
Woodside 77, 
New York 


, 
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DEPENDAISLI: 


Tougher! For Top 
Performance 
Plus 


Economy 


Faster! 
Neater! 


World's 
Largest Selling 
FRICTION TAPE 


PLYMOUTH RUBBER COMPANY, INC. : 


ESTABLISHED IN 1896 


CANTON, MASSACHUSETTS 





Interrupting 
rating in excess 
of 100.000 amperes 


for every set of fuse clips 
... Simply by installing 
FUSETRON dual-element FUSES 


After years of development work, recent tests 
verified by the Electrical Testing Laboratories of 
New York indicate that an interrupting rating of 
100,000 ampere for FUSETRON fuses is a 
conservative one. 

On circuits set to deliver in excess of 100,000 
ampere, 30 to 600 ampere, 250 and 600 volt 
FUSETRON fuses on every test cleared the 
circuit without belching flame or venting hot 
gases and with comparatively little noise. 


No Interference with Time-Lag 
Remarkable results have been achieved. Inter- 
rupting capacity has been greatly increased while 
the time-lag characteristics of FUSETRON fuses 
has in no way been disturbed. 
You get ALL THIS ADDED SAFETY without 
changing a panelboard or switch . .. PLUS the 


10 Point Protection of FUSETRON dual-element 
FUSES. 


For safe protection on loads above 
600 and up to 5.000 ampere install 
BUSS Hi-Cap FUSES. 

These fuses have unlimited interrupting 

capacity on circuits of 600 volts or less. Designed 
to give protection against dangerous overloads 
as well as excessively high fault current yet 
their high speed operation on heavy 
shorts limits currents to safe values. 
When coordinated properly with 
FUSETRON fuses they will not 
open ahead of the fuse nearest to 
the fault. 


ACTION THAT SAVES YOU MONEY 


Delay may cost you far more in losses than replacing 
every fuse with a FUSETRON dual-element fuse on 
loads up to 600 amperes — and BUSS Hi-Cap Fuses on 
loads above that. 


For blowing time charts and more information on 
FUSETRON dual-element Fuses and BUSS Hi-Cap 
Fuses write for Bulletins FIS and HCS. 


Here’s the biggest 
Electrical Protection News 


since BUSS invented 
FUSETRON dual-element fuses 


You can use if to increase 
your Fuse Sales 


Alongside is a briefed up edition of the 
FUSETRON fuse message that is being read 
now throughout all industry. 


It gives you a new and effective talking 
point to show all your fuse users and fuse 
prospects why they should use FUSETRON 
fuses throughout the entire electrical system. 


Don’t overlook that all this added safety 
has been built into FUSETROWN fuses without 
interfering in any way with the other 10 Point 


Protection available in these fuses alone. 
New Fuse Announced 


Notice, too, that this is the first public an- 
nouncement of the BUSS Hi-Cap Fuses. These 
fuses are for loads above 600 amperes on 


voltages up to 600. 


Now you can sell COMPLETE 
fuse Installations 


Now you can sell safe, dependable fuse 
protection for every circuit in the plant. There 
is a FUSETRON or BUSS fuse available for 
every application from the transformer drops 
to the tiniest motor or most delicate instru- 


ment. 


For more selling ideas .. . 


Talk to the BUSS Fuseman in your terri- 
tory. He is continually getting sales tips from 
headquarters to help him help you sell fuses. 


TRUSTWORTHY NAMES IN 


For safety and 


ELECTRICAL PROTECTION 


BUSSMANN MFG. CO. (div. McGrow Electric Co.) 
University at Jefferson St. Lovis 7, Mo. 


dependability there's 
| nothing like a Fuse 





